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America Fore Loyalty 
Assets $1,644,249,013; 
Surplus $801,115,332 


Operating Gain Higher Than 1959 
Despite Underwriting Losses; 
Written Premiums at Record 


ANNUAL STATEMENT ISSUED 


Assets Increased $56,000,000 and 
Policyholders’ Surplus Reached 
All-Time High in 1960 


America Fore Loyalty Group compan- 
ies showed a consolidated net operating 
gain for 1960 of $10,100,000, an increase 
of $200,000 over 1959, according to figures 
released by J. Victor Herd, chairman of 
the Continental Insurance Co., parent 
company of the group. The figure does 
not include capital gains of $15 million 
realized on security transactions. Net 
income was $24,812,810 against $27,297,- 
444 in 1959, 

End-year underwriting results for 1960 
did not fulfill mid-year expectations. 
Over-all loss ratio increased 14% to 
66.3% with Hurricane Donna and the air 
crashes of commercial planes at Boston 
during October and injNew York during 
December taking the blame for the in- 
crease. There was an underwriting loss 
of $33,935,435 against $31,546,940 in 1959. 

Net investment income for domestic 
companies of the group, after elimina- 
ting inter-corporate duplications, rose to 
$44 million for the year, an increase of 
$2.6 million, or 6.2% over 1959. 


Premiums at All-Time High 


Written premiums were at an all-time 
high at $550 million, an increase of $13 
million. Earned premiums were $531 mil- 
lion, an increase of $26 million over 1959. 
Reserve for unearned premiums was in- 
creased by $19 million. During the year 
$25 million were added to reserves for 
claims and expenses. 

Consolidated assets of the domestic 
companies of the group increased $56,- 
000,000 over the 1959 figure to reach $1,- 
644,249,013 with year-end market quota- 
tions used for all securities. Policyhold- 
ers’ surplus reached an all-time high of 
over $800 million. 

The Continental raised its dividend by 
10% in December, making the annual 
rate $2.20. The company paid $2.05 dur- 
ing 1960. After adjustment for the effect 

(Continued on Page 29) 
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Manhattan Casualty Company 
116 JOHN STREET, NEW YORK 38 


BEekman 3-2200 


SPECIALISTS in SERVICE to PRODUCERS 


WORKMEN'S COMPENSATION GENERAL LIABILITY 
AUTOMOBILE LIABILITY PLATE GLASS 
BURGLARY FIDELITY and SURETY 
FIRE and MARINE ACCIDENT & HEALTH 


and its Life Affiliate 


The Gotham Life Insurance Company 
Of New York 


LIFE GROUP ACCIDENT & HEALTH 











Your Local... 


Mass. Indemnity General Agent! 


Take advantage of his services. He will be more than willing to help 
you in many ways. 

Whether it’s the preparation of a proposal for Mass. Indemnity’s 
Non-Can Income Protection, providing sales information and ma- 
terial, or simply discussing policy contracts, you will profit by his 
knowledge and experience. 

Why not call him now, while you are thinking about it? 


& LIFE COnpany 


BOSTON, MASSACHUSETTS 





Annual Report Sets 
Equitable Society’s 
Several Co. Records 


Assets Increased by $375 Million 
To Cross $10 Billion Mark at 
1960 Year’s End 


NEW INVESTMENTS AT 5.68% 


President James F. Oates, Jr. 
Comments on Equity Acquisitions 
And Real Estate Projects 


The Equitable Life Assurance Society 
had a 13% gain in total life insurance 
sales in 1960 and set new records in as- 
sets, insurance in force, premium and 
annuity income and benefit payments, 
James F. Oates, Jr., president, said in the 
Society’s 101st annual report. 

The Society’s assets crossed the $10 
billion mark for a year-end total of 10,- 
039,070,000, an increase of $375,096,000 
over 1959. Life insurance in force climbed 
to a new high of $37,032,916,000, com- 
pared with $34,353,682,000 at the close 
of 1959. Premium and annuity income 
amounted to a record $1,105,398,000, up 
$5,597,000 over the vear before. 

Payments to policyholders and bene- 
ficiaries, including dividends, rose 5.8% 
to a record $899,629,000. Of this amount, 
$198,801,000 was applied for dividends, a 
gain of 12.3% over 1959. 


Sales Totaled $2,967 Million 


Combined sales of Ordinary and Group 
life insurance amounted to $2,967,807 ,000, 
compared with $2,627,136,000 in 1959. 
Production of Group life insurance to- 
taled $1,237,761,000, an increase of $396,- 
390,000 over 1959. 

Sales of Ordinary life insurance 
taled $1,730,046,000, off 3.1% from the 
record $1,785,766,000 in 1959. Ordinary 
policies issued in connection with residen- 
tial mortgages during 1960 came to $187,- 
399,000 less than such production in 1959. 
Ordinary policies unrelated to residen- 
tial mortgages amounted to $1,555,238,000, 
which was 9.3% more than such un- 


related business produced during 1959 
Earned Interest Rate 


Net investment income was $377,113,000, 
a gain of more than $25 million over 
1959. The net rate of return before 
Federal income taxes was 3.95% the 
highest in 28 years. The return in 1959 
was 3.82% 

The Equitable invested $738,000,000 
during the year at an effective average 
gross rate of 5.68%, a significant increase 
over the result for 1959. 

Discussing investments, Mr. Oates 
reported: “In the city mortgage depart- 
ment, the authority delegated in Septem- 
ber, 1959, to local loan supervisors to 
approve loans of $100,000 or less was 
actively utilized in 1960. There were 

(Continued on Page 8) 
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The Equitable Life of Dick Thomas 


in Baltimore, Md. 


J. Richard Thomas, CLU, has 
been an Equitable underwriter 
ever since he graduated from 
Princeton. Now lives in this beau- 
tiful colonial house on Baltimore's 
Overhill Road. Dick has produced 
over a million dollars annually 
since 1954. 


audience —and family. 









The clan gathers for story time. Wife 
Mary holds Henry, J. Richard, Jr., and 
Mary Stuart, make up the rest of the 


As chairman of the Joint Fund pay- 
roll deduction committee, Dick hud- 
dies with Assistant Joint Fund Direc- 
tor Paul Jones. Dick is also a member 
of Baltimore's American Red Cross, 
is on the board and finance committee 
of the Citizens’ Planning and Housing 
Association, and is a trustee of the 
Gilman Country School. 















As vestryman of Christ Episcopal Church, Dick 
talks business with the Rev. Warren C. Skipp. A 
firm believer in hard work and hard study, Dick 
is vice president of the Equitable CLU Associa- 
tion and is secretary of his local CLU chapter. 


A Man’s Prestige somehow goes hand in 
hand with the prestige of the company he 
represents. This is why Dick is proud to be a 
life underwriter for Equitable. It is a full life. 
And a rewarding one. Living Insurance 
is more than a need ... it’s a career. 


THE 


EQUITABLE 


Life Assurance Society of the United States 


Home Office: 393 Seventh Ave., New York 1, N.Y. 


©1961 


Tune in The Equitable’s OUR AMERICAN HERITAGE, Saturday, March 11, NBC-TV. 
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N. Y. State General Agents and Managers Conference 


By O iver J. Jongs 


The replacement problem, considered to be one of the most critical facing the 


industry today, 


received a complete airing at the annual * 


‘Saratoga Meeting” of 


the General Agents and Managers Section of the New York State Association of 


Life Underwriters February 17-18 at the ¢ 
N. Y. Under the theme “Developing 
lem,” speakers dealt with the 


Gideon Putnam Hotel in Saratoga Springs, 
a Philosophy to Meet the Replacement Prob- 
complexities and some devices employed by twisters. 


Also suggestions were offered on how to retain business and eliminate the compe- 


tition of the twister and replacer. 


Harold W. Baird Moderator 

Harold W. Baird, CLU, superintendent 
of agents, Northwestern Mutual Life, 
moderator and first speaker, stated the 
problem and set-up ground work for the 
ae other speakers on this vital issue. 
The basic problem is not new, Mr. 
Baird stated. “What is new, however, is 
the organized and planned raiding of 
cash values of established policies, using 
them as the source of commissions on 
substituted insurance, either alone or in 
combination with any of a number of so- 
called investment pl iuns—stocks, bonds, 
mutual funds, real estate, or combination 
thereof. Sometimes these raids are con- 
ducted by those who hold themselves out 
as life insurance agents or brokers. At 
other times, and apparently with increas- 
ing frequency, some individuals hold 
themselves out as ‘buyers representa- 
tives,’ investment analysts, advisory serv- 
ices, or some such title which obscures 
or disavows any life insurance sales 
function. 

“The heart of the problem is that al- 
though some of these individuals are re- 
ceiving substantial life insurance com- 
missions, and are occasionally honored by 
life companies as ‘leading producers,’ 
they are not salesmen of life insurance 
at all. Rather they are systematically 
destroying life insurance already in ex- 
istence and substituting one or more 
varieties of Term insurance—in some 

-ases renewable Term and in other cases 
cither what is in effect reducing Term 
or level Term for a limited period, mas- 
querading under the guise of permanent 
insurance, in the form of minimum de- 
posit, bank loan, or financed insurance.” 

Mr. Baird made it clear that he was 
not discussing the merits or otherwise of 
so-called financed insurance plans. He 
stated that he was referring solely to the 
replacement of existing cash v alue life in- 
surance, by any of a variety of involved 
schemes, on the basis of incomplete, 
erroneous, or misleading information ap- 
plied either to the insurance being re- 
placed or to the insurance sold, and usu- 
ally both. 

Others on Program 


Following Mr. Baird on the program 
were William J. November, vice president 
and actuary, Equitable Life Assurance 


Society; J. Harry Wood, CLU, president, 
Home Life of New York; Carlyle M. 
Dunaway, LL.B., general counsel, NA- 
LU; and Blake T. Newton, Jr., executive 
vice president, Institute of Life Insur- 
ance. 

Actuarial Viewpoint 


Mr. November presented the actuarial 
view of the replacement issue and sug- 
gested some counter measures for produ- 
cers to employ. 

Taking for his topic, “Is the Mathe- 
matics of Legal Reserve Life Insurance 
Still Valid?” Mr. November said that he 
has been concerned about the extent to 
which the permanent insurance base for 
the life insurance business was being 
undermined. As to whether there is a 
point in a policy’s life when it becomes 
advisable to take out its cash value and 
buy new insurance, Mr. November said 
that the only answer he knows “is that 
in so far as the mathematics of the life 
insurance operation goes, the replace- 
ment of an old policy by a new one is an 
expensive procedure to the policyholder no 
matter when it occurs. If the policy- 
holder nevertheless finds it advisable to 
make the replacement, it will have to be 
for reasons other than the mathematics 
of the insurance system. An inevitable 
loss arises because of the duplication of 
the expenses of acquiring a policy to 
which the policyholder exposes himself 
when he goes through the process twice 
and still has only one policy. This dupli- 

cation of costs is very evident when a 
comparison is made of the financial re- 
sults achieved under an old and a new 
policy in the same company. The picture 
becomes a bit blurred when the new pol- 
icy is promoted by the agent of another 
company. A shift from a high cost com- 
pany to a low cost company may make 
the new policy look better, but the essen- 
tial situation is still the same. 

Aside from this duplication of acquisi- 
tion costs, Mr. November remarked, the 
voluntary termination of an old policy 
frequently involves the loss of provisions 
in old policies that are no longer avail- 
able in new ones, such as liberal settle- 
ment option guarantees, and this can be 
considered as an added cost of the trans- 
action. 

Mr. November called attention to the 


Replacement Problems Seen By Newton 


Replacements can be to a large extent 
controlled by the manner in which the 
business is sold, in the opinion of Blake 
T. Newton, Jr., executive vice president 
of the Institute of Life Insurance, who 
addressed the New York State ’Man- 
agers Association at Saratoga Springs, 
last week. 

“We all know that our lapse problem is 
largely created at the time business is 
placed,” he said, “wrong income level— 
wrong mode of payment—wrong plan or 
a combination of the three. Knowledge 
of the facts and conditions surrounding 
each sale permits us to predict with rea- 
sonable accuracy whether or not the busi- 
ness will persist. This is old stuff to all 
of us. But I think it is relevant to our 
discussion here. For if the contract is 
not carefully specified so as to perfectly 
fit a need, if the client is only vaguely 
familiar with all the reasons for his pur- 
chase and what it will do for him, it is 
not difficult to understand his docile ac- 
ceptance of any one of a variety of sug- 
gestions that may be made to him about 


his contract. Especially if this suggestion 
promises to help him avoid taxes, beat 
the market or both, his resistance un- 
derstandably melts to the vanishing 
point. However, if the contract is fitted 
to his needs; if he fully understands the 
relative merits of what he has and that 
which would be substituted for it, I think 
our problem will be largely behind us— 
at least that part of it that disturbs me. 

“This I believe is the key to the phil- 
osophy we seek. Education, cultivation 
and research. This involves the spread 
of truth and understanding by all means 
at our command. The truth that life 
insurance has certain well-defined and 
unique advantages. 

“Truth is our weapon and at the same 
time, we—all management wherever it 
may be—have a_ grave responsibility 
to seek it out and having found it, to 
use it and use it faithfully to the pro- 
tection of our public and the eradication 
of this parasitic development which feeds 
upon the sound values of our contracts 
and debases the institution we represent,’ 


J. H. Wood Offers Principles 
To Curb Replacement Problem 


When the question is asked as to what 
can be done, it is on the assumption, that 
the replacement problem is real and 
pressing, J. Harry Wood, president, 
Home Life of New York, said at the 
Saratoga meeting in his talk given from 
the home office executive viewpoint. If 
there should be any real doubt as to the 
correct identification of the problem, Mr. 
Wood remarked, then the first thing 
would be for the industry to find out. 
To do this ‘he suggested that the industry 
could finance a study of terminations, 
both of those who lapse and of those who 
surrender. This would be done on a 
sampling basis, rather quickly and at not 
too great an expense. “Answers sought,” 
he said, “could be such as: Why did they 
drop the policy? What did they do with 
the cash value? Did they buy another 
policy? Was it in the same company, a 
different company, from a_ different 
agent ? 

“While I think such an industry study 
might be warranted, it does seem to me 
that the evidence is such that we can go 
on the assumption at the present time 
that there is a problem to be solved, and 
that something should be done about it 
now.” 

There are many methods and proce- 
dures to follow, Mr. Wood feels, “but 
inasmuch as I am in a home office I 
would like to make some suggestions 
along the lines of principles for com- 
panies. These principles are: Treat all 
policyholders fairly; the old as well as 
the new. Treat other companies and 
their agents fairly. Treat the public fair- 
ly. Treat your own field force fairly and 
treat the industry fairly. Also a more 
general principle which would be in 
the area really of treating all policyhold- 
ers fairly would be that of issuing riders 
for old policies for new benefits when- 
ever it is at all possible, not just making 
them available by the purchase of a new 
policy.” 

In short, 
all guiding 


Mr. Wood feels that the over- 
principle for companies should 





popularity of the stock market, “Every- 
body’s doing it,” he said, “and some very 
successfully in the bull market that we’ve 
witnessed in the last decade. The suc- 
cess stories are the ones we hear, and 
they have created an inordinate interest 
‘n the quick dollar. I do not doubt that 
‘1 time the good sense of the American 
people will reassert itself. In the mean- 
while we have to do our very best to dis- 
courage our policyholders from under- 
mining the security that they have built 
up for their families and themselves in 
the life insurance policies they own.” 
When all the advantages are put to- 
gether, Mr. November said, “we see in 


level premium-cash value policies a 
unique product with truly remarkable 
attributes for fulfilling man’s endless 


search for security. We must ourselves 
never lose sight of the beauty of the sys- 
tem. The twister’s calculations can get 
us so bogged down it figures that we 
sometimes forget to transmit our 
enthusiasm for the system itself. We 
have 200 years of public acceptance and 
satisfaction to match against a ten-year 
binge in the stock market.” 
Concluding, Mr. November said that it 
is his belief that the industry must re- 
affirm its conviction in the might of the 
legal reserve-cash value system, “if we 
are to succeed in making the policyholder 
realize what he is doing to his insurance 
program. I am afraid that in the fierce 
competition that has characterized our 
business in the last few years, companies 
have been too ready for the sake of ad- 
ditional volume to go in for policies and 
gimmicks whose main effort has been to 
undermine the reserve values in life in- 
(Continued on Page 


be “to do nothing which would harm 
either the industry or our present pol- 


icyholders. If we always make our pol- 
icies and actions consistent with this 
guiding principle we can stand four- 


square to all the winds that blow includ- 
ing the present one of replacements.” 

As to what the managers and GAMC 
can do, Mr. Wood said that first it must 
be decided as to whether or not this is 
a serious industry- wide problem. “If it 
isn’t,” he said, “you can forget it. But if 
it is, then there are a number of things 
which you can do. 

“1. It is almost impossible for one 
company to stand alone effectively or 
for one manager or one agent to do so. 
You and the GAMC can make it easier 
for companies to stand up one by one 
until there is a solid front. 

“2. This means supporting your com- 
pany when it takes a stand against one 
of its own agents, perhaps one of your 
own agents. 

_ “3. Be willing to stand up for any agent.” 
in the right but be willing to fight 
the twister even though he is in the 
agency of one of your best manager 


friends. 

“4. If you have the old-time religion 
of life insurance, preach it. If you don't, 
then it doesn’t make much difference 


whether you are in the life 
= or some other. 

“3. Renew your faith in permanent life 
insurance each and every day. This 
statement is not a sign of weakness, be- 
cause faith is not something permanent 
if nothing is done to shore it up when 
the storms are constantly going on all 
around it. One maintains their faith in 
their religion by reading their Bible, at- 
tendance at a church and practice. ‘One 
renews his faith in his form of govern- 
ment by reading and observing what is 
going on in the world about him. One 
retains and builds up faith in permanent 
life insurance by reading and by observ- 
ing the good which is accomplished by 
it. Those who have kept their life in- 
surance in force, and usually unencumb- 
ered, have never regretted it and always, 
they or their families, find it a source of 
strength when needed, but those who 
have not had the strength and character, 
or the foresight to have obtained per- 
manent life insurance, or having obtained 
it been talked out of it by others, usually 
find the iime when either they or their 
dependents will suffer.” 


insurance 





Gutmann Delegate Meeting 
Talk Points Up Problem 


The problem of replacement of life in- 
surance policies was outlined by Harry 
K. Gutmann, Mutual Of New York, pres- 
ident of the New York State Association 
of Life Underwriters at the Fall Dele- 
gate Meeting last year in Massena, N.Y., 
when he called on the New York State 
Insurance Department to “bear its share 
of responsibility in guarding the public 
against those who twist and misrepre- 
sent.” 

In his report Mr. Gutmann said that 
there is no more serious problem in the 
industry today and “there is considerable 
evidence that the industry is not facing 
up to this problem as realistically and 


fully as it might. Business is being 
accepted from known twisters; the 
twisters move from one company to 


another and even with this knowledge, 
their business is accepted and _ their 
practices seemingly condoned ... if the 
laws that protect the policyholders of this 
state are not of sufficient breadth to 
check this practice, then the Insurance 
Department should cooperate with the 
industry in seeking laws that can give 
the public the protection it deserves and 
badly needs.” ij 
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Lincoln National In 
2 For 1 Stock Split 


ADDS A 25% STOCK DIVIDEND 


Fort Wayne Company Acts to Launch 
Fire and Casualty Subsidiaries 


At Later Date 


incoln Nation: l Life of 


Ind., has approved a two-f 


rt Wayne, 
-one stock 
plit, will increase its capital from $20,- 
000,000 to $25,000,000 by transferring $5,- 
000,000 from sury pital and 








lus funds to ¢ 
250% stock dividend on the 





new “Ss, it was announced by Walter 
O. Menge, president 
Stockholders utho ed the directors 
establish one or more subsidiary fire 


| casualty c 


Menge explained 


President 
orization 


mpanies 


the autl 





does not indicate immediate action 
s c template 1 vill facilitate 
p mpt action later if and when the 





WILLIAM M. SMITH 

action to be ap- 
approved 
stock pur- 


ase pl for eligible me office em 


considers such 
propriate Action was also 
establi shing a Savings and 






The stock action results in the present 
two m ulti m shares of $1 par value be- 
ming five million shares of $5 par 


value Th stock dividend and the in- 





crease in shares for the stock split will 

be eltective T ril 1, to stock of rec 

rd at the close ~ business March 1 

lhe board also declared a quarterly cash 

dividend of 20¢ a share on the new 

s] es, payable Ma 1 to stock of rec 
1 April 10 


Newly elected to the board of directors 
Henry W. Pe 


director of agencies 


rsons, vice president 

William M 
president, 
president 
anced to assist- 
divisional 
departm«e nt. 


formerly 


assistant vice 
Was promoted to second vice 

irvant was adv 
nt vice president from man 
ge loan 
Crilly, 


secretary and n 


assistant 
tax department, 


anager, 














Ss promoted assistant vice president: 
\. J. Eckert, previously assistant man 
ager, investment department, was ad- 
vanced to assistant vice president: Har 
Id E. Guenther, who also was an as 
sistant Manager, investment department, 
was named assistant vice president; C 
David Silletto was advanced to assistant 

€ pre ident fr mm assistant secretary; 
nd John R. Williams was promoted 
rom associate actuary to assistant vice 


president 
Careers of Persons and Smith 


joined the c 
president in 


ompany as 
secona vice 
promoted to vice president 
[ December, 1958, and also 
board of the recently formed 


Lincoln National Life of New York. 


if agencies in 


n 
Ss yn 





HENRY W. PERSONS 


Prior to joining Lincoln Mr 
Persons was for nine years r of 
a top-ranking life insurance y in 





He began hy insura nee selling 

agent in Covina, Cal., in 1934 af 

in the Teese ne business in t 

a, N. Y., and in the oil business for 

y southern California. In 

life insurance he advance a i fr 
1 manager and 





pany’s Li 
1945 he 
remaining in that cay 
Lincoln Life 











While in Chicago Mr. Persons was 
vice president of Chicz Life Unde 
wt riters Associati n cu tly is a dire 





LIAMA an has heen n board of 
the GAMC In F rt Wayne, he is on 





board of dir of e R rv Club 
a member of C hamber of Commerce and 
a deacon of Plymouth Congregational 


Church 

William M. Smith 
lepartment of » Lif 
visor in 1947, “e years late 
named manager of that depart: 
a year 


joined the 
ly 








r he was 
nent and 


ago was promoted ti 





vice | ident. A native of % 
Mr. S is a graduate of Uni f 
Micl here he majored in actuarial 
mathematics and received Bachelor's and 
Master’s degrees. Before joining Lincoln 
Life he was associated for several years 
with wang r _life insurance company, 





Hlowing hic 1e tor two years 
with the UC S. Navy. 

Other Careers 
James W. Bryant, 
sistant vice 
in, October, 
in the mor 


promoted to as- 
he company 
mal mana; 
1 department. Bort 


president, joine 
1953, 


as divisi 





in Kingston, Ontario, he was affiliated 
with the Hudson's Bay Company and 


later, with f 
Winni peg before j 


Bryant majore: 





ce company in 
Lincoln. Mr 


1 
ce and hnance 














at Queen’s University in Canada and 
received his Bachelor of Commerce 
degree from e University in 1949 


rett R. Crilly, wl 
assistant vice 
ife in 1922 


department 


10 Was promoted 

president, joined Lincoln 
in the personnel and plan 
and in 1926 was assigned 














» the agency auditing department as 
issistant auditor, branch offices. In 1943 
e was i 1 to the tax department 
and in umed assistant secre 
tary an of that department 
He has rman of the joint com 
mittee on premium taxation and was 


yn sub-committee of the joint advisory 
committee on interpretation of Federal 
income tax laws for the American Life 
Convention and LIAA. He is also a mem- 
ber of the Life Office Management As 
ion. At its recent annual meeting, 
Lincoln Life’s Loyal Service Club, an 
rganization of Lincoln Life employes 





SOCI« 





with 25 or more years service, elected 
Mr ‘ rilly presi ident 

x Eckert, who has been appointed 
Po 8 ok vice president, joined Lincoln 


Cole, Brubaker, Koester 
Named to Manager Posts 


Mutual Of New York has announced 
three managerial changes in its central 
region sales operation 

Neal D. Brubaker, manager of one of 


the company’s Detroit agencies, has been 
named manager in Dayton. Bernard V. 
Cole, who has been undergoing man- 
agerial training in MONY’s home office, 
will head Mr. Brubaker’s former agency 


Rollin D, Koester, also a training assist 
ant at the home office, has been ap 
pointed manager in Flint, Mich. Mr 
Brubaker has been with MONY since 
1947. He was a field underwriter and 


Cleveland. He 
in Detroit since 1955 

Mr. Cole, the new Detroit manager, 
joined WONY a ficld underwriter in 
Detroit in 1955. He was promoted to 
assistant manager in 1957, and has been 


later assistant manager in 
had been manager 


a member of the home office sales man- 
agement training staff since last June 

Mr. Koester has been with MONY 
since 1950. He was a field underwriter 


and assistant manager in Toledo He 
was promoted to recruiting specialist 
in the home office in 1930, ona last June 
entered the managerial training program 


District Group Manager 





Mark C. Hammett, Ni ashville, will 
resent Mutual Benefi — of Newark, 
as district Group manager in Memphis. 
He will supervise the company’s Group 


nsurance operations in C] 
Memphis, and Nashville 
an office in Mer 

Before joining 


Ilammett was Group c 


lattanooga, 
Tennessee from 
nphis 

Mutual me fit, Mr 


msults in an 


area of five states for the Life aa Cas- 

ity of Tennessee. From 1956 to 1958, 
he was associated with Provident Lite 
and Accident as Group representative in 
Chicago and Nashville 





\ 1956 graduate of Indiana University, 
Mr. Hammett served in the Navy on the 
staff of the Chief of Naval Air Ad 
vanced Training at Corpus Christi, 
Texas 


1954, as a security 
ment department 
yromoted to 


Life in September, 
analyst in the invest 


In “tint 1957, he was 








1 
t 

assistant manager in the department. A 

of Seaforth, Ontario, he was af 

with a insurance company 





in Canada before joining i In Life 
Mr. Eckert attended Universit f West 
ern Ontario, and was aden with a 
Bach elor of Arts degree in Honors 


Mathematics and Physics in 1949. He is 





a Fellow of the Life Management Insti- 
of LOMA 

Id E. Guenther, newly named 

stant vice president, became affiliated 





Lincoln Life in 1956 as a sec 
yst. Two years later he 





was pr 


o the position of assistant manager in 
the investment cote ae 
associated with the U1 
‘orporation in "Pittsburg h. Mr 
Guenther studied business re finance 
at Miami University and was graduated 

1 honors in economics from Baldwin- 
W siler e College 

C, David Sillett 
dent, joined Lincoln 
ictuarial department, studying ac 
tuarial mathematics at the University of 
lowa where he was gr aduat ed summa 
cum laude and was a anak of Phi Beta 
Kappa honorary scholastic fraternity \ 
vear later he was named actuarial as 
stant and subsequently transferred to 
ie elect department In 1957 h 
was promoted to assistant secretary, re- 
insurance department. He is a Fellow 
of the Society of Actuaries. 

John Williams, assistant vice pres 
ident, started his Lincoln Life career in 
the actuarial department in 1942. After 
service in bt a War IT, he was a mem- 
ber of the Valuation Section two years 
before transferring to the Group déeert- 
ment as a supervisor of the actuarial 
section. He was promoted to assistant 
actuary in 1957 and two years later was 
named associate actuary. He is a ly 
‘ of the University of Iowa and is a 
Fellow of the Society of Actuaries. 


he Was 
Steel ( 


assistant vice presi- 
in 1954 in the 





t] ronics 





Sun Life of Canada 
Sales Exceed Billion 


NET EARNED INTEREST 
President George W. Bourke Reports 
Insurance in Force Now ore 


Than $9,572 Million 


4.57% 


Canada had sales of new 
vear of $1,034,745,000, 
George W. Bourke, 
annual meeting held i 
Montreal last week. Insurance in force 
at the end of the year amounted to §9, 
572 801,000. Assets increased by $882 mil 
lion to $2,398,212,000. Net earned inter 


Sun Life of 
life insurance last 
it was reported by 
president, at the 





Nakask 


Portrait by 
GEORGE BOURKE 


est rate in 1960 was 4.57% Income 


amounted to $373,965,000 

Bourke devoted the major 
address at the meeting to 
Canada-U. S. relations. He said Can 
adians and Americans must recognize 
the high degree of interdependence ther 


President 
part of his 


is “tb their two countries and o 
urged better channels comm nication 
as a solution. He spoke about recent 


widespread discussions in Canada as to 
S. economic domination of Canada, 
strongly condemning statements which 


have “degenerated into emotional ex 
pressions of nationalism that serve no 
constructive purpose and could do irre- 
parable damage to future Canada-U. S$ 
relations.” 

Mr. Bourke added that Canadian ap- 


prehensions are based on the fact that 
half Canadian secondary manufactur 
ing industry and mining enterprises and 
three-quarters of Canadian oil and na 
tural gas development are controlled by 
U.S. interests 

“Yet both Canadians and 
should recognize that we are each de- 
pendent on the other,” he said. “Canada 
depends on the United States for export 
markets, capital and technical knowl 
edge; in turn the United States depends 
on Canada for its largest single export 
market for the supply of a number of 
essential materials.” 

Mr. Bourke said Canada and the U.S 
should improve their channels of com 
munication and that Canada might tak« 
the initiative in this regard both at gov 
ernmental and business levels. In par 
ticular, he added, Canada’s friends need 
repeated and firm reassurance that “Can 
ada has no intention whate ver of retreat 
ing into economic isolation.” 


Americans 


Asst. Director of Agencies 

B. Fred Riechers Jr. has been pro- 
moted to assistant director of agencies in 
The Prudential’s Ordinary agencies de- 
partment. He takes on his new assign- 
ment after having served as a sickness 
and accident training consultant in the 
company’s Western home office at Los 
Angeles, Calif. 
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FORGING THE TOOLS OF SUCCESS . . . The job of the insurance agent is to sell his product 
and service it. It’s that simple... and that complicated. To be a successful agent he must know his 
job well. 


The Travelers was one of the first to recognize the important part education could play in developing 
successful agents. In 1903 the Company offered career training programs to its representatives—the 
first insurance company in America to do so. 

Since then more than 30,000 agents have forged the tools of success through Travelers training programs. 


Today in a modern, functional, three-story Education Center, The Travelers continues to meet the 
training needs of its contract agents. 


Outstanding instructors—men with successful field experience—conduct courses in Life, Accident and 
Health; Casualty, Fidelity, Surety, Fire & Marine; and Group. Classes are kept small 80 agents may 
receive maximum individual attention. 


While attending the Education Center, salesmen from all over the country stay at Denniston Hall, 
ideal quarters for study, rest, and a beneficial exchange of ideas. 


For more information about The Travelers training programs, that broaden agents’ knowledge and 
lead to more successful careers, write The Travelers Office or General Agency nearest you. 


THE TRAVELERS Insurance Companies ocrsecricut 
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New York City Ass’n to 
Hold Sales Congress Mar. 9 


“Exploring New Sales Frontiers” has 
been selected a the theme of the 4lst 
annual all-day sales congress of The 
Life Underwriters’ Association of the 
City of New York and will be held on 
March 9. General Chairman Harry C 
Copeland, Jr., general agent, Massachu- 
setts Mutual, has announced that this 
annual event will be held in the Grand 
sallroom of the Hotel Astor 

The morning portion of the program 
has been completed and will feature three 
outstanding speakers. Opening the morn- 
ing session will be William P. Lynch, 
CLU, vice president, Prudential, whose 
subject will be “The Keys to Success.” 

Following Mr. Lynch will be John A 
Utz, agent Kansas City Life, Valencia, 
Pa., who will discuss “‘Pace’—for the 
Soaring Sixties”; and the final speaker 
of tl yrning will be William E. North, 
CLU, general manager, New York Life, 
Evanston, Ill, and president, National 
Association of Life Underwriters, who 
will speak on “The Greatest Distance.” 
The meeting will begin at 10:00 a.m 
Admission is $1.00 and the presentation 
by each member of his 1961 membership 
card. Admission for nonmembers is $6.50, 
$4.50 of which may be applied toward 
membership if an application is sub- 
mitted within ten days after the sales 
-ongress. This arrangement is not ap- 
able to 1960 members who have not 


; 





YT 





pli 
renewed 


Haffner Retires; Mullens 
Advanced, Business Men’s 


R. R. Haffner has retired as vice pres- 
ident of Business Men’s Assurance of 
Kansas City now becoming consultant 
actuary. W. R. Mullens, who was named 
actuary last year, becomes vice president 
and actuary. Oscar Klein was made as- 
sistant actuary 

D. Ramsey, vice president, was 
elected vice chairman of the board. He 
joined BMA during its first year and has 
been a director since 1944 


Continued from Page 3) 
surance policies, a fundamental feature 
of our business that has had so much to 
do with its sound development. And now 
the chickens have come home to roost. 

“Fortunately there has been a growing 
recognition of the problem we have built 
for ourselves. This meeting will have 
made a fine contribution if out of it de- 
velops a philosophy to meet replacement 
challenges and an inspiration to the com- 
panies to take positive action in that di- 
rection.” 

From the Legal Viewpoint 


Legal aspects were discussed by Mr. 
Dunaway, who in developing his part of 
the program in a talk on “Should Policy 
Replacements be Subject to Rule of 
‘Caveat Emptor?’” said that there are 
no easy procedures to follow in curb- 
ing the replacement problem. Mr. 
Dunaway feels that an intensified pro- 
gram which the industry at all levels 
should support, would be a step in the 
right direction. Local life underwriter 
associations can do much, he feels, 
through closer disciplining of members. 
It would be helpful too, he remarked, if 
the business could develop some sort 
ot an educational program for policy- 
holders 

Mr. Dunaway called upon those in the 
life insurance business to work closely 
with the State Insurance Departments 
for a more effective policing job. He feels 
also that managers and general agents 
and company officials can contribute a 
great deal in riding herd on violators of 
industry ethics 

Conciuding Mr. Dunaway said that the 
suggestions he offered would not result 
in “easy solutions,” as a great deal of 
hard work lies ahead and the cooperation 
of the industry is needed to meet the 
challenge and work together to eliminate 
the abuses of replacers and twisters. 


science and received his Master’s degree 
in June, 1951. He is a past president of 
the Chattanooga Actuarial Club, mem- 
ber of the Southeastern Actuaries Club 
and an Associate of the Society of Ac- 
tuaries. 

Mr. Cook began with the Volunteer 
in July, 1948, and served for five years 
in the pension and actuarial departments 
; ; . where he became actuarial assistant. He 
Volunteer’s actuarial department for ap- was named assistant secretary in 1954 
proximately 10 years and served as Ac- and was manager of the policy depart- 
ment for six years. In 1959. he was ap- 
pointed to supervise a staff to prepare 
for the installation of an_ electronic 
computer and presently is in charge of 
all planning for this operation. 


Name Ruck V. P. and Actuary 


Volunteer State Life, Chattanooga, has 
announced the election of Harold E. 
Ruck as vice president and actuary and 
McClellan Cook as assistant vice pres- 
ident. 


Mr. Ruck has been associated with 


tuary since 1958 Graduate of Bethany 
College, receiving a B. S. with a major 
in mathematics, he attended University 
ot Michigan where he studied actuarial 
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To Our Broker Friends: 
A. & H. and LIFE IS THE WAY! 


Now — in a period of increasingly keen competition — is the time 
for brokers, especially those of you new in the business, to tell all clients 
about the many advantages of having the latest and best in modern, 


streamlined INCOME PROTECTION. 


We strongly urge brokers, intent on building up a quality clientele, 
who are willing to accept the challenge of modern selling and under- 
writing techniques, to bring your problems to us. 


We have the know-how and will help you 
replace commissions you have lost due 
to reductions in some of your other lines. 


All of our facilities are centralized UNDER ONE ROOF which 
enables our brokers to render efficient service QUICKLY. 

Give close attention to the A. & H. and Life coverages, all the 
latest on the market, which are listed below. You can be certain that if 
you recommend them to your clients you will be adding to their security 
and peace of mind. At the same time your own commission earnings 
will increase. 


@ NON-CANCELLABLE A. & H. 


e YEARLY RENEWABLE A. & H. 
Lifetime Disability Benefits 


GUARANTEED RENEWABLE 
Adjustable Premium 
© OVERAGE-60-80 HOSPITALIZATION 
@ SUBSTANDARD A. & H. 
e LIFE INSURANCE — PAR or NON-PAR 
Quantity Discounts 
e EMPLOYEE GROUP —A. & H. or LIFE 
e AVIATION — COMMON CARRIER 
Individual or Family 
@ SPECIAL RISKS 


Jumbo Lines — Athletics 
Theatrical Productions 


e MAJOR MEDICAL 
Individual or Family 


e HOME GUARD 
Life, Health, Fire 


Test our Services today! 


Aw > 
DE Peraion % Siam: 


General Agents and Underwriters 
FIRE - BONDS - CASUALTY - DISABILITY - MARINE - LIFE 


75 MAIDEN LANE, NEW YORK 38 
HAnover 2-4044 





President 






Member of New York City Insurance Agents Association Inc. 














Pace Joins Life of Va.; 
Name Five Senior V. P.’s 





WARREN M. PACE 


Life Insurance Co. of Virginia has 


named five senior vice presidents: George 
F. Albright, CLU, agency vice president; 
Hill Montague, Jr., administrative vice 
president in charge of home office oper- 
ations; William R. Shands, vice presi- 
dent and general counsel; and John B. 
Siegel, Jr., financial vice president and 
Warren M. Pace, CLU, former agency 
vice president and director of Atlantic 
Life, who was named senior vice presi- 
dent in charge of Life of Virginia's 
Ordinary agency division. 

Mr. Pace, graduate of University of 
Richmond, entered life insurance in 1946 
as an agent with Guardian Life of New 
York, became associate manager at Rich- 
mond for that company and entered the 
home office as agency director in 1952 
He joined Atlantic Life in 1954 as as- 
sistant vice president, was made agency 
vice president in 1956 and elected to the 
boerd in 1960 


Union Mutual Shows Gains 
Raises Scale of Dividends 


Portland—In his annual report to 
policyowners, President Carleton G. Lane, 
Union Mutual Life, reported that the 
company’s gain from operations during 
1960 amounted to $1,403,796—the largest 
annual increase in its surplus and con- 
tingency reserves in 112 years of opera- 
tion. These funds now amount to $10,- 
802,184 or 9.1% of total assets. 

Because of these favorable results, the 
directors voted to increase for the sixth 
time in eleven years, the scale of divi- 
dends to individual Life policyowners. 
This increase, averaging 10%, is effec- 
tive with payments made on and after 
January 1. 

During the year, Ordinary and Group 
life insurance in force increase $45,812,- 
690 to bring total life insurance in force 
to $1,064,290,947, at 4.5% gain. Non- 
cancellable health insurance premiums in 
force increased by $233,162 to $3,441,615, a 
7.3% gain. This growth brought year- 
end assets to $119,186,142. 

A ten-year comparison of the com- 
pany’s position shows total assets were 
up from $57,154,540 to $119,186,142 over 
the period from 1950 to 1960. Income 
increased from $14,829,215 to $39,533,389 
in 60. Policyowners’ surplus was up from 
$4,013,835 to a new high of $10,802,145. 
Dividends to Policyowners were $755,130 
in 1950 and $3,248,874 in 1960. Life in- 
surance in force increased from $249,- 
426,612 to a new high of $1,064,290,947. 
Life premiums totalled $9,752,571 in 1950 
and in 1960 these totalled $18,617,121. 
Similarly, Health Insurance premiums 


were up from $2,246,006 in ’50 to $13,- 
739,165 in 1960. 
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Dominion Life Tops 
$1 Billion in Force 


1960 ITS SECOND BIGGEST YEAR 





Pres. Upton Points to New Business 
Written Over $144,500,000, Assets $198,- 
732,632, Investment Income $9,441,223 





Alfred S. Upton, president of The 
Dominion Life of Waterloo, Ont., re- 
ported at the recent 72nd annual meet- 
ing of the that 1960 was “a 
year of sound and substantial growth” 
and, in fact, the second biggest year in 
The Dominion’s history. As of last De- 
cember 31 the life insurance in force 
topped the $1 billion mark, a gain of 
$74,221,747 for the year. New business 
written in 1960 was in excess of $144,- 
500,000. Of this amount 75.7% was Or- 
dinary Life, 22.7% was Group insurance 
and the balance, 1.6% was deferred an- 


company 


nuities. 

Mr. Upton further reported that in- 
surance and annuity premiums in 1960 
reached a record high of $23,809,032. 
Investment income was $9,441,223 after 
deducting investment expenses, making 
a total income for the year of $33,250,255. 
Capital and surplus funds totaled $15,- 
299,152. 

Assets at the year-end had reached 
$198,732,632, a gain of $11,294,753. “Largest 
single investment,” said Mr. Upton, “is 
in mortgage loans which total $87,116.712. 
3onds and debentures increased to $81,- 
230,964.” He explained that the difference 
between the market and book values of 
Dominion’s securities “has virtually dis- 
appeared due to the substantial advance 
in market values during the past year.” 

The company’s net interest rate showed 
further improvement last year, reaching 
5.0% which compares favorably with the 
rate of 49% for 1959 and 4.7% ior 
1958, “and continues an upward trend 


ALFRED S. UPTON 


which has been in progress since 1947.” 

It was noted that Dominion’s mortality 
experience for 1960 was higher than for 
the past two years but lower than for 
1957, 

Paymen‘s to policyholders and bene- 
ficiaries totaled $16,388,881, an increase 
of $2,297,874 over 1959 payments, and 
$8,177,732 was also set aside for future 
payments. The total of $24,566,613 paid 
to policyholders or set aside for the 
future was regarded by Mr. Upton “as 
the real measure of our service to those 
whose life values we protect.” 

Canadian Press Can Play Key Role 


At the annual meeting Mr. Upton 
declared that the press of Canada can 
play a key in the solution of Canada's 
current economic problems. Warning 








Supervisor Wanted 





Street, New York 38, N. Y. 





A leading New York City Agency of a large Eastern Mutual Company 
has an unusual opportunity for a man who has had experience in recruiting, 
training and supervising whole time agents, or who has had a successful 
selling background in the life insurance business and who wants to enter 
into management. A basic salary will be paid plus an incentive type of 
compensation agreement without limit. 
education and experience to Box 2885, The Eastern Underwriter, 93 Nassau 


Please send a resume of your 











Joins LAA, LOMA 


First National Life, Phoenix, has taken 
two important steps to better its service 
to agents and policyholders, according 
to President M. C. Reese, Jr. 

The company has been approved for 
membership in the Life Insurance Ad- 
vertisers Association, which offers new 
and broader ways to interpret the busi- 
ness to poleyowners. It has also become 
a member of Life Office Management 
Association, which provides pooled in- 
formation, on a national level, regarding 
new methods, equipment and other func- 
tions of home office operations, and also 
serves as a central point for higher 
education of home office personnel. 





that there must be “an end to the 
constant demands on government,” he 
said he is looking to leaders in business, 
industry and labor to find solutions to 
these economic problems “with the sup- 
port of an alert and informed populace.” 
He took encouragement from “a growing 
awareness, particularly on the part of the 
press” of the serious nature of such 
problems. 

His recommendation was for a reap- 
praisal of the country’s tax and_ tariff 
structures and he urged the Canadian 
government to put forth strenuous efforts 
to “operate on a balanced budget.” 


10% Gain in New Business 
Maintained by Phila. Life 


Philadelphia Life’s board 
William Elliott, 
ing 1960 in 
insurance in 


chairman, 
reports a 10% gain dur- 


new life insurance written, 


force, 
crease in capital-surplus funds. 


earnings and in- 

At the recent meeting of the board a 
cash dividend of 50 cents a share and a 
dividend of 10% were declared, 
payable on March 21 to stockholders of 
record February 21. The cash dividend 


stock 


is not payable on the shares of stock 
issued in payment of the stock dividend. 

The Philadelphia Life has maintained 
its 10% gain in new business each year 
for over ten years, and this is considered 
an outstanding record of steady growth 
Chairman Elliott expressed optimism at 
the board meeting about the 1961 out- 
look, and stated that the building of cap- 
ital and surplus by retention of earnings 
during the past decade has been a major 
factor in absorbing this production 
growth without obtaining additional out- 
side capital. He further stated: “It ap- 
pears that earnings have now reached 
the point where a pattern of cash divi- 
dends can safely be added to the com- 
pany’s unbroken record of stock divi- 
dends.” 





Agency Department 


17 East Prospect Avenue 
Mount Vernon, New York 





NAME 
ADDRESS ___ 


PLAN: Preferred Whole Life“ 
AMOUNT: $100,000 
Annual Premium 
Age 35 $1852 
45 2749 


Northeastern Life Insurance Company 1 


Please rush your new Rate Folder with } 
those hot rates I'm panting to see 


OS a a om on om oo mo me 


Panting for 


ABOUT NORTHEASTERN’S NEW PORTFOLIO? 


Check these: 


Life Paid Up at 65 


$100,000 $100,009 
$2196 $555 
3749 1064 


Waiver of Premium Available 
Double or Triple Indemnity 
*Women @ 3 year setback in age 


OUR NEW LINE WILL MUZZLE THE 
OBJECTIONS OF ANY TOUGH PROSPECTS! 


Just Complete and mail for full details: 





a 


10 Yr. Cony. Term* 


NORTHEASTERN LIFE 


INSURANCE CO. 


17 EAST PROSPECT AVENUE, 
MOUNT VERNON, NEW YORK 


MOunt Vernon 4-5580 





OF NEW YORK 
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Nationwide Life Reports 
Record For Net Earnings 


Life, Columbus, reported 
in 1960 of $2.4 million, 
per share. The company is 
subsidiary of Nationwide 
hich wns 99% of the 


rnings 


net income represented a 


ver 1959 when earnings 





were $2.1 million. Premium income of 
$31.8 million was 10.6% above the 1959 
hgure 


boosted its insurance in 
rce to $1.8 billion, a $210 million gain 


wer 1959 and a 13.2 percentage rise 


Assets of the company rose to $163 
million, nearly 13% higher than year-end 
1959 and 69.6% over five years ago 
Capital and surplus aled $15 million, 
ip 12.1% 

Na vide Life — 1 its opera- 
ions into eight additional states in 1960 


and now does busi ness in 24 states and 
District of Columbia. It plans to enter 
states—Illinois, Montana, Wyo- 
ming, California, and Massachusetts—in 
1961. A complete revision of its 
folio, featuring new policies and sales 
expansion 


ort- 
port 


ids, will complement the ’61 


. al . . 
Equitable Society Business 
(Continued m Page 1) 
249 such loans in the total amount of 
$15,967,000 that were approved in the 
ield. By this means, our loan services 
have been improved and brought effec- 
additional numbers of small 
businesses and 





smaller cities 
“In this connection, it is of interest 
to note that an additional 182 loans 
1 
a total of $32,338,000 were appr wed 
] ~ ‘ + 
i 


‘has been 





increasing attention to urban re 
development programs now under way 
in many cities throughout the country.” 
Mr. Oates said, “The Equitable’s 
pioneering achievement in the Gateway 
Center project at Pittsburgh has brougl 
inquiries in this field. W1 ile 
presently considering equit 
1 similar scale for 4 
projects, we are interested in 
1g mortgage financing for indi- 
vidual buildings or establishments in- 
cluded in redevelopment projects when 
such inividual meet our lending 
standards.” 











us Many 
we are not 


hip on a 


units 


Loans in this category approved during 
the _ incl ded $14 million to finance 
a new office building in Milwaukee and 
$1.8 million for a medical office building 

Norfolk, Va 

Common Stock Investments 

Mr. Oates reported that $36 million 
was invested in 1960 under the program 
initiated in September, 1959, which con- 

the steady acquisition of 
ontinuing 


emplates 
ommon stocks on a 
ver a perio I years 


basis 


He said, “The portfolio of common 
stocks purchased since the inception 
j sram had a total cost of 


$55,413,000, and a year end market value 
is now expected that this 
‘ommon stock program will be continued 


in 1961 and subsequent years until our 


statutory limit of common stock owner- 
ship is attained.” 


Mr. Oates noted that the following 
been taken during the 





strides had 1 year 
to prepare the Society for the future: 
Equitable entered the Individual Dis- 
ability Income field, following many 


preparation; important liber- 
made in the limits of 
mounts for individual life policies which 


months ot 
alizations were 


Equi able wiil undertake at its own 
risk, and the Society began a long range 
program of basic research in the social 


i 
sciences 


He reported that the Equitable will 


begin to move into its new 42-story 
home office building about Aug. 1, 1961, 
and that “construction costs have been 
maintained within the budget despite 


many additions desi agp to improve the 
comfort and efficiency of our employes.” 


L. R. Menagh, Jr., to Attend 
New Jersey Sales Congress 


Louis R. Menagh, Jr., 


The Prudential, will be 


new president of 
host to the Life 
New 


gress on Thurs- 


Underwriters Association of Jersey 
at their state 
day, March 16. The c 
in the Prudential Gibralter Building on 
the 14th floor at 1:30 p.m. This will be 


President 





ess will be held 


Menagh’s first meeting with 


the New Jersey field men of all com 
panies 
The sales congress program will fea- 


William Ingram, 


Prudential, will 


ture three speakers 

vice president of The 
talk about successful sales techniques 
William Harmelin, general 
York of Continental 


his specialty, accident and 


agent in New 
Assurance, will dis- 
cuss sickness 
e more sales 
market. Isaac S. 
Kibrick, agent for New York Life in 
srockton, Mass., will have as his sub- 
ject, “How to Prepare for Old Age 
hrough Life Insurance.” 

The sales congress 


coverages and ways to mak 


in this expanding 


committee consists 





Robert C. Gilmore, Jr., Newark Asso- 
ciation, general chairman ; Arthur 
Downer, Newark Association and Jack 


Se hrump! 1, Elizabeth Association, co- 
chairmen; Warren Darling, Newark As- 
sociation, Arthur Wood, Passaic-Bergen 
Association, and Israel Siegal, executive 


secretary. 


Dr. Wm. A. Jeffers Succeeds 
Dr. Dieuaide as Fund Head 


Dr. William A. Jeffers, associate pro- 
fessor of medicine in the ined of 
Medicine of University of Rescmne eollin 
and an authority on the treat- 
{ hypertension, will become 
scientific director and executive office 
of the Life Insurance Medical Research 


surgical 


Fund, succeeding Dr. Dieuaide upon his 
irement in mid-April. Dr. Dieuaide 





has been director of the Fund since 1946 
Dr. Jeffers graduated from Univer 
of Missouri and received his 


education at University of P ennsylv; ini 





and has been associated with the uni 
versity’s Medical School faculty since 
1934. Dr. Jeffers has closed his office in 


the university hospital where he has 


been senior ward physician and chief 
of the Hypertension Section but will 
continue to be affiliated with university 
school of medicine. The offices of the 
“ye R Fund will be transferred on 


April 15 from New 
lL anci iste Avenue, 
suburb of P 


York City to 1030 E. 
Rosemont, Penn., a 
hiladelphia 





Berkshire’s In Force 
More Than $607 Million 


A. & S. PREMIUMS UP BY 25% 
New Line of Policies and Plans for 
Marketing Announced at Annual 
Policyowners Meeting 
Business results for 1960 and plans 
for the introduction and marketing of a 
completely new line of life, annuity and 
pension policies were announced at the 
recent annual meeting of policyowners of 
Berkshire Life at the company’s home 

iffice in Pittsfield, Mass. 

W. Rankin Furey, 
presided, opened the 
briefing for 


president, who 
meeting with a 
policyowners on the com- 


pany’s 1960 business results. Life in- 
surance in force grew to $607,153,187, 
while accident and sickness premiums 
increased 25% and premiums for new 
pension trust business increased 29% 
over 1959. Benefits totaling $14,972,632 
were paid to policyowners and_ benefi- 


ciaries, including dividends of $2,698,351. 

Following Mr. Furey’s report of 1960 
business, Charles F. Richardson, first 
vice president, insurance finance, gave 


the poli cyowners some of the background 
on the new line of policies which will 
be made available to the public through 
the company’s 41 sales offices on March 
1. In previewing the new line, Mr. 
Richardson said, “A new mortality table, 
reflecting the considerably lengthened 
average life span, was used in pricing 
the new policies. Rates for our new line 
are substantially lower than those result- 
ing from the table formerly used. In 
ldition, a quantity discount factor is 
yuilt in which makes larger amounts of 
insurance available at lower cost. Rates 
for women are lower than for men the 
same age, reflecting increased female 
longevity, and we have introduced a 
unusual flexibility through a 


riders which can be added 


concept of 
new line of 
to p licies.” 

\ briefing on plans for marketing the 
new line of policies was given by George 
D. Covell, first vice sceuaas for sales 
The marketing effort was launched at 
a meeting in Pittsfield attended by ap- 
proximately 70 field management men 
from company sales offices. A series of 
regional meetings in several major cities 
will follow. Marketing plans include a 
newspaper advertising campaign on a 
national first in Berkshire 
Life history, designed to reach buyers 
who make up primary company markets. 

Lawrence W. Strattner, Jr., first vice 
president, insurance services, stated that 
in creating the new line the company had 
laid careful plans to be sure that equity 
is maintained between buyers of old 
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and new policies. Explaining how it would 
be accomplished, Mr. Strattner said, 

“Through dividend adjustments and 
through retroactively liberalizing morc 
restrictive policy provisions in. old poli 


cies, we will always maintain costs and 
benefits that are fair and consistent be- 
tween various classes of. policies. We 


stress the significance of this kind of ac- 
tion because it demonstrates the concern 
which your board of directors and com- 
pany management have for equity 
Glamorous new products are not devel- 
oped in the Berkshire with a complete 
disregard for the owners of 100,000 poli- 
cies bought yesterday.” 





Life is 
Different 





California 
Life 


The climate is right 
for growth ina 
California Life 
GENERAL AGENCY 
of your own 


Write today to Ted Glasrud, vice 
president, for full information 
about a general agency opening for 
you with California Life. Find out 
how this dynamic 40-year-old 
company can make your lifework 
more rewarding. California Life- 
size commissions, liberal contracts. 
If you are seeking a general agency 
situation with maximum growth 
potential, California Life is the 
life for you. Write or wire Mr. 
Glasrud today. 





CALIFORNIA LIFE 
INSURANCE CO. 


Dept. A, 4334 MacArthur Blvd. 
Oakland 19, California 


General agency opportunities now available: 
in: Alaska, Alabama, Arizona, California, Colo- 
rado, Florida, Idaho, Illinois, Indiana, Louisi- 
ana, Michigan, Minnesota, Missouri, Nevada, 
Oregon, Pennsylvania, South Dakota, Utah, 
Washington, and the District of Columbia. 
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Schmidt Agency, N. Y., in Tribute to 
1960 Leaders; R. E. Goodman Leads 


The Schmidt Agency, general agents 
of New England Life in midtown New 
York, which ranked in fourth place for 
1960 among all agencies of the company 
with over $33,500,000 in paid-for business, 
gave recognition at a recent luncheon 
meeting to a number of its full-time as- 
sociates who achieved outstanding results 
in the past year. 

At the top of the list was Robert E. 
Goodman, MDRT member and consistent 
New England Hall of Fame qualifier, who 
was named the agency’s Most Valued 
Associate for 1960 on the basis of his 
production of almost $2,250,000. Co-Gen- 
eral Agents Arthur W. and Roger W. 
Schmidt in their annual report paid 
tribute to Mr. Goodman as well as to 


the next four in the Most Valued Asso- 
ciate competition—Alex Leopold, Melvin 
Maisel, Milton H. Wind and John H. 
Brady. Speaking of Mr. Maisel’s per- 


formance the Schmidt brothers said: 

“As a first year producer, he gave the 
field strong competition and ended the 
year with well over $1,500,000 of paid- 
for business.” 

By virtue of Mr. Maisel’s record in 
scoring the most points as a new asso- 
ciate he was presented with the 1960 
Silver Bowl as the agency’s Most Valued 
New Associate. This was only one of his 
many 1960 honors. The next four in the 
Silver Bowl competition were Gordon 
Lenz. Hank Williams, Norman Roebuck 
and Ron Lapin. 


Now Have 12 MDRT Members 


Recognition was also given to the 12 
full-time producers who qualified for the 
a Dollar Round Table. Thev are 

rank Boehm, John H. Brady, Philip F. 
ae ton, Edward A. Goodman, Robert 
E. Goodman, Edward A. Greene, Sey- 
mour H. Kopelm: in, Walter Kruta, Mel- 
vin Maisel, Charles S. McAllister, J. 
Arch Williams and Milton H. Wind. 

Members of New England Life’s select 
Hall of Fame include Messrs. Boehm, 
Grady, Edward A. and Robert E. Good- 
man, Messrs. Greene, Kopelman, Kruta, 
Maisel, Williams, Alex Leopold and As- 
sociate General Agent H. Arthur 
Schmidt. 

The annual report also mentions that 
“many Schmidt Agency men qualified 
for the policyholders’ months contest and 
even more won honors in the November- 
December rocket contest. In addition. the 
agency won honors in the group of New 
England’s largest agencies by exceeding 
November-December paid-for business of 
1959 by 31% in 1960. 

The company’s Leaders Association 
roster now contains the names of 32 
Schmidt associates, another noteworthy 
achievement. 


Sixth Successive Record Year 


Overall the agency enjoyed its sixth 
successive record year, registering a gain 


of 14% over 1959, its best previous year. 
Six years ago the agency was in ninth 
place countrywide. In 1960 it exceeded 
the production of the ninth place agency 
by over $16,000,000. Less than 20% of 
1960 business produced was in term in- 
surance. Interestingly, more than one- 
half of the total was produced by men 
who were not members of the agency in 
1956. A breakdown indicates that 40% 


came from the five district agencies 
maintained, and the balance from New 
York. 


Edward Nadel, who was promoted in 
late 1960 to assistant general agent in 
charge of all man-power development at 
the agency’s main office—575 Lexington 
Ave.—was recognized in the annual re- 
port for his unit’s $5,500,000 production 
last year. Working in close association 
with him were Supervisors Marlow 
Hirshleifer and Larry Magrini. 

Not overlooked were the 1960 gains 
made by District Managers Sy Kopel- 
man, Nassau; David Lourie, South 
Shore; Eugene Weiss, Suffolk: Robert 
Zipp, Westchester and Robert Halliday, 
Rockland. 


Colin Hampton, A. F. Patton 
Advanced by Union Mutual 


Union Mutual Life of Portland, Me 
announced that Colin Hamot on, formerly 
2nd vice president—securities has been 
advanced to vice president in charge 
of the investment department and Alfred 
F. Patton, director of claims, has been 
made 2nd vice president in charge of 
claims. 

3efore joining Union Mutual in 1956 
Mr. Hampton had been associated with 
Fiduciarv Counsel, Inc., Bankers Trust 
Co., of New York and as security analyst 
and bond trader for American Securities. 
Mr. Patton was formerly claims man- 
ager for Berkshire Life and has a BS. 
degree in management from Hofstra 
College. 


Stockard P. R. Director 

H. J. (Jerry) Stockard Jr., has been 
named executive director for the North 
Carolina Insurance Information Service, 
Inc. A non-profit service, the organiza- 
tion is designed to provide a_ better 
understanding of the nature and purposes 
of casualty and fire insurance. 

A graduate of State College and the 
National Institute of Trade and Associa- 
tion Executives at Northwestern Univer- 
sity, Mr. Stockard has had 13 years’ 
experience in the public relations field. 
For the past four vears. he has been 
executive secretary of the North Carolina 
Chapter of the American Institute of 
Architects. He was the first president 
of the Carolina Society of Association 
Executives. 


THE APPOINTMENT OF: 


500 Fifth Avenue 
New York 36, N. Y. 
LO 4-8130 











AS PART OF OUR 15TH ANNIVERSARY YEAR PROGRAM 


OF INCREASED SERVICE TO NEW YORK 
BROKERAGE FIRMS, WE ARE PLEASED TO ANNOUNCE 


RONALD J. CALVERT 


Brokerage Supervisor 


H. Malcolm Teare Agency, Inc. 


Quality Without Question” 





INSURANCE 


General Agents 
Continental 
Assurance Co. 
Chicago, Ill. 








Continental Assurance 
Acquires Chicago Property 


Roy Tuchbreiter, 
board of 


chairman of the 
Continental Assurance, an- 
the life insurance 
company of two-thirds of a block of 
near North Side property facing on Lake 
Shore Drive, E. Goethe St. and Ritchie 
Court, 


nounces purchase by 


Chicago. 
The property acquired includes four 


lots extending north from Goethe with 


a total frontage of 163 feet on Lake 
Shore Drive; four of more than 180 feet 
on E. Goethe and four of 140 feet on 


hie Court north 
purchase involves 
square feet. Nine 
and a parking lot 
properties acquired. 

The property purchased extends n rt] 1 
and east of a three-story building at tl 1€ 
northeast corner of Goethe and Ritchie 
Court which is owned by Continental 
Casualty and which is used by the Con- 
tinental companies as a training center. 
Mr. Tuchbreiter said the property was 
purchased as an investment from Hotel 
Sherman, Inc. Price was not disclosed 
Arthur Rubloff & Co., was the broker. 

Mr. Tuchbreiter also announced that 
Continental Assurance had extended a 
mortgage loan of $3,000,000 on the Am- 
bassador East and Ambassador West 
Hotels and several adjoining properties 
fronting on Dearborn and State 
Streets. This loan was part of the trans- 
action made when the hotels were sold 
by Webb & Knapp, Inc. to a group of 
private investors. 


the east side of Ritc 
of Goethe. In all the 
approximately 38,400 
three-story houses 

are now on the 


OCCIDENTAL, N. C.. MANAGER 

Alton Hawk has been named manager 
for Occidental Life of North Carolina 
at Minden, La. Occidental’s home offices 
are in Raleigh, N. C 


Myer Agency, Jacob Shoul 
Are MONY Leaders in 1960 


Mutual Of New York’s Richard E. 
Myer agency in New York, led the 
company’s 162 offices for the tenth 
straight year in sales of individual Or- 
dinary insurance in 1960. The agency’s 


individual Ordinary sales totalled $25,- 
286,231. 

MONY’s top B gesaig dual — 
Jac »b W. Shoul of the Boston (Meehan) 


agency—also was a 
Shoul has led the company’s field force 
the past 15 years consecutively, and 
has been number one 25 times. 


repeat winner. Mr. 


In number of paid applications, Ke nley 
R. Hoover of the Pittsburgh a 1 
topped the firm’s 3,500 field un leverite Ts 





in his first full calendar year in the 
insurance business. Mr. Hoover, a 25- 
year-old former teacher, led with 251 
cases. 


MONY’s San Diego agency, managed 
by K. R. Hodgkinson, ranked second in 
agency achievement, and the Sacramento 
unit, managed by Lloyd R. Yeates was 
third. 

Second among the individual pr 

2 y 
was Irving Backman, 


oducers 
son-in-law of Mr. 






Shoul and a meml of the Boston 
(Meehan) agency. is was the third 
year in a row Mr. Backman has been 


second. J. E 


Boise agency 


dwin True, CLU, of the 
, was third. 

Runners-up in paid applications were 
Donald E. Charnley, as Gr and Rapids, 
and Eddy Wynschenk of the San Fran- 
cisco (Stiller) agency. 


BANKERS, ‘NEBR. NAMES FOUR 

Bankers Life of Nebraska has an- 
nounced the appointment of four new 
general agents. They include James O 
M’Closkey at the newly activated 
agency at Santa Ana, Cal.; Bailey Sains- 
bury in Salt Lake City; Alfred R. Weber 
in Salina, Kan.; and Le Roy M. Sweat in 
Portland, Ore. 





A & H SALES DIRECTOR 
$15,000 


Large company in Chicago area is in 
need of an experienced A&H man to 
head the sales department. Company is 
progressive in sales promotion approach. 
They are expanding and operating in 


many states across U., S. 


Job #E-228 





GROUP ADMINISTRATOR 
$8,000 


Large midwestern company needs a 
young man to step into Home Office 
Group department. Leads to supervisory 


role. 


Job #E-229 





IBM SUPERVISOR 
$8,000 


Small company, licensed in one eastern 
state, is offering chance to man to take 


charge of IBM. College graduate. 


Job #E-230 





330 S. Wells St. 





Please refer to the job number in your inquiry. Send for our 
free brochure, "How We Operate," without obligation to register. 


FERGASON PERSONNEL 


Insurance Personnel. Exclusively 
HArrison 7-9040 


Chicago 6, Illinois 





GROUP A & H SALES 
MANAGER $10,000 


Man with at least ten years’ experience 
in supervisory capacity preferred by 
large eastern company. Should have col- 
lege degree. Must have ability to de- 


velop the progress of Group A&H 


Supervisors, agents and brokers. Great 


opportunity here. 


Job #E-231 
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CUT OUT AND SAVE... IT'S WALLET-SIZE 






! 
' NEW ADVANTAGES! 
1 FOR YOUR CLIENTS! 


Every broker sells service! You can 
be of greater service to your clients 
through: Retirement Income Bond 
(one illustration is all you need to be 
able to apply this to many clients): 
Executive Preferred Plan 

(cash values at end ot first year); 
New Lower Rates for 
Term (all the usual 
safeguards, extra fea- 
tures). 


Your inquiries are 
always welcome. 
No obligation, of ' 
course, for infor- 
mation on this or 
any one of our 
complete range of I 
plans. 


As close to you as your telephone § 


Matt Jaffe Associates, Ltd. | 


431 FIFTH AVENUE,N.Y. * MU 4-5779 7 
General Agents 

j The Canada Life Assurance J 

{ Company, Toronto,Canada Jj 


Snow LIAMA Consultant 


Gilbert H. Snow, 
sistant in the home 
Life, has joined the 
Division of Life 


agement 


formerly training as- 
office of the Aetna 
Company Relations 
Insurance Agency Man 
Association as a consultant, it 


was announced by Burkett W. Huey, 
managing director of LIAMA 

Mr. Snow is a graduate of Wharton 
School of F inance and Commerce, Uni- 
versity of Pennsylvania. He joined the 
Babcock Agency of Aetna Life after 
graduation and was there until he was 
called to three years’ duty with the 
United States Air Force 

When he was released from the serv- 
ice, Mr. Snow rejoined the Babcock 
Agency and became a_ supervisor in 
1959. Last February he was called to 
home office where he became a training 


assistant in the life agency department 
He held this position until he left Aetna 
to join LIAMA earlier this month 

With the Association Mr. Snow will 
serve aS management consultant with 
member companies; will serve on the 
teaching staff of the Association’s 
Schools in Agency Management and 
Management Orientation Schools: and 
will contribute to publications for agents 
and managers 


Phoenix Mutual Reports 


Business Gains Last Year 
In its 110th annual statement, 
Mutual Life has reported the 
financial position in its history. 
New life ins surance sales of $298,876,000 
were reported, which included $59,181,- 
000 of Group. life insurance. Total pre- 
mium income for the year reached $86.- 
737,000 and insurance in force now stands 
close to the two and a half billion mark 
Benefits payable to policyholders and 
veneficiaries reached a record of $67.- 
satan and assets increased $33,388,000 
to a new peak of $894,431,000 
Net vield on total invested assets, be- 
fore federal income taxes, was 4.16% 
the highest exy erienced by the company 
since 1932 ; 


Leading 


Phoenix 
strongest 


agency for the year in total 
premiums was the New York Lincoln 
ey. managed by Sam P 
Wal ter R. Cavanaugh, CLU, of the com- 
pany’s Detroit agency was named top 
premium and volume leader for the year. 


Davis 


Public Relations in 
Hands of the Agent 

JOHN ABBOTT TELLS FIELDMEN 

New York Life’s Vice President in 


Charge of Public Relations Addresses 
Florida Assn. 


national 
lives of 


Life insurance is so large a 
institution that it touches the 
all Americans in one way or another, 
and its public relations is largely in 
the hands of the agent, said John M. K 
Abbott, vice president in charge of public 
relations and advertising for New York 
Life, at a meeting of the Central Flor- 
ida Association of Life Underwriters 
recently in Orlando. 

“For most Americans, you, the agent, 
are the life insurance business,” he said. 
“You can’t avoid this role. You can be 
a good public relations man for the busi- 
ness, or an indifferent one, or a poor one, 
but you can’t not be one. Inevitably, the 
image of the business you create in the 
minds of those who know you becomes 
their image of the whole life insurance 
business.” 

Mr. Abbott suggested that agents, in 
their dual role as salesmen and public 
relations men, take full advantage of 
publicity materials available from their 
companies, NALU and the Institute of 
Life Insurance. “Such materials include 
films, talk outlines, public service book- 
lets, displays, and so on. They can be 
extremely valuable tools in the hands of 
a smart public relations man.” 


Peoples-Home Life Names 
Two Agency Superintendents 


Peoples-Home Life of Indiana has pro- 
moted Jack Leininger and Amos Miller 
as superintendents of agencies over two 
newly created divisions, according to 
Tim Smith, director of agencies. The 
two men will head up divisions, formed 
by splitting the Western Division in 
order to enable each supe rintendent to 
develop his territory more effectively 

Mr. Leininger will be in charge of the 
new Middle-West Division. He _ has 
served Peoples-Home in a supervisory 
capacity since August, 1956. The new 


West Division will be headed by Mr 
Miller who has been supervisor of 
agencies since June 1, 1958. He joined 


the company as an agent in 
Iowa in 1957. Mr. Miller will 
in Des Moines 

An affiliate of the 
of New York, 


home offices in 


Kensett, 


relocate 


Home Insurance Co 
Peoples-Home has _ its 
Frankfort, Indiana. 











SUPERVISOR WANTED —— 


For Recruiting and Training 


Must have good record personal production. Salary and commission. Established 
agency of large company. Our agents know of this advertisement. Reply Box 


2883, The Eastern Underwriter, 93 Nassau St., New York 38, N. Y. 











R. P. Gatewood and Jack Wardlaw Win Top 


Posts in Philadelphia Life’s Field Assns. 


At recent sales meeting of the Phila- 
delphia Life held in Atlantic City, N. 
Robert P. Gatewood, CLU of W ashing- 
ton, D. C., was elected chairman of the _ to several life insurance journals. 
company’s General Agents Association Mr. Wardlaw first qualified for the 
and Jack Wardlaw of Raleigh, N.C. was MDRT in 1947 and has repeated this 
named chairman of the company’s Re- feat every year since. He is also a charter 
gional Directors Association. member of the Philadelphia Life Mil- 

Mr. Gatewood, a qualifying and life lionaires Club. 
member of the Million Dollar Round 


Academy at Annapolis, Mr. Gatewood 
also serves on several corporate boards 
as director. He has contributed articles 


A graduate of the University of North 
Carolina, he is a charter member of the 
Raleigh Toastmaster’s Club; charter 
member and past director of the Raleigh 

Sales Executive’s Club; charter member 
of the Sir Walter Lions Club. He be- 
longs to the Raleigh Chamber of Com- 
merce, and is active in church and civic 
affairs as well as being the author of 
sales books and articles. 


Thore Seuiheer at ern 
Mutual’s 75th Anniversary 


Binghamton, N. Y. — The Security 
Mutual Life of New York and its pres- 
ident, Richard E. Pille, were congratu- 
lated for their contribution to the life 
insurance business by Eugene M. Thore, 
vice president and general counsel of 
Life Insurance Association of America, 
speaking at a dinner Feb. 16 celebrating 
the 75th birthday of the company whose 
home office is in Binghamton. 

Noting that of the 1400 life insurance 
companies in the U. S. today only 33 
are older than Security Mutual, Mr 
Thore paid tribute to the role of the 
company in the founding of the Life 


Left to right—Jack Wardlaw, Joseph 
E. Boettner, CLU; Robert P. Gatewood, 


CLU. Insurance Association as well as for its 

pe irticipation in the Association’s activi- 
af ; as ties over the past half century. He 
able, is active in a host of industry praised Mr. Pille specifically for his 


organizations. He is a member of Phila- 
delphia Life’s Millionaires Club; a 
creer and current vice president of 

> Washington CLU chapt er; a former 
rect wr and current officer of the District 
of olumbia Life Underwriters Asso- 
= a oe He serves on the executive com- 
mittee of the D. of C. Estate Planning 
Council; is a faculty member of \mer- 


leadership in the Association and for the 
“objective and realistic” approach of the 
company to controversial issues. 


past 


Worcester Cos. Appoint 
Reynolds and Matthews 


Clinton A. Reynolds has been named 





FRANK McCAFFREY 








MUTUALJ/ LIFE INSURANCE COMPANY 
peeTem msseseuvesrre 


Ask M. L. CAMPS AGENCY 
about 

John Hancock's 

Increase for 1961 


Low, low net cost 


Call us for Full Brokerage Information 


LARRY CAMPS 


800 SECOND AVE. (at 42nd St.) NEW YORK 
OXford 7-212] 


ican University and instructor in taxation connnd aor president and assistant 
at George Washington University. A treasurer and Elton L. Matthews has 
graduate of the United States Naval  peen named assistant treasurer by Paul 
Revere Life and Massachusetts Protec- 

tive Association, Inc. 
Mr. Reynolds, a graduate of Dart- 


mouth College and Harvard Law School, 
has been associated with the Paul 
Revere-MPA organization for the past 
12 years. He served as a member of the 
companies’ legal staff from 1948 to 1959 
when he was named as assistant treas- 
urer and assistant secretary. 

Mr. Matthews is a graduate of the 
University of New Hampshire. He joined 
the companies in 1948 as a member of 
their planning department staff. The fol- 
lowing year he was named as supervisor 
of the accident and sickness department. 
Since 1958 he has served as assistant 
supervisor of the planning department. 

SHELDON OLMSTED NAMED 

Sheldon Olmsted, CLU, has been ap 
pointed general agent in Fort Worth 
for Indianapolis Life, Agency Vice Pres- 
ident Arnold Berg announced. 

Mr. Olmsted, president of the Fort 
Worth Life Underwriters Association 
in 1958-59 and prominent in Fort Worth 
life insurance circles, has been active in 
life insurance sales since 1948. He at- 
tended the University of Texas, worked 
radio announcer for several years 


New Dividend 


TOM MACKEY 


as a 


prior to World War II when he served 
as an Air Force pilot, and was with the 
West Texas Chamber of Commerce prior 
to entering the life insurance field. 
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How to grow 


your own 
money 


A U.S. Savings Bond is better than 
money. It grows. Plant $18.75 in a Sav- 
ings Bond and in 734 years it’ll be $25 
—a full one-third bigger. The U.S. Gov- 
ernment guarantees this growth. And 
if you can’t afford to lay out the full 
purchase price, you can buy Savings 
Bonds a bit at a time through your Pay- 
roll Department where you work. It’s 
an automatic installment plan that costs 
you no interest or carrying charges. 





Savings Bonds are smaller 
and bigger. Today’s Bonds 
are about half the size of the 
earliest ones. Yet they pay 
334 % interest —more than 
ever before. 


Advantages to think about 


You can save automatically on the Pay- 
roll Savings Plan, or buy Bonds at any 
bank + You now earn 334% to maturity, 
44% more than ever before + You invest 
without risk under a U. S. Government 
guarantee + Your Bonds are replaced 
free if lost or stolen + You can get your 
money with interest anytime you want it 
+ You save more than money—you buy 
shares in a stronger America. 


You save more than money with U.S. Savings Bonds 


@ This advertising is donated by The Advertising Council and this magazine. 





Now he’s buying money on the installment plan. 
His payroll clerk will set aside as little as 63¢ a day for 
Savings Bonds. But in 40 months, he’ll own $1000 
worth at maturity! 








You buy more than a good return with Savings Bonds. 
You help keep our country strong for today’s generation 
and the ones to come. That’s one of the reasons so many 
Americans buy and hold U. S. Savings Bonds. 
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Mutual Of New York’s 
60 Sales Set Record 


TOP BILLION FOR FIRST TIME 


President Roger Hull Reports 20% In- 
crease For Year; Insurance in Force 
At $8,141,000,000 


Sales of new - vidual 1 life insurance 
last year by Mutual Of New York 
totalled $1,012,500,000, the first time in 


1e history of the company that suc 
dollars and a 
1959, it was reported 
by Roger Hull, president. Insurance in 
force amounted to $8,141,000,000, an in- 
crease of $747 million, t1 annual 


sales mote he one billior 
20% increase over 


1e largest 





increase in the company’s history. 

The mpany’s net investment yield 
on all assets was 4.26%, before Federal 
income taxes. This compared with 4.15% 


in the preceding year. Net investment 





vield after Federal income taxes was 
3.70%, as against 3.64% in 1959. MONY 
assets at year-end were $2,761,885.000, 
a net increase of $64,800,000 over 1959 
Net gain from operations was $52,- 
184,000, an increase of $689,000 over the 
record gain in 1959, From the 
net gain, $50,700,000 was allotted 







idends to be paid policyholders in 
i largest dividend in the 
’s history, and is $2,700,000 more 


he preceding year 


s 1s the 


nenranin through the Group 
lepartment were $209 million face value, 
a gain of 16.6% over 1959. This included 
h Group life volume and sales of 
1 to professional asso- 

t sales during the year 
talled $6.3 million in annual premiums 


‘rease ot 44% over the 


Pomrock Reports ’60 Results 
To Guat Life’ s Directors 


rst eight months of operations, 

el len York, issued 
s for a total of $3,170,392, M 
president told 
attending the 
1 meeting. 





Kk, Citadels 
3 





“The momentum yur initial public 
ance is continuing,” Mr. Pomrock 
reported, emphasizi ng that the company 
ynal $1,500,000 in 
six weeks of 1961. 
started operations 

early operations 
nage! nent’s expecta- 
rock advised the meet- 
val is $15,000,000 of busi- 


had written 





his goal,” he said, “the 
apply imme diately | for 
‘rate in a number of other 





‘itadel now operates only 
ite 
ted that in addition 
to the five basic plans which Citadel 
ffered he commencement of opera- 


ns (Ordinary life: 20 pay life: life 


paid up at age 65; 20 year endowment 
and endowment at age 65), its portfolio 
has been enlarged to include life paid 
up at age 95 (minimum deposit) and 


e 
ries,” he added, “are 
in developing new policies 


pres- 





schic 1] nah) + ¢ } r 
wh will enable us expand our 
product lines and to become more com- 
petitive 


Belber Agency Moving to 
New Office i in Milibern, N. J. 





The Cc elber Agency, Inc., 
eneral ts of re ee 
located f ny years in Newark, N. J., 
ll move ' Febr uary 25 from its present 
location at 744 Broad Street to larger 
offices at 241 Mil Iburn Ave., Millburn, 
N. J. 
Open house exercises at the new ifices 
will be held Friday, March 10, starting 


at 12 noon, 


ADOLPH D. COHN DEAD 


Vice President and Secretary of Sun Life 
Of Baltimore Started With 
Company as Clerk 

Adolph D. Cohn, vice president and 
secretary and a director of the Sun Life 
of Baltimore, died Sunday, February 19 
at his home in Baltimore following a 


heart attack; he was 4 Mr. Cohn 
started with the company in 1923 as a 
clerk after graduating from both Balti- 
more City College and Johns Hopkins 
University with honors. 

\ native Baltimorean, he was former 


president of the Baltimore Hebrew Con- 
gregation, a director of the Life Office 
Management Association Institute, a 
member of the North Atlantic Planning 
Committee of L OMA and active in many 
other civic and industry fields. 

le is survived by his wife, Eileen 
Wainer Cohn; a om Roger W. Cohn 
of Nashville and by his father Herman 
M. Cohn, a well-known Baltimore insur- 
ance man 


Wife Insurance Article 


In “Good Housekeeping” 
A full-page article on “Insuring the 
Wife and Children,” appears in the 
Better Way” section of the March issue 
of “Good Housekeeping Magazine,” on 
the newstands this week. 

The article 
insurance, 


cost of 


value of wife 
estimates of the 
wife’s services in 
range as high as 
different 


stresses the 
saying that 
replacing the 
the care of children 
$6,000. Comparative costs on 
plans for insuring this need are given 
It is also pointed out that, where there 
are no children, there may be a need for 
wife insurance for tax purposes 
APPOINTED UNIT MANAGER 
Richard E. Anderson, formerly a field 
supervisor in Northwestern National 
Life’s eastern division at Columbus, has 
been appointed unit manager in the 
Indianapolis agency. He will be respon- 
sible for developing a sales and service 
unit under W. Hoover, manager, the 
Indianapolis agency. 
A native of Indianapolis, Mr. Ander- 
son joined the company in 1959 as a rep- 


resentative at New Whiteland, Ind. He 
attended the University of Indiana and 
was for several years engaged in the 


banking field 





LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 











A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing in 
Life Company and Pension Problems 


11 West 42nd St., New York 36 
WI 7-8266 


HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 








Upholds VA in Maryland 


Annapolis—Banning the sale of 
able 
“disservice” to the 
Congleton, 


nee 
one 


sur 


Mr. Congleton 


Ser 
the 


tion of 
law 


ant 


at 


Commissioner 


had 


nui 


month. In the 
five 
standing by the public, 


ves 


and high 
adv 
panies, 


annuities in 
public, Richard 


general 
Committee. 


d,” Mr. Congleton said, 
else will do so, 
ance laws.” 

arguing 
which would 
“of fixed sums” to the 
annuities in the state 
s, and thus block the sale 
wuities by life insurance 
“he bill was introduced in the 
the request of Maryland 
F. Douglass 
opposed the sale of 
ties in a 


was 
nate Bill No. 179, 


words 


Sears, 


release to the 
release, Mr. 


press 
objections: 


features, “front 
operating costs, possibility 
effect on life insurance 
and the experimental nature 


tment 


erse 


the plan. 

Mr. Congleton cited ‘the success 
several variable annuity plans 
have been in operation since 1952. 





vari- 
Maryland would be 


attorney of The 
Prudential, told the State’s Senate Bank- 
ing and Insurance 

“If the life companies fail to meet this 
“then some- 
without affording to 
the public the protection intended by in- 


against 
add 
defini- 
insurance 
of variable 
companies. 
Senate 
Insurance 
who 
variable an- 
last 
Sears listed 
possibility of misunder- 
predominant in- 
end loading” 


com- 
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Expansion program provides openings for qualified General Agents in selected areas. 


Loyat Protective Lire INSURANCE COMPANY 


BOSTON 


15, 


MASSACHUSETTS 








President LUA of Canada 


B. LINDSAY 


44th 


Underwriters 


Toronto—At the annual 
of the Life 
of Canada last Royal York 
Hotel, the following officers were elected: 
president, C. B. Lindsay, CLU, London 
Life, president-elect, D. J. 
Victoria ; 


meeting 
Association 
week at the 


Vancouver; 


Davidson, CLU, chairman, 


board of directors, Fraser Deacon, CLU, 
Canada Life, Toronto; vice-chairman, D. 
\. Donaldson, CLU, London Life, 
Toronto; honorary secretary, Fernand 
de Haerne, CLU, Global Life, Montreal; 
honorary treasurer, John E. Manning, 
CLU, Mutual Life of Canada, Toronto; 
chairman, Institute of Chartered Life 
Underwriters, N. H. Evely, CLU, Prwu- 


dential of England, Toronto. In addi- 
tion, 14 regional vice presidents and 14 
regional directors were elected. 

The association has brought out a new 
hooklet on ethical practice and proce- 
dures, which was the main topic of the 
meeting. A new “CLU Institute” fee 
was approved in addition to the member- 
ship fee to be used for a service for 
CLU’s similar to the service maintained 
by the legal profession. 


Midland Mutual Announces 
Home Office Staff Changes 


Midland Mutual Life has announced 
the appointment of William H. Ellis, Jr., 
as director of agency development and 
G. Carbon Wolfe as EDP (Electronic 
Data Processing) specialist. 

Mr. Ellis joined Midland Mutual in 
1956 as assistant director of agencies 
following several years’ life insurance 
field experience in the Columbus area. 
Mr. Wolfe has been associated with the 
company since 1949 and formerly was 


assistant manager of tabulating. 














I 

















vee tliat tbe 








February 24, 1961 





Page 13 





Variable Type Policy 
N. American Life Plan 


TOLD BY PRESIDENT ANDERSON 





Toronto Company Reports Record Pro- 
duction of $331.3 Million; Assets 
Reach $336 Million 





North American Life Assurance Co. of 
Toronto is planning to offer an addi- 
tional facility for “investment related 
accumulation” under its Group deposit 
administration contracts, it was an- 
nounced at the company’s recent annual 
meeting by President W. M. Anderson. 
This, he said, “Will in no way conflict 
with the broad range of insurance and 
annuity contracts which we now offer. 
Advance funding of employer pension 
contributions through equity accumula- 
tion or any other investment related 
method is a fully self-supporting opera- 
tion, whether conducted through a life 
insurance company or otherwise. 

“\ number of years ago,” Mr. Ander- 
son explained, “we concluded that any 
substantial increase in the proportion of 
our common stock investment would have 
to be coupled with a different form of 
contract in the case of some of our pol- 
icy obligations, with the risk of common 
stock fluctuation being borne by par- 
ticular policyholders rather than by the 
company as a whole. In the case of indi- 
vidual policyholders, we do not feel that 
such an objective is compatible, except 
in limited degree, with the general pur- 
poses of saving through life insurance. 

“By contrast, the position of our group 
annuity contracts is quite different. In 
the typical case, the employer has prom- 
ised to provide defined pensions for his 
employes and makes use of a group an- 
nuity contract to facilitate orderly ad- 
vance funding of the pensions and pay- 
ment of the pensions themselves after 
retirement. In recent years an increas- 
ing proportion of pension funding has 
been conducted under the deposit ad- 
ministration technique.” 


New Record Sales 


Figures on 1960 operations were given 
by J. T. Bryden, vice president and gen- 
eral manager. Total new business was 
$331.3 million, a gain of almost $10 mil- 
lion. New Ordinary business was $225 
million, a gain of $4 million; new Group 
almost $106 million, about $5% million 
higher, both new records for the com- 
any. The net earned interest rate was 
fo the previous year. 


oa) 
t 
5.05% up from 4.929 


Franklin Life Honor Men 

William G. Blowers, Cleveland, re- 
gional sales director for the northern 
Ohio division of Franklin Life, was 
named the firm’s “Man of the Year” for 
1960, and John P. Walsh, general agent 
in Chicago, received “General Agent of 
the Year” honors. Announcement of the 
awards was made by Executive Vice 
President F. J. Budinger. 

Mr. Blowers’ northern Ohio area, while 
ranking among the company’s top divi- 
sion for 1960, scored a leading 67.3% 
sales increase over the previous year. 
Mr. Blowers entered the insurance pro- 
fession in 1941. He was appointed 
Franklin general agent in 1950 and on 
January 1, 1954 moved to Cleveland as 
regional sales director for northern 
Ohio. 

Mr. Walsh entered the insurance pro- 
fession with the Franklin in July, 1959. 
Earning successive promotions to district 
manager and general agent, he com- 
pleted 1960, his first full year in the in- 
dustry, with $21%4 million of net paid 
agency business. 


A. C. ROMANO PROMOTED 
Anthony C. Romano has been pro- 
moted to general agent in Washington, 
A C., for Franklin Life of Springfield, 


Mr. Romano entered the insurance 


profession in 1948 and in 1954 joined 
Franklin as special representative. 


McCaffrey CLU Speaker 


Charles McCaffrey, editor of QUERY, 
official publication of the American Col- 
lege of Life Underwriters, and lecturer 
in advanced underwriting at the Whar- 
ton School, University of Pennsylvania, 
will be the guest speaker at the March 
Ist luncheon meeting of the New York 
Chapter, Chartered Life Underwriters. 
CLU members and their guests will 
meet at 12:30 p.m. on that date, one-half 
hour later than the usual meeting time, 
at the New York University Club, 123 
West 4th Street. 


Aetna Life Meetings 
Four regional meetings of the Corps 
of Regionnaires, an organization of the 
outstanding representatives of Aetna 
Life, will be held during June and July. 
New England and New York Region- 
naires will meet at Mountain View 
House, Whitefield, N. H., June 14-17 and 
Western members will be at the Empress 
in Victoria, B. C., from June 26 to 29. 
Regionnaires from other parts of the 
country will meet at the Greenbrier, 


White Sulphur Springs, W. Va.. in two 
sessions, July 5-8 and July 16-19. 


Federal Life Promotions 

Federal Life announces the following 
promotions: William A. Riddering, comp- 
troller, becomes vice president and comp- 
troller; A. J. Sepkowski, assistant vice 
president, to second vice president; 
George W. Martin, assistant vice pres- 
ident, to assistant vice president and as- 
sistant secretary. 

Robert W. Vehlow, assistant superin- 
tendent of agents, to superintendent of 
agents. A. J. Ventura was named assist- 
ant vice president and statistician; No- 
lan P. Nelson, assistant comptroller; 
Robert L. Ewbank, assistant superintend- 
ent of agents. 





Why so many 
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Great-West Life Annuities offer your clients — at low cost — a life-time tax- 
sheltered investment . . . offer you a very profitable commission rate. In addition 
to the participating Annual Premium Retirement Annuity, Great-West has a wide 
variety of participating and non-participating Single Premium Plans and many 


other contracts tailored to suit individual requirements 


. .. such as Temporary 


Annuity, Term Certain Annuity, Reversionary Annuity .. . in fact, there’s a 
profitable Great-West Annuity to meet every need. 


Great-West Life has many other advantages too! Here are the most important... 
a wide range of quality contracts; rates that win sales; personal,attentive service 
on every contract; liberal commissions; complete co-operation and open-minded 
assistance from Head Office; plus the fact that Great-West is firmly established as 
one of the most experienced leaders in brokerage business. 


Increase your earnings . . . by selling Great-West Annuities. Call or write your 
nearest Great-West office today. 


The Great-West Life Assurance Company 


HEAD OFFICE - WINNIPEG, CANADA 
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Equitable Society Names Pe ot 


Three vice presidents, five second vice 
presidents, two counsels, and thirteen as- 


GEORGE P. CHAVE 


sistant vice presidents were among those 
elected at the annual board meeting ol 


\. E. ELANDER 


quitable Life Assurance Society Feb 
] \lso announced was the elec 


RICHARD E. ERWAY 


tion of six new regional vice presidents 
A number of other executives were ele- 














vated to officer status, James F. Oates, 


Jr., president, reported. 

Elected as vice presidents were George 
P. Chave, A. E. Elander, and Richard 
E. Erway, who also was named associate 
general solicitor. 

Mr. Chave, a New Yorker 
Equitable in 1925, in the auditor's de- 
partment. After a series of promotions 
he was placed in charge of the home 
office administration department in 1953, 
and named second vice president a year 
later. 

Mr. Elander joined Equitable in 1929 
after graduation from University of 
Michigan. In 1939 he was appointed di- 
visional director ot Group annuities in 
the company’s Western Department, be- 
coming divisional Group manager of the 
Southwestern Department a year later 
He returned to the home office in 1950 
and was made second vice president in 
the agency department the following 
year, 

Mr. Erway also graduated from Uni- 
versity of Michigan and from Harvard 
Law School in 1937. Before joining 
Equitable’s law department in 1951 he 
was a member of the New York law firm 
of Wickes, Riddell, Bloomer, Jacobi and 
McGuire. Mr Erway became associate 
counsel for Equitable in 1952 and was 
elected second vice president and asso 


joined 


ciate counsel in 1956. 

Elected to second vice president and 
chief appraiser in City Mortgage was 
Hubert D. Eller, formerly chief appraiser 
for Equitable. Others elected to second 
vice president were Thomas F. Murray, 
formerly industrial property manager in 
City Mortgage; George Stoddard and 
Hudson Whitenight in securities invest- 
ment, and Stuart A. McCarthy who also 
holds the title of associate general solici- 
tor in the law department. He was for- 
merly associate counsel while Mr. Stod- 
dard and Mr. Whitenight were managers 
of industrial securities and railroad secur- 
ities respectively. 

In further actions, the board elected 
Bernard K. Sprung as counsel for legis- 
lation, and Eugene T. O'Neill counsel for 
litigation. Both were formerly associate 
counsel. 

Three associate controllers were also 
elected: Frederick P. Andersen, Howard 
B. Baer, and Leonard H. MecVity, all 
raised from assistant controllers. 

Thirteen assistant vice presidents, a 
new rank, also were made. With depart- 
ment affiliations, they are: 

Eugene D. Badgley, CLU (Agency), 
Leon D. Choffin (Claims), Karl M. Davies 
(Underwriting), Walter L. DeVries 
(Methods Research), S. Jerold Duran 
(Group), Henry A. Hahlbohm (Policy 
Issue & Service), Francis W. Kriney 
(Residential Mortgage), William A. Mc- 
Curdy (Securities Investment), William 
R. Morgan (Group Administration), Carl 
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GUARANTEED INSURABILITY RIDER 


Here’s a product with high merchandising potential. 


Let’s look at one example: 


You sell a $2,000 Junior Thrift Builder with a 
G.I. Rider. At age 21, his insurance automatically 
jumps to $10,000. Beginning at age 25, the insured 
can exercise his option — every three years until 
age 40—to buy an additional $10,000 of perma- 
nent insurance. At age 40 he could have a total of 
as much as $70,000 of permanent life protection 
—all purchased without regard to health or occu- 
pation, and at standard rates. 


The juvenile market is just one merchandising area. The 
G.1.R. is also a natural for doctors, dentists, interns, 
college students and young executives. 


For more details, see your nearest State Mutual office 
or write us here in Worcester, Massachusetts. 





® 


SoMa STATE MUTUAL 
OF AMERICA 


State Mutual Life Assurance Company of America, Worcester, Massachusetts 








PERSONNEL 
DD SERVICES, INC. 


"Specializes in Insurance" 





REGIONAL LOAN SUPER.................. $16,000 
If you have been with os top life Co. and 
you can rel to the S +, you could 
move to the top and make $ $. 

ASSISTANT SECRETARY .................. $10,000 


The overall inside H.O. exec is what we are 
seeking. Relocation to Penna. 
POLICYHOLDER SERVICE ................ 0,000 
Top H.O. experience for medium Nive. H.O. 
GROUP UNDERWRITER .................... $10,000 
Relocation Penna. & only a senior exec. 
REGIONAL GROUP MGR................... $9,000 
Brand new Phila. Office & you're the boss! 
ASST SUPT OF AGENCIES .... 
1 for Chicago & 1 for Los An 
solid A&H experience is the key. 


GROUP CLAIMS EXEC o.oo. $6,500 
Sunny Los Angeles & 










50 CHURCH STREET NEW YORK 7, N. Y. 
WOrth 4-8410 











E. Thompson (Ordinary Insurance Ad 
ministrz —, Ralph E. Traber (Methods 
Research), Edward C. White, Jr. (Se 
curities Investment), and Arthur A. Win 
decker (Underwriting). 

Elevated to the new position of re 
gional vice president in Group affairs 
were pe J. Blevins, Atlanta, and Wal 
ter E. Paully, San Francisco. » Also 
elected to regional vice eee in City 
Mortgage were Reuben G. Carlson, St 
Louis; Willis M. Holtum, San Francisco: 
Kent R. Mullikin, Washington, D. C., and 
Robert S. Wilkerson, Birmingham, Ala 

Given officer status were associate ac 
tuaries Norman Brodie, Alvin B, Nelsen, 
and Robert E. Shalen. Associate counsel 
Joseph G. Kelly and Dr. Thomas H. Al 
phin, medical director in the Bureau of 
Medical Services, were also made Equi 
table officers. 


North Central to Purchase 
Maine Insurance Company 


A stock exchange offer, already ap 
proved by directors of each company, is 
to be made to shareholders of Maine 
Fidelity Life, Portland, Me., by North 
Central Co., Theodore S. Sanborn, pres- 
ident of the St. Paul company, an 
nounced . 

North Central Co. ~~ to take ove! 
management of Maine Fidelity imme- 
diately and Robert R. Masterton, vice 
president—sales, of North Central Life, 
a North Central subsidiary, has been 
made president of Maine Fidelity. 

The acquisition is subject to the ten- 
dering of more than 51% of Maine 
Fidelity shares in exchange for North 
Central shares, Mr. Sanborn said. When 
completed, the Maine company will be- 
come a subsidiary of North Central Co., 
a holding company which already oper- 
ates North Central Life and North 
Central Financial Planning Corp. an or- 
ganization recently established to sell 
life insurance and mutual fund invest- 
ment programs. 


American United Changes 


Two home office staff appointments 
were announced at American United Life 
Insurance company. Thomas E. Atkinson 
was named assistant manager of train- 
ing in the agency department and Arthur 
W. Lindell is the Group department’s 
new health insurance underwriting man- 
ager. 

A native of Detroit, Mr. Atkinson has 
been in the life insurance business six 
years as agent, brokerage manager, home 
office field representative and associate 
general agent. He was vice president of 
the Association of Accident and Health 
Underwriters of New York and an 
instructor of the LUTC’s Accident and 
Health school. 

Mr. Lindell is a veteran of 28 years 
in the insurance industry, serving pri- 
marily in the Group and accident and 
health underwriting areas. He is a native 
of Chicago. 
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Honor John M. Fraser 


On the recent occasion of his 15th an- 
niversary as secretary of the Round 
Table (a social organization of man- 
agers and general agents in Greater New 
York), John M. Fraser was guest of 
honor of a dinner at the University Club. 
Among those present were these com- 
pany presidents: 

Frazar B, Wilde, Connecticut General; 
Donald C. Slichter, Northwestern Mu- 
tual; Henry S. Beers, Aetna Life, Carle- 
ton G. Lane, Union Mutual Life; Charles 
J. Zimmerman, Connecticut Mutual, W. 
Rankin Furey, Berkshire Life. 

Also Frederic W. Ecker, chairman, 
Metropolitan; Julius Sackman, Assist- 
ant Superintendent of Insurance, New 

York State; John Barker, Jr., vice pres- 
hai New England Life: McCall 
Hughes, executive vice president, and 
Robert Schelenberger, regional vice pres- 
ident, Mutual Of New York; George 
Vinsonhaler, agency vice president, John 
Hancock; Joh n R. Carnochan, vice pres- 
ident, Union Mutu: il; Raymond W. Simp- 
kin, vice president, Connecticut Mutual; 
Charles G. Heitzeberg, agency vice pres- 
ident, Mutual Benefit Life, and Jack 
Manning, executive manager, Life Un- 
—— Association of City of New 

York. 

The highlight of the evening was the 
playing of Scottish musical airs by the 
Scottish pipers which took place before 
the presentation of the gift by Arthur 
V. Youngman, general agent of Mutual 
Benefit Life in recognition of Mr. 
Fraser’s retirement after 30 years as 
general agent of Connecticut Mutual in 
New York. 


Mass. Mutual Appoints 
A. E. Kaplan at East Orange 


Massachusetts Mutual Life has an- 
nounced the appointment of Allan E. 
Kaplan, CLU, as general agent of the 
company’s East Orange, N. J., general 
agency. He succeeds John E. Gregory 
who has asked to be relieved of man- 
agement duties so that he may devote 
full time to serving his personal clients. 

Mr. Kaplan, who has been affiliated 
with General Agent B. William Stein- 
berg, CLU, of New York since 1953, be- 
came a staff supervisor in 1956 and was 
named district manager in Jamaica in 
1957. Mr. Kaplan has had an outstand- 
ing career with the Massachusetts Mu- 
tual and has been one of the company’s 
leading district managers. In 1954 he 
won the Steinberg Associates Most Valu- 
able Associate award; 1955 saw him a 
recipient of the CLU ‘designation and ; 
Quota Buster Leader award winner, as 
he was again in 1957; in 1958 and 1959 
he led all district offices in the com- 
pany in total production; and from 1958 
through 1960 was the company leader 
in district management income. He has 
been a National Quality Award winner 
for the past six years. 

A native of Brooklyn, Mr. Kaplan 
studied at Brooklyn College and served 
three years in the Air Force as a cryp- 
tographer and cryptanalyst. 


Named Chief Underwriter 


Paul P. Schoendorf has been named 
chief underwriter of Eastern Life of 
New York, Victor Whitehorn, president, 
announced. Mr. Schoendorf most re- 
cently was with Bankers National Life 
of Montelair, N. 

A native of Brooklyn, Mr. Schoendorf 
attended City College of New York and 
St. John’s Law School. 


OCCIDENTAL GENERAL AGENT 
Occidental Life of California has ap- 
pointed Raymond J. eRosa_ general 
gent in Haddonfield, N. J. Mr. De- 
Rosa joins Occidental after six years 
in the business. He began with Pruden- 
tial in Merchantville, N. J., where he was 
a special agent, and in March, 1959, be- 
came general agent with Lafayette Life 
in Lafayette, Ind. 


Northwestern Mutual 
Sets Company Records 

1960 NEW INS. SALES HIT $877,169,833 

President Slichter Reports Earned 


Interest Rate of 4.27%; Year-End 
Assets at $4.198 Million 








Northwestern Mutual Life had sales 
of new insurance last year amounting to 
$877 169,833, a gain of more than $5 mil- 
lion; insurance in force at the year-end 
of $10.41 billion, a gain of 5.2%; and an 


earned interest rate on investments of 
4.27%, the highest in 26 years, it was re- 
ported by President Donald C. Slichter 
at the annual meeting in Milwaukee. 
Total assets at the year-end were $#.- 
198 million, up $157 million. Insurance 
in force stood at $10.41 billion, a gain 
of 5.2%. Dividends paid to policyholders 
were a record $93.8 million. Policy loans 
stood at $36 million compared to $23 mil- 
lion in 1959. Sources of funds during 
1960 including premiums, investment in- 


come and policy benefits left with North- 
western totaled $564.4 million. 


Opens Special Risks Dept. 


Georgia International Life has ap- 
pointed M. F. Bradley director of spe- 
cial line sales. He was _ formerly 
managing general agent for several cas- 
ualty companies, was also with the Con- 
tinental Casualty of Chicago as manager 
of the wholesale division. With his ap- 
pointment, Georgia International an- 
nounces the opening of its Special Lines 
Department to handle special risks, par- 
ticularly in the personal accident and 
travel accident areas. 
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point of view 


profession. 
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Northwestern Mutual’s 


on the C.L.U. program: 


‘The quality 


E FIRMLY BELIEVE in the Chartered 
Life Underwriter program because 
of the high standards of achievement it 
sets for the people in the life insurance 


A vital program such as this—that 
provides broad technical and academic 
background and instills high ideals— 
cannot help but improve the entire pro- 


of a company 


is reflected by its agents! 


plishment . 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


MILWAUKEE, WISCONSIN 





fession and the companies that actively 
participate in it. 

We are proud of our own agents’ in- 
terest in the American College of Life 
Underwriters and their enviable accom- 


... one out of six career Northwest- 
ern Mutual Life Insurance Agents holds 
the C.L.U. designation. 


as 
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Top Promotion By Phoenix Mutual 


Paul Haggard Becomes Senior Vice President; Clifford Morse 
Marketing Vice President; Gordon Harper Agency Vice 
President; Jchn Gummere Heads Underwriting 


Four executive changes at the Phoenix 
Mutual Life were announced by Presi- 





PAUL H. C. HAGGARD 


"Padl H.C. Haggard 


president in charge of underwriting, 








GORDON K. HARPER 


advanced to senior vice president with 
executive and administrative responsibil- 





ties in all departments 

Clifford L. Morse, formerly agency 
vice president, becomes marketing vice 
president in chi product develop 
nent, market researcn and supervision 


yf special ized sales For many years, the 

Phoenix | Mt itual sold only individual life 

ns Rec ently, the company has 

its products through entry 
1 











roup, Group pension and health 
ns ice fields. This expansion creates 
: : ; : 
the need for a separate marketing and 
pecialized sales fun 1 
G 1 K. Harps nf the 
ny largest P agency, 
, 
was ele agency vice president. He 
will isfer to the home office May 1 
and will direct the company’s agency 
ype ms : 

1 Gummere y assistant sec- 
etary in the unde 1 _depart ment, 
was advanced to secretary in charge of 
ill underwriting operations 


Careers of ren 


Mr. Haggard is a graduz f Williams 
College and University Connecti icut 
Law School. He joined Ph oenix Mu- 


tual’s law department in 1932 and was 


advanced to company attorney in 1940. 
Upon his return in 1945, from active duty 





as a lieutenant in the U 
Haggard was named assistant secretary 
and placed in charge of the planning 





and personnel department. In 1951 he 


ing department. He subsequently was 
advanced to secretary, second vice presi- 





THE LEE NASHEM AGENCY 


“The Major League Agency" 
(Canada Life Assurance Co., 
Toronto, Canada) 


NEW LOWER RATES IN 1961! 
Amounts $100,000 and over reduced 
thirty cents per $1,000. 


$50,000 up to $99,999 reduced twenty 
cents per $1,000. 


Only four contracts not included! 








LEE NASHEM AGENCY 


110 East 42nd Street 
New York 17, N. Y 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenve 
QUEENS VILLAGE 29, NEW YORK 























STOP GROPING .. 
Start Grouping! 


Your clients have group busi- 
ness waiting for you — but how 
long can they wait? Call in 
W & W, now, for the utmost in 
group counsel and coverage... 
it’s that easy to write your next 
BIG sale — in group. 











CLIFFORD L. MORSE dent, and to vice president in 1958. Mr. 
“es Haggard is national president of the 
». aNavy, Mt. Society of Alumni of Williams College 
and a member of the executive board of 
the Charter Oak Council, Boy Scouts of 
America. 

Mr. Morse is a graduate of Trinity 
College and later received a masters de- 
xree in banking and insurance from Uni- 
versity of Alabama. He joined Phoenix 
Mutual’ s Hartford agency in 1933 where 
he established an outstanding sales rec- 
ord. Three years later he was advanced 
to field supervisor and, in 1941, to man- 
ager of the company’s Seattle agency. 
Under his direction this became the com- 
pany’s leading agency. In 1944, he was 
elected an agency officer of the company 
and transferred to the home office. Sub- 
sequently, he was advanced to ey 
and director of agencies and, in_1955, to 
agency vice presi dent. He is a CLU and 

1as been chairman of several committees 
of the Life Insurance Agency Manage- 
ment Association, 

Mr. Harper, a graduate of University 
of Illinois, joined Phoenix Mutual in 1931 
as a salesman in Chicago. In 1938 he 
was advanced to sales supervisor and, in 
1940, to manager of the Philadelphia 
agency. On four different occasions this 
agency has been awarded the directors’ 
cup as the outstanding agency of the 
company. He is a CLU and has an ad- 
vanced degree in agency management of 
American College of Life Underwriters. 
the company’s underwrit- He qualified for the Million Dollar 
Round Table in 1959 and 1960. He holds 


the rank of commander in the Naval Re- 


JOHN GUMMERE 


ransterred to 





Everyone's Talking About It 
Guaranteed Renewable 


KMPIRE’ For Life 


Hospital-Surgical Expense Policy 
PLAN — 1 Premiums Payable For Life 
PLAN —2 Premiums Payable to Age 65 


20-10 Hospital Plan — Something new in the Hospital Field 
Guaranteed Renewable Te Age 65 


A Complete Portfelio of Life and Group Coverages 
Direct Mail Program That Gets Results 


For A General Ageacy Opportunity— 
Write 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 








MORGAN O. DOOLITTLE, DOUGLAS §&. FELT, 
President Agency Vice Pres. 




















WHITE & 
WINSTON 


INC. 


General Agents 
The UNITED STATES LIFE 
INSURANCE CO. 


Se 


serve and is a director of the Philadel- 
phia Council of the Navy Lote sue of the 
United States. 

Mr. Gummere is a graduate of Yale 
U nivers ity, Class of 1949, and became as- 
sociated with Phoenix Mutual the same 
year. In 1952 | he was appointed actuarial 
assistant and became a Fellow in the So- 
ciety of Actuaries in 1955. The same year 
he was advanced to assistant actuary and 
in 1959 was named underwriting secre- 
lary. 

Director of Advertising 

Herbert Zohn has been appointed 
director of adverti sing for Leonard 
Davis Associates, specialists in group 
insurance, a main offices in New York 
City and Was hington, D. C. 

Mr. Zohn was formerly director of 
communications for the American Asso- 
ciation of Retired Persons and the Na- 
tional Retired Teachers Association, 
Washington, D. C. He is a graduate of 
Yale University (1954) and served in 
the United States Army from 1954 to 
1956. 

Leonard Davis Associates act as con- 
sultants, administrators and programmers 
for Group health and life insurance and 
pension plans. 


Manager at Seattle 

Provident Mutual Life has appointed 
Angelo J. Citoli as manager of the 
Seattle agency succeeding Stan Peterson 
who will go into personal production, it 
is announced by Lewis C. Sprague, vice 
president and manager of agencies of 
the company. Mr. Citoli has been with 
the company since 1953 serving as super- 
visor in several agencies. 


NAME C. C. STEPHENSON 


C. Calvin Stephenson has been ap- 
pointed assistant general agent by H. A. 
Hedges, Kansas City general agent of 
Equitable Life of Iowa. 














ry fF, 











)- 


of 
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Calvert Joins Teare Agency, 
N. Y. as Brokerage Supervisor 


Matar 
CALVERT 


RONALD J. 


Ronald J. Calvert has been named 
brokerage supervisor of the H. Malcolm 
Teare Agency, Inc., midtown New York, 
general agents for Continental 
Co, This appointment marks the first 
in a series of expansion moves by the 
agency which is celebrating its 15th an- 
niversary this year. 

Mr. Calvert’s career spans a decade in 
the insurance field. A native New York- 
er, he joined the New York Life in 1951 
where he gained experience in the Group 
life insurance field. In 1955, he joined 
the Insurance Co. of North America and 
specialized in all forms of accident and 
health insurance. 

His background in both life and A. & H. 
lines will enable the Teare Agency 
to increase further its service to New 
York insurance brokers. 


Assurance 


Bankers Life Gains 


tankers Life Co., Des Moines, showed 
substantial gains for last year it was 
reported by D. N. Warters, president. 

New paid-for life insurance totaled 
nearly $462 millions, with Ordinary sales 
accounting for $281,334,093 of this total 
and new Group life insurance sales 
amounting to $180,401,347. 

Life insurance in force increased by 
over $210 million to a new high total 
of $3,760,170,334. Ordinary life insurance 
in force at the year end amounted to 
$2,077,609,558 and Group life reached 
$1,682,560,776. 

Assets increased by nearly $64 millions 
to a new high total of $1,093,533,892. 
During 1960 the rate of interest earned 
on the company’s invested assets, after 
investment expenses but before Federal 
Income tax, was 4.20% compared to 
4.09% in 1959, 


Alabama Leads in Sales 


Alabama led the country in percentage 
increase in Ordinary life insurance sales 
in December, with Alaska second and 
Hawaii third, according to the Life In- 
surance Agency Management Association 
which has analyzed December sales by 


states. Countrywide, Ordinary business 
was down 2% in December, compared 
with December, 1959, while Alabama 


sales gained 68%. In Alaska December 
sales were up 46% and Hawaii sales 
showed a 10% increase. 

For the entire twelve months of 1960 
with national Ordinary sales unchanged 
from the year before, Alabama and 
Hawaii led, each with an increase of 19%, 
with Alaska in second place, up 16% 
from the year before. Nevada was third, 
with a 12% increase. 


J. T. McGowan Appointed 


W. Ross Chapman, president of the 
Chapman Agency, Inc., general agent for 
United States Life in New York City, and 
Buffalo, has announced the appointment 
of John T. McGowan as Group broker- 
age manager. Mr. McGowan has been 
in the life insurance business since 1953. 
He has specialized in Group insurance 
since 1956, and prior to his appointment 
at the Chapman Agency, he was with 
United States Life as a home office 
representative in Group sales and service. 
He is a member of the Group Super- 
visor’s Association. 





Guynn Old Line President 


Forrest D. Guynn, who has been acting 
head of Old Line Life of Milwaukee 
since the proxy fight last year culminat- 
ing in the resignation of M. F. Rvan as 
president, was elected president of the 
company following a stockholders meet- 
ing last week. Formerly vice president 
of Midland National Life of Watertown, 
S.D. he joined Old Line 1955 as director 
of agencies, became vice president in 
1956. He left the company in October 
1960 over a difference with the manage- 
ment but returned as executive vice 
president after the change in control. 





Joins Zurich-American 

Zurich-American Insurance Companies 
recently announced the appointment of 
Arthur E. 
of life underwriting for Zurich-American 
Life. Insurance Company. Mr. Benedetto 
goes to this position from the Illinois 
Mid-Continent Life, where he was in 
charge of policyholders’ service, policy 
issuance and underwriting. He has also 
worked as a claim adjuster for Travelers. 


Mr. Benedetto, is a graduate of Mon- 
mouth College. 


Benedetto as superintendent 














Our Rate Book Bulges With 
17 DIFFERENT Time-Loss Plans 


With 17 separate approaches to time-loss coverage, 
Occidental has a program to fit every known need. 


Occidental developed this complete, well-rounded line by 
recognizing the buyer’s needs, then acting to meet those needs. 


EXAMPLE: Many time-loss prospects wanted something 
more than a Commercial plan, but couldn’t afford 
Non-Can. So Occidental last year stepped in with a 

new policy series-GUARANTEED RENEWABLE TO AGE 65. 


(We renew this series to the buyer’s 65th birthday. 


And at a rate much lower than Non-Can! No premium 
increase, except on a class basis. ) 


Maybe our Guaranteed Renewable line is just what 
your buyer wants. 


Or maybe it’s Non-Can. Or Commercial. Perhaps it’s tailor- 
made. Or special package. But whatever his needs, one of 
our 17 plans will do the job! 


O C C I D E NTAL LI F E Insurance Company of California 


(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


Home Office: Los Angeles/ Earl Clark, C.L.U 


., Vice President 


We pay Lifetime Renewals... they last as long as you do! 
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Made Brooklyn Manager 
For State Mutual Life 


Stanley H. Closter has been promoted 
to manager of State Mutual Life’s agen- 
cy in Brooklyn. Since 1958 Mr. Closter 
had been assistant manager of the com- 
pany’s agency at Valley Stream, Long 
Island. He entered the life insurance 
business as an agent in 1956 

Mr. Closter graduated from New York 
University in 1952 and did graduate 
work at Brooklyn College before enter- 
ing the Army in 1953. He is president 
of Ad Fratus Ateratum faternity. 


National of Vt. Business 

National Life of Vermont experienced 
“gratifying results” in 1960, President 
Deane C. Davis reported. He said gains 
were made in insurance in force, earn- 
ings, assets and unassigned surplus. 

Sales of $332,000,000 represented a 27% 
drop compared to 1959 but a rise of 14% 
over sales in 1958 which Mr. Davis de- 
scribed as “a more nearly normal year.” 
Insurance in force rose to an all-time 
high ot $2.750,000,000, a gain of 7.2%. 
by $39,000,000 to a 
am« muunt of $830,000,000. Unas- 
signed us was incr one by $1,294,- 
000 to $46,000,000 Money rates were at 
relat ivel ly high levels at the beginning of 
1960 but gradually declined during the 


Assets increased 
record 


Occidental Ass’t Actuary 


Henry K. Knowlton has been elected 
assistant tuary of Occidental Life of 
California, it was announced by Horace 


W Br wn, presid lent 


Mr. Knowlton joined Occi —_ al in Fel )- 







ruary, 1960, a rving as actuary wi h 
the A. G 1 & Coa. ec ng ac- 
tuaries firm and, prior to that. as asso- 
ciate actuary with Michigan Life both in 
Detroit 

He is a native of Detroit and earned 2 a 
bachelors degree at University of Mich 
igan, majoring in actuarial 


mathematics 
of the Society 
met mber of the Los 
Actuarial Club 


mir Kn witon is a Fell Ww 
Ac uaries “and a 


rhe es 


State Mutual Life Had 
Earned Rate of 4.43% 


The net income from investments of 
State Mutual Life attained a new high 
level during 1960. Net yield before Fed- 
eral taxes reached 443%, up 438% in 
1959 and 4.18% in 1958. 

The 1960 figure was the highest rate 
of return experienced by the 116-year- 
old life insurance firm since 1933 and 
marked the 14th consecutive year in 
which the rate has risen. Total invest- 


ment income before Federal taxes was 
$29,795,000. This was 6.2% above the rec- 
ord 1959 amount of $28,066,000. 


Canada Life Promotions 


Promotions at Canada Life include 
three executives in Group department. 
Names and new posts follow: James 
Hamilton, associate superintendent of 
Group sales; D. I. Fraser, assistant 
Group comptroller; R. J. Trevelyon, as- 
sistant superintendent of Group pensions. 


OCCIDENTAL NAMES KRAWCZYK 


Edmund J. Krawezyk has been ap- 


pointed general agent in Colorado 
Springs, Colo., for gy Life of 
California. In his new post Kraw- 
czyk serves all clients forme 7 served 
by the agency of Maurice Mitchell, CLU, 
with which he was associated. Mr. Mit- 
chell recently moved to San Francisco 
where he is a general agent for Occi- 
dental 


On Dilinds Men’s Board 


Richard C. Green, president of the 
Missouri Public Service Co., has been 
joer ; : 
elected a director of Business Men’s 


Assurance of Kansas City. 





Life of N. A. Changes 


Two changes in field management per- 
sonnel for Life Insurance Co. of North 
America, western region, have been an- 
nounced by Douglas R. Schoenfeld, 
CLU, superintendent of agencies. 

Everett L. Holbrook, CLU, service 
office life manager in Salt Lake City, 
Utah, for the past three years, has been 
transferred to Portland, Ore., where he 
will be in charge of the company’s de- 
velopment program in Oregon. 

Duane L. Gardner, who for the past 
three years has been field manager in 
Boise, Idaho, has been promoted to inan- 
ager in Salt Lake City. 


Life Purchases Set Record 


Purchases of new life insurance in the 
United States amounted to a record $72,- 
285,000,000, in 1960, compared with $71,- 
066,000,000 the year before, the Life In- 
surance Agency Management Association 
of Hartford reports. 

Purchases of Ordinary life insurance 
in 1960 were $51,810,000,000, practically 
unchanged from the $51,864,000,000 in 
1959, then a new peak. Industrial life 
insurance bought last year amounted to 
$6,762,000,000, compared with $6,859,000, - 
000 the year before. New Group life in- 
surance amounted to $13,713,000,000 in 
1960, casond largest year on record and 
up 11% from the $12,343,000,000 in 1959. 

December purchases of new life insur- 
ance, although greater than in any month 
of the year, were less than the Decem- 
ber totals a year ago in all three types 
of life insurance. 


Promote Relea ot ‘Newnes 


John C. Newman has been promoted 
to manager of the Minneapolis Group 
‘ffice of State Mutual Life Assurance 
of America. 

Mr. Newman joined State Mutual as 
a Group supervisor in the Cleveland 
Group office in 1959. He was trans- 
ferred to a similar position in Cincinnati 
last year. Prior to entering the insur- 
ance business, he was employed by the 
General Electric Co. as an employe re- 
lations specialist 

A 1954 graduate of Bowdoin College, 
Mr. Newman is a former member of 
the Cleveland Personnel Association and 
has been a Junior Achievement advisor. 


General American Meetings 

General American Life of St. Louis 
recently held two meetings for general 
agents of the company, one at Edgewater 
Beach Hotel, Chicago and the other at 
M unt. ul in Shadow Resort near Phoenix 


at which Frederic M. Peirce, company 
president, announced new plans and sales 
aids for 1961 including Part C of the new 


Agents’ Sales Program and a new 
recruiting brochure of 56 pages 


OHIO NATIONAL PROMOTIONS 
Ohio National Life has announced the 
following promotions in its home office 


staff: 

Thomas A. Beckert, Gary K. Drown 
and Clair Manson to assistant actuaries 
They are associates in the Society of 
\cutaries. 

Mr. Drown’s activities will be pri- 
marily with the rapidly expanding group 
and pens ion De cherries sind of the company. 





Waco Benestl Agent 


Lincoln Liberty Life has appointed 
Bill Diyle Johnson general agent of a 
new agency at Waco, Texas, it is an- 


John H. Coffman, vice presi- 
agency director. 


nounced by 
dent and 


Berkshire Names Carson 

Appointment of Charles J. 
as district manager for the Dayton 
agency of Berkshire Life has been an- 
nounced by George D. Covell, CLU, first 
vice president, sales. 

Mr. Carson, a 1950 graduate of the 
University of Dayton, is an Air Force 
veteran of World War II. He has been 
in sales for ten years, the last four of 
which were as an agent of Aetna Life. 


Carson, Jr. 


N. Y. GROUP REPRESENTATIVE 

Rhoads Donovan has been appointed a 
Group representative in New York City, 
President O. Kelley Anderson of New 
England Mutual Life announced. 

After attending Boston College and 
Fordham University, Mr. Donovan joined 
New England Life in 1955 as an agent in 
Newark. He transferred to the home 
office in 1956 and in 1958 was promoted 
to Group pension representative. 


To Build Canadian Office 


The Paul Revere Life has purchased 
two and one-half acres of land in the 
township of Etobicoke suburban Toronto, 
preliminary to plans to build a Canadian 
head office. No date for the start of 
construction has been set. 

Current Canadian head office opera- 
tions are conducted from Hamilton, On- 
tario, headquarters where the company 
has leased property for the past 10 years. 





“Hal, when you 
chose our 


FEINSUFEL, «on 


you were on 
the soundest 


medical ground!” 


tf 

We I've been hearing good things 
about North American Reassurance from 
the rest of the staff, but I’m specially in- 
terested in your ‘medical’ opinion, Bill.” 

“Just take this Rating Manual they gave 
us. The most complete, authoritative life 
manual I've seen... like having the best 
informed GP at your side.” 

“Glad to hear it. Each of their ceding 
Companies gets one, and | understand 
North American Re does a bang-up job of 
keeping the manual updated. Anything 
else impress you?” 

“Yes—their medical underwriting capa- 





LIFE » 









bility is not only broad, but deep. After all, 
assessing unusual or combination risks is 
the toughest part of medical underwriting. 
Their staff and consultants are helpful to 
us because they’re exposed to so many 
and varied substandard risks. For example, 
look at these papers published by North 
American Reassurance. They really know 
heart disease from the standpoint of 
insurability.” 

“| see what you mean. You know, | 
think their reinsurance services are what 
they are partly because that’s the only 
business they’re in... and | like that. By 
the way, I’d like to borrow these cardio- 
vascular and coronary papers to read.” 


“0.K.—but | want them back 
for our medical library 
soon as you're done.” 


Right. These four papers, written in whole or in part 

by Dr. Harry E. Ungerleider, Consulting Medica! 

Director of North American Reassurance Company, 

should be in the medical library of every life company. 

e Insurability in Cardiovascular Disease 

@ Newer Horizons in Medical Underwriting 

© Long-Term Prognosis and Insurability in Coronary Heart Disease 
© Life Expectancy and Insurability in Heart Disease 


Would you like a copy of each? Simply address: 


NORTH AMERICAN 
REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan Ave., Chicago 1, Ill. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., 


San Francisco 4, Calif. 


Reinsurance Exclusively 
ACCIDENT & SICKNESS ¢ 


GROUP 
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1961 Million Dollar Agents 
Honored by Bankers Nat’ 


3ankers National Life of Montclair, 
N. J. honored its 1961 million dollar 
producers at a gala, though snowy, New 
York week end recently. The agents 
honored were George E. Parris, Phila- 
delphia; Morris D. Weil, Hartford; 
Harry J. Baker, Boston; David B. Peck, 
Ill, Chicago; Albert A. Esterkin, Colum- 
bus, Ohio; Alvin Rosenbluth, Hartford; 
Paul Parris, Philadelphia; and Richard 
Fleisher, Philadelphia. 

When the “millionaires” arrived at the 
home office in Montclair, N. J. in time 
for a luncheon party, they brought with 
them $918,501 of new applications for 
insurance which brought the day’s sub- 
mitted total to a record-breaking $1,369,- 
336. This was the second time in three 
months when more than $1,000,000 was 
submitted in a single day. 


Opens Springfield Branch 

Occidental Life of California has 
marked completion of 10 years of branch 
office operation in New England by open- 
ing a branch office in Springfield, Mass., 
it was announced by Vice President Earl 
Clark, CLU. 

Robert G. Duncan has been appointed 
Springfield branch office manager, trans- 
ferring from Occidental’s Hartford, 
branch office where he had served as as- 
sistant manager. 

It was 10 years ago that Occidental 
opened its first New England branch of- 
fice, in Providence, R. IL. and the com- 
pany has expanded during that period by 
opening an average of 25 sales offices 
each year. 


Wins President’s Trophy 

Benjamin N. Woodson, CLU, presi- 
dent of American General Life, has an- 
nounced that the Shreveport Agency 
has been named winner of the company’s 
President’s Trophy. Awarded semi-an- 
nually, the trophy is given to the one 
agency among the company’s 42 which 
scores the highest mark in a compre- 
hensive rating competition encompassing 
all phases of agency production and 
management. This marks the fifth time 
the presentation has been made since 
the inception of the competition. It is 
the first time, however, that one of the 
company’s newer agencies has won the 
award. 

The Shreveport Agency was opened 
by its manager, J. D. Ramsey, on No- 
vember 1, 1958. 


New Guardian Publication 

The Guardian Life of America has in- 
augurated a new publication, known as 
“The Guardian,” to be distributed both 
to the field force and home office em- 
ployes. “The Guardian” will be published 
twice-monthly at the company home 
office, 

Formerly, communications to the field 
organization and home office staff were 
handled in separate monthly publications. 
The company field publication, prior to 
its replacement by “The Guardian,” had 
been published continuously for nearly 
half of the company’s hundred-year his- 
tory. The Guardian’s rapid growth and 
Increasing complexity of company oper- 
ations underline the importance of adopt- 
ing a more effective means of dissemin- 
ating information promptly to all Guard- 
lan personnel. 





Sobel Phila. General Agent 
The Sun Life of America, Baltimore, 
has appointed Jay F. Sobel, CLU, as 
general agent in Philadelphia. 

_ Mr. Sobel, a graduate of the Wharton 
School of Finance at University of Penn- 
Sylvania, entered the life insurance busi- 
ness by becoming associated with the 
Phil M. Simon Agency, Philadelphia, in 
1955. In 1956, he interrupted his insur- 
ance career to serve two years in the 
Armed Forces, rejoining the Phil M, 
Simon Agency in June of 1958. 


Prudential Names Wellins 

Appointment of Henry G. Wellins, 
CLU, as an Ordinary agencies training 
consultant for the northeastern home 
office of The Prudential, has been an- 
nounced by Harold E. Dow, vice presi- 
dent in charge of northeastern opera- 
tions. 

Prior to this appointment, Mr. Wellins 
was a division manager in the company’s 
Hartford agency. 


Franklin Sales Set Record 

Franklin Life of Springfield, IIl., re- 
ported received business in January of 
nearly $94 1/3 million, an all time record 
production for that month, and a gain 
of 9.6% over January, 1960. 

Franklin has just completed its great- 
est year in history with new business 
production of $940,773,875, with over #4 


billion of insurance in force. 


Great American Life 

The Great American Life Insurance 
Co., the new affiliate of Great American 
Group of Insurance Companies, is chart- 
ered by the State of New Jersey. In last 
week’s issue of The Eastern Underwriter 
it was incorrectly called Great American 
Life of New York. President of Great 
American Life is Walter E. 
Roy A. 


3eeson and 
Foan is vice president. 
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MR. BROKER! 


Are you sure... 


e You are serving all 
your client’s needs? 


e You are making the 
most of your sales 


opportunities ? 


Of course that auto policy and that home-owner’s policy 
are necessities to protect your client's property and savings. 

But what about your client himself — the one thing that 
can't be replaced? Where would his family get the money for 
mortgage or rent payments, food, heat, and all the other 
necessities of life, if he were not in the picture? 

This is where you can help — through life insurance. And 
you don’t have to be an expert. Your Eastern Life General 
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EASTERN LIFE OFFERS 


Vv Acomplete line of low-cost, 
Non-Par Life Insurance Plans, 
as well as a fine selection of 


Participating Plans. Inquire about 
our Reducing Term Plan, ideal 


Agent is at your service to work with you on your cases and 


assist in closing your sales. 


You have your client’s confidence. Make the most of this 
opportunity for increased earnings through life insurance, 
while helping him make the future secure for his loved ones. 


for mortgage redemption 
insurance, our Ordinary Life or 
Endowment Policies, and our 
“Premiums Reduced One-half 
After 20 Years’”’ Plan, an 
Eastern Life exclusive 


Vv A Modern Underwriting Approach 
Y Maximum Commissions for You 


ae 


CALL YOUR EASTERN LIFE GENE 


bie 


EASTER 


INSURANCE COMPANY OF NEW YORK 


RAL AGENT TODAY! 


HOME OFFICE: 355 LEXINGTON AVE. 


NEW YORK 17, NEW YORK * MU 7-1920 


LIFE 


General Agency Opportunities Available In: 
Connecticut, Delaware, Florida, Michigan, 
New York, Pennsylvania, District of Colombia 
Contact: Murray April, Director of Agencies 
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PROGRESS DESPITE DONNA 

turned out to be a 
property 

\ majority 


Hurricane Donna 


most costly companion for 


insurance companies in 1960 


of stock insurers, and others, had been 


developing improved underwriting loss 


ratios last year, with revealing 


Then 


many 


underwriting profits at mid-year. 


along came that fierce Amazon in Sep- 
tember, sweeping up the East Coast from 
Florida to New England and wrecking 


havoc all the way. She didn’t 


around long, as time 


stay 
goes, but she was 


very expensive to entertain, and it was 


impossible to divert her attention from 
her obvious intentions 

Now that companies are issuing their 
annual 


statements on 1960 underwriting 


and investments, the bills presented by 


claimants confirm early 


hurricane loss 
estimates of widespread insurable dam- 
Some companies now issuing 
still fortunate 


underwriting gains last 


age done. 
reports are 


have had 


enough to 
year 
despite Donna. Others now find Donna 
spelled the 


writing profit and loss, and several com- 


difference between under- 


panies were unable to develop a profit 


even without Donna. The airplane loss- 
latter 


contributed 


Eastern section in the 


part of the 


es in the 
year likewise 
to higher loss ratios 

But all this does not mean 1960 was an 


unsatisfactory year for property insur- 
ers. The majority of companies are re- 
with 
investment returns more than offsetting 
whatever underwriting 
And if 

both 


security 


vealing increases in net income 
have 
added to 
and unreal- 


losses may 
developed. there are 


such figures realized, 
forward 
Most property in- 
report increases in and 
with underwriting 
and over the last decade the trend 


has been 


gains 
considerable. 


ized, progress 
was 
surers assets 
surplus, or without 
gains, 
toward higher policy- 
holders’ surplus, stock book value, earn- 
ings and dividends despite the definitely 
erratic course of 
since 1950. 


nual reports with a 


assets, 


underwriting profits 
Stockholders read these an- 
certain satisfaction 
not perhaps fully shared by underwriting 
executives. 


This year, 1961, will have the advan- 


tages, in the operating end of property 


insurance, of economies developed in 
recent years and of trends now in prog- 
Companies have taken substantial 


steps to 


ress. 


reduce expenses in numerous 
this year 


Automation is progress- 


ways, which will mean more 
than heretofore. 
ing with further cost reductions in sight. 
Loss prevention efforts in various direc- 
tions continue to be beneficial. 


losses 


However, 
themselves accurately 
foretold, or controlled. It may be pre- 
sumed that if this year should continue 
free from 


cannot be 


disasters such as 
struck in 1960 then underwriting improve- 
ment should 


unusual 


favorable 
direction it was moving until Donna and 
the air 


progress in the 
accidents came along to wipe 
out many hard-earned gains. 

The outlook on the basis of a normal 
year is favorable. 


BOOK ABOUT EXECUTIVES 

When asked what books are most in 
demand at her library the chief librarian 
of one of the largest insurance companies 
1 America told the writer that the most 
intensive books de- 
Seekers 
not all confined to ambitious 
junior clerks, 


demand was for 


scribing management for such 
books are 
but often asking for such 
themselves who 


volumes are executives 


want to improve their technique, or dis- 
cover what is the matter with the one 
they have. 

The latest book offering suggestions on 
how to reach the and 


executive class 


continue to the top is “Assignment: 
Management,” described by the publish- 
ers, Prentice-Hall, Inc., as a “Guide to 
Constructive Self Appraisal for Men 
Who Aspire to Make the Team in Man- 
agement.” 
Its author, James Menzies Black, who 
has had long experience in the business 
world, was personnel division manager of 
American Management Association. 
Principal suggestions in the book lead 
to adoption of constructive  self-ap- 
praisals of one’s own personality to rec- 
ognize latent executive abilities which 
can be developed and to detect limita- 
tions which can be corrected. An objec- 








©. J. BUDINGER 


BUDINGER 


;. 7 


Two Budinger brothers, with the title of executive vice president of insurance 
companies, are Francis J. Budinger, Franklin Life, and Joseph A., Kansas City Life. 
A third brother, John M., who was executive vice president of Bankers Trust of 
New York, has been advanced to senior vice president and chairman of the 
advisory committee. 


Francis J., CLU, who attended schools in Wichita and Chicago and Kansas 
University, has spent his entire business career with Franklin Life starting as 
an agent in the Chicago suburb of Wilmette, IIl., in 1923. After becoming general 
agent of the company in Chicago he was appointed regional sales director oe 
the entire Chicago area. He is a past president of Chicago Chapter of CLU and 
has won every production and agency development honor accorded by Franklin 
The company brought him to its home office in November, 1958 and he was elected 
executive vice president. Mr. and Mrs. F. J. Budinger are parents of nine children, 
and have ten grandchildren. 


After attending St. Mary’s (Kansas) College, Joseph A. Budinger entered 
life insurance with the Farmers and Bankers Life of Wichita. At the end of 
World War I, after discharge from the Field Artillery Officer Training School, 


he joined the Franklin Life as assistant actuary. In 1930 he went with Kansas 
City Life as associate actuary, becoming actuary three years later and was elected 
vice president and actuary in 1939. In 1958 he was elected executive vice president. 
He is a Fellow of the Society of Actuaries and has been president of the Serra 
Club of Kansas City. 





Fred H. Merrill of San Francisco, 
executive vice president of the Fireman's 
Fund, has been elected to the board 
of directors of United Community Funds 
and Councils of America. Mr. Merrill is 
a former president of the United a 


Louis R. Menagh, president of The 
Prudential, Newark, has been elected a 
director of the Life 
America, it was announced by 
Bruce E. Shepherd, executive vice presi- 


Insurance Associa- 


tion of 


munity Fund of San Francisco. He has dent of the association. Mr. Menagh be- 
long been active in the United Fund a . . son ) 

: , : nical came the eighth president of The Pru- 
field, particularly in the areas of social 


dential last month, following service as 
executive vice president. He joined The 
Prudential while still student at Rut- 


gers University and has been with the 


planning and budgeting. A graduate of 
Cranford, he is currently president of 
the board of governors of Standard Uni- 
versity Hospitals. He is also chairman 
of the executive committee of the Na- 
tional Surety Corporation. neeny. Se. = 


1914. 


permanent basis since 


* * * epee 

Arthur H. Harlow, Jr., has been named 
president of Group Health Dental In- 
surance, the nation’s first community- 
wide prepayment dental plan. Mr. Harlow 
has been treasurer of GHDI since 1954. 
He has served as president of the sister 
corporation, Group Health Insurance, for 
the past 14 years. * » = 


John A. Diemand, president, Insurance 
Company of North America, has retired 
as a member of the Pennsylvania Rail- 
road board of directors. He is succeeded 
on that board by Stuart T. Saunders, 
president. Norfolk and Western Railroad. 


* * *” 


Roberta L. White of 
dent, National Association of Insurance 
Women, was a guest at the 10th annual 

“Boss Night” of Hartford Association of 
Insurance Women held February 21 at 
the Country Club, Wethersfield, a suburb 
of Hartford. Other guests included Vi- 
Mae Metcalfe of Wethersfield, secretary 
of National Association; David E. Ash- 


Hartford, presi- 


Lester O. Schriver, executive vice pres- 
ident of National Associtaion of Life 
Underwriters, delivered a talk at Cleve- 
land, Ohio, which has been widely re- 
printed in Europe. His theme was that 
the attainment of social efficiency is the 
real goal of education. 





— ton, president of Hartford Insurance 
tive of Mr. Black is to show how to Board; Rutherford H. Huizinga, presi- 
‘ va = dent, and William H. Wiley, executive 
identify one’s faults and weaknesses and 


Association of In- 


secretary, Connecticut 
surance Agents. 


then correct them. 
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Noted Chicago Law Firm 

The law 
most attention of newspapers, the legal 
field and the industry 
John F. Kennedy became President of 
the United States, is Sidley, Austin, 
Burgess and Smith, one of the most dis- 


firm which has attracted the 


insurance since 


tinguished law firms in the country. 
Oldest in Chicago it was founded in 
1866—five years before the great Chi- 


cago Fire which burned for three days, 
destroying most of the physical side of 
the western metropolis. Its founders 


were Norman W illiams—well known at 
the Chicago Bar and having a large num- 
ber of personal clients—and General 


Thompson who obtained his title in the 
war between the states. 

Two of the alumni of Sidley, Austin, 
Burgess and Smith are now in the Cab- 
inet of President Kennedy. They are 
Adlai E. Stevenson, who is the United 
States Delegate to the United Nations, 
and J. Edward Day, Postmaster General 
of the United States, who is a former 
Director of Insurance of the State of 
Illinois; in other words, Illinois Insur- 
ance Commissioner. George W. Ball, 
another associate of the firm (from 1936 
to 1942) was appointed by President 
Kennedy to be Under-Secretary of State 
for Economic Affairs. Mr. Stevenson 
ran twice for President of the United 
States. 

One of the top leaders in life insurance 

James Franklin Oates, Jr., now pres- 
ident of Equitable Life Assurance So- 
ciety, was a partner in this law firm. 

After graduation from Princeton Uni- 
versity and Northwestern University Law 
School Mr. Oates went to work for the 
law firm in 1924 shortly after leaving 
law school. At that time the firm had 
three clerks the number growing to 
four when Mr. Oates went into the office 
as the junior clerk. Partners numbered 
seven then. At the present time the 
number of partners is 28 and of asso- 
ciates 32. Most of the partners have a 
middlewest background. Princeton, Har- 
vard and Yale are also represented by 
several partners or associates who are 
from top Ivy League colleges. 

Mr. Oates became a partner in 1931 
and he was in charge of its trial depart- 
ment. The firm has always had a large 
general practice which grew into spe- 
cialization in probate, estates, trust and 
tax work, and general corporation prac- 
tice including financial, public utility and 
railroad matters. Among its early clients 
were American Express Co. and Ameri- 
can Telephone & Telegraph Co. and part 
of its practice consisted of defense of 
those corporations in litigation brought 
against them. Some of the noted cases, 
however, with which Mr. Oates was con- 
nected appear in an accompanying 
article. 

Mr. Oates went with the Peoples Gas 
Light and Coke Co., Chicago, where he 
became chairman in 1947. During the 
decade of his tenure with the Chicago 
utility its assets grew from $200 million 
to more than $660 million. He also was 
president of Chicago Bar Association. 
His great public utility record attracted 











attention of Equitable Society directors 
and he was elected president of Equitable 
in the summer of 1957. 

In 1948 Adlai Stevenson ran for Gov- 
ernor of Illinois and was elected. In 
meantime, J. Edward Day, a graduate of 
Harvard Law School, had become a mem- 
ber of the firm which loaned him to Mr. 
Stevenson whose campaign he success- 
fully managed. Mr. Day went to Spring- 
field to become an administrative assist- 
ant of Mr. Stevenson and later was ap- 
pointed head of the Illinois State Insur- 
ance Department. Mr. Day left the em- 
ploy of the state to be an associate 
counsel of Prudential Insurance Co. in 
Newark and then was transferred to Los 
Angeles as vice president in charge of 
the Pru’s Western home office, the terri- 
tory of which covers 11 states. 


The firm was 25 years old when Wil- 
liam P. Sidley became a member in 1891. 
He was graduated from Williams Col- 


lege in 1889 and studied law at North- 
western University Law School and 
Union College of Law in Chicago. A 


member of the firm for 67 years, Mr 


Studios 


Moffet 








Karsh 


Edwin C. Austin (left) and Kenneth F. Burgess two leading members of 


Chicago law firm. 


almost 60 
spirit in its 


Sidley for 
guiding 
velopment. 

last during 


years was the 
growth and de- 
While his name was listed 

three successive name 
changes—Holt, Wheeler & Sidley, 1899- 
1913; Holt, Cutting & Sidley, 1913-1919; 
and Cutting, Moore & Sidley, 1919-1936 

—it was through his recruiting and 
mannaetal efforts that the firm grew 
and prospered. He was a director and 
general counsel of Western Electric Co. 
for many years, and president of the 
Chicago YMCA, a trustee of Williams 
College, and president of the Chicago 
Bar Association, He had a wide corpor- 
ate and estate practice, and continued as 
a partner until his death at the age of 
90 years in 1958. 

The current member of the law firm 
who has been with it the longest of any 
of the present partners is Edwin C. Aus- 
tin who joined in 1917 on his graduation 
from Northwestern University Law 





Oates Was Head of Trial Division of Law Firm 


The following is a summary of some 
Franklin Oates, 
Jr., when in charge of the trial division 
of Sidley, Austin, Burgess & Smith and 
its predecessor, Cutting, Moore & Sidley. 

Among cases in which he took a lead- 
ing part was James S. Kirk & Co., et al. 
v. Federal Trade Commission wherein 
the Circuit Court of Appeals for the 
Seventh Judicial Circuit on April 15, 
1932, set aside a decision of the Federal 
Trade Commission which had held that 


cases tried by James 


the use of the word “castile” in adver- 
tising soap which does not contain 100% 
unfair trade 


appeared before 


constituted an 
practice. Mr. Oates 
both the Federal Trade Commission and 
United States Court of Ap- 
having taken part in hearings in 
all parts of the United States 
evidence was secured. Both before and 
after becoming a partner, he tried numer- 
ous jury and court cases, among others 
personal injury and _ property 
cases for Illinois Bell Telephone Co., 
Western Electric Co. Inc., 
Express Agency, Inc. 

One of Mr. Oates’ earlier victories in 
the Federal courts was of considerable 
interest in insurance circles since it 
resulted in upholding for the first time 
in Illinois the so-called sound health 
clause in life insurance. 

Upon the enactment of Section 77B of 
the Federal Bankruptcy Act on June 7, 
1934, Mr. Oates devoted a large amount 
of time throughout the next seven years 
to matters arising under its provisions. 
He filed the first proceedings under this 


olive oil 


before the 
peals, 


where 


damage 


and Railway 





Act in the United States District Court 
for the Northern District of Illinois, 
Eastern Division, on the same day on 
which the President approved the Act, 
these being the 636 Church Street Build- 


ing Corporation case, the Library Plaza 
Hotel Co. case, and the Grove Street 
Building Corporation case. 


During this period Mr. Oates was 
leading counsel in the reorganization of 
the Deep Rock Oil Corporation, which 
he argued in the Supreme Court of the 
United States 

He was lez vding counsel in the reorgan- 
ization of the Vicksburg Bridge & Ter- 
ninal Co., which he argued in the United 
States District Court for the Southern 
District of Mississippi, Vicksburg Divi- 
sion. 

Upon the enactment of the Public 
Utility Holding Company Act he was 
among the counsels who, as representa- 
tives of major utility holding companies, 
drafted a complaint which was filed in 
the United States District Court in 
Washington, D. C., to test the constitu- 
tionality of this Act. His participation 
was on behalf of the United Light and 
Power group of utilities. He also par- 
ticipated in litigation involving the al- 
leged unlawful payment of dividends by 
the Grand Rapids, Grand Haven & 
Muskegon Railway Co., which was ulti- 
mately settled. 

On his return to practice subsequent 
to the war period, he again became the 
head of the trial department of the firm. 


As such, he exhibited great ability in 
supervising and training the younger 


lawyers, who were very loyal to him. 
He engaged in important litigation dur- 
ing this time, largely in Appelate mat- 
ters, and continued in this work until 
his election as chairman of The Peoples 
Gas Light and Coke Co. 





School. Mr. Austin and Kenneth F. 
gess, one of the most prominent of the 
current partners, were under-graduates 
together at University of Wisconsin half 
a century ago. Mr. Austin has been a 
trustee of Vassar College and North- 
western University, and is a director of 
a large number of financial and industrial 
corporations, including Harris Trust and 
Savings Bank, International Minerals 
and Chemical Corporation, 3rooks- 
Scanlon, Inc., and G. D. Searle & Co. 
Mr. Burgess for a number of years was 
general solicitor of Chicago, Burlington 
& Quincy Railroad, of which he is now 
a director. He joined the law firm in 
1931 and for 20 years also acted as gen- 
eral counsel of Illinois Bell Telephone 
Co. A native of Wisconsin 7} was grad- 
uated from the University of Wisconsin 
in 1909 and from its Law Scl hool in 1912 
For 23 years (from 1936 to 1959) he was 
president of board of trus stees, North- 
western University, and holds the hon- 
orary degree of Doctor of Laws from 
both U. of W. and Northwestern U. Dur- 
ing the railroad reorganization years, 
from 1935 to 1945, he represented the 
large life insurance companies in num- 
erous railroad bankruptcy proceedings 
before the Interstate Commerce Com- 
mission and in the Federal courts, in- 
cluding the Chicago ane Northwestern; 
Chicago, Milwaukee, St. Paul & Pacific: 
Chicago and Alton; Chiseno, Rock Island 
and Pacific; Denver and Rio Grande; 
Soo Line; and ( *hicago North Shore and 
Milwaukee. He was also counsel for the 
reorganization committees in Milwau- 
kee, Northwestern, and Rock Island re- 
organizations, and was chairman of the 
reorganization committee in the Soo 
Line. From 1945 to 1955 he was chief 
counsel for the railroads in the defense 
of the Government war materials repa- 


Bur- 


ration cases, in which the Governme nt 
sought unsuccessfully to recover $3 bil- 
lion of alleged unreasonable freight 


railroads of the coun- 
try. He is now counsel for the Great 
Northern, Northen Pacific and Burling- 
ton Railroads in their merger proceed- 
ings pending before the Interstate Com- 
merce Commission. 

Douglas F. Smith is a native of Iowa 
and received his LL.B. from the Univer- 
sity of Michigan Law School in 1917. He 
was a member of the Union Pacific Rail- 
road law department until 1935, when he 
joined the firm. Since that time he has 
been active in trial work in a wide 
variety of important cases, having repre- 
sented railroads and public utilities in 
numerous rate cases which reached the 
Supreme Court of the United States. He 
is now chief counsel for the railroads 
in the strike insurance case. pending 
in the Southern District of New York 
involving the validity of the insurance 
program to protect individual railroads 
or small segments of the railroad industry 
(Continued on Page 31) 


charges from the 
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Hartford Premiums 
At All-Time Record 


TOTAL ASSETS REACH $1,179,575,126 


Underwriting Profit of $2,298,545 Made 
Hullett Reports; Full Net Gain 
By Group $25,615,219 


the Hartford In- 
surance Group reached an all-time high 
§ $517,011,998 during 1960, President 
James C. Hullett notes in his annual re- 


Premium writings of 





JAMES C. HULLETT 
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Underwriting Expenses Bedund 











Mr. Hull noted a “gratifying” de- 
line 36.72% in cons jidated under- 
vriting expenses to written premiums 
luring 1960. “We are convinced,” he 

l, “that the competitive battle 
ess will be won r lost on 
side f the ledger we 

to « *t our affairs in 

at will duce the highest 
indemnity and s ervice coupled 
effective and efficient insurance 





The new year, Mr. Hullett noted, “ap- 
pears fav ble” and he cited greater 
company efficiency because of consoli- 
dated operations and improved facilities 
for the staff and producers. “Many of 





Sharman Slated to Head 
Brooklyn Agents Ass’n. 


‘he nominations committee of the 
Brooklyn Insurance Agents Association 
has reported the following slate of of- 
ficers and committees for 1961-62, to be 
voted at the annual meeting, March 8 

President, Albert Sharman, Rourke & 
Rourke, Inc.; vice president, John R 
Seekamp, Hatton & Doyle, Inc.; treas- 
urer, Edward T. Minor, State Agency of 
Brooklyn, Inc.; secretary, W. F. Stanz, 
Tuttle, Pendleton & Gelston, Inc 

Executive committee: Robert McKen- 
non, Victor Edlund, ‘— yriel Scarano, 
August B. Sohl, Morton Firestone, Stan 


ley } Corsa, W. F. Ittner (honorary 
member) and the officers 

Memt ership committee: Fred W 
Boehm, Albert Campbell 

Public relations committee: John M 


Soehnel, Jr., HL Al Roth 


U. S. FIRE LOSS UP 26% 
Estimated fire losses in the United 
States during January amounted to $117,- 
252,000 the National Board of Fire Un- 
€ reported. According to 
Lewis A. Vincent, NBFU’s general man- 
his loss represents an increase 
of 26.1% over losses of $92,949,000 re 
January, 1960, and an in 
losses of $101,903,000 


rs has 





ported for 
crease of 15% ver 
for last December 


the plans and programs launched in the 
recent past will have an increasingly ben 
eficial influence on our activities during 
the coming year,” he added 

_Mr Hullett reported that oe 
f our invest ment p icy, safety of 
pal with the highest commensurate 
remains unchanged. Beginning 
in aa second quarter of 1960, the mar 
kets turned relatively favorable for the 
liquidation of preferred stocks and ad- 
vantage was taken of the opportunity 
in a very aggressive fashion, with the 
proceeds being invested in common 








stocks 
“This will result in some reduction in 
annual income but we feel strongly that 


the broad distribution of carefully se- 
lected equities will produce an increase 
in both income and principal over a term 
of years. No claim is made that inter- 
ruptions in this pattern will not occur, 
but over 150 vears of corporate existence 


lead us to plan for a future beyond 


Crum & Forster Group Premiums, 
Assets and Surplus Rose in 1960 


Alexander L. Ross, chairman, an- 
nounces that net premiums written by 
the Crum & Forster Group in 1960 
amounted to $140,900,610, an increase of 
$11,525,604, or 8.91%. The ratio of losses 
and loss expense incurred to premiums 
earned was 59.49%, as compared with 58.- 
01% in 1959. The ratio of expenses and 
taxes incurred (excluding federal in- 
come taxes) to net premiums written was 
40.50% as compared with 40.51% in 1959, 
After an increase of $5,788,369 in the re- 
serves for unearned premiums, the sta- 
tutory underwriting loss was $2,306,605 as 
compared with a gain of $196,009 i in 1959. 
If the loss is adjusted to include a 35% 
equity in the increase in the reserves for 
unearned premiums, the loss becomes 
nominal 

Losses caused by Hurricane Donna, 
which approximated $2,600,000, and the 
numerous storms in the Middle West 
contributed greatly to the higher ratio. 
Automobile classes showed some im- 
provement, but they still produced an 
underwriting loss and continue to be the 
most important underwriting problem. 

Net investment income earned before 
income taxes thereon was $10,432,711, 
an increase of $664,710. After Federal 
come taxes incurred of $724,813, net 
income from operations for the year was 
$7,401,293. as compared with $88,002,452 
in 1959. Net realized capital gains were 
$5,996,327, before income taxes thereon 

\t Insurance Department values, total 
admitted assets as of December 31, 1960, 
were $375,170,438, an increase of $18,721,- 
334. The net increase in reserves for un- 

irned premiums, losses, taxes, etc., was 
$13,639,086. Surplus to policyholders was 
$201,838,498, an increase of $5,082,248. Of 
the surplus to policyholders, $4,634,529 
was carried as a contingency reserve 
representing the difference between In- 
surance Department values and the values 
based on December 31, 1960, market quo- 
tations. This contingency reserve at De- 
cember 31, 1959, was $15,063,631. Cash 
and bonds alone were approximately 
107% of all liabilities 


United States Fire 


The 1900 annual statement of the 
United States Fire shows that the total 
admitted assets, at insurance department 
values, were $165,055,452, an increase of 
$8,439,402. The net increase in the re- 
serves for unearned premiums, losses, 
taxes, etc., was $6,235,235. Surplus to pol- 
icyholders was $86,024,392, an increase of 
$2,204,226. Of the surplus to policyhold 
ers, $2,128,225 was carried as an con- 











Stages, 


When everyone knows it takes three to 
reach the moon! Order-taking is just the first 
stage of a good underwriting operation. 

At our office, we have all three operational 
constantly primed and ready to go. 
These provide immediate attention to your 
order; up-to-date and useful information on 
coverag 


es; and practical suggestions for 


improving sales techniques. 

That's why—for more than fifty years—Jaffe 
brokers have kept a moon-jump ahead of 
their competition. Why not join them? Now! 


“Our Second Half-Century” 


S) LLTdZag AGENCY, INC. 


INSURANCE UNDERWRITERS 





55 John Street, New York 38, New York ® BArclay 7-8900 
MEMBERS, N.Y.C. INSURANCE AGENTS ASSOCIATION, INC. 


ALEXANDER L. ROSS 


tingency reserve for the difference be- 
tween values carried in assets and the 
values based on December 31, 1960, mar- 
ket quotations. Of the total assets, cash 
and bonds alone were approximately 
101% of all liabilities. 

Net premiums written in 1960 amounted 
to $64, 399,505 an increase of $4,967,867, 
or 8.36° The rat'o of losses and loss 
pipes incurred to premiums earned 
was 59.26% as compared with 57 61% in 
1959, The ratio of — and taxes in- 
curred (excluding Federal income taxes) 
to net premiums written was 40.89% as 
compared with 40.86% in 1959. 

\fter increasing the reserve for un- 
earned premiums $2,521,563, the under- 
writing loss was $1,126,939 as compared 
with a gain of $94,368 in 1959. Net in- 
vestment income earned, before Federal 
income taxes was $4,512,026, an increase 
of $334,185. After Federal income taxes 
incurred of $190,585, net income from op- 
erations for the year was $3,201,449 as 
compared with $3,524,845 in 1959, 

North River 

The 1960 annual statement of the 
North River Insurance Co. shows that 
the total admitted assets, at Insurance 
Department values, were $87,656,387, an 
increase of $4,113,033. The net increase 
in the reserves for unearned premiums, 
losses, taxes, etc., was $3,461,218. Surplus 
to policyholders was $49,990,960, an in- 

crease of $652,415. Of the surplus to pol- 

vholders, $464,235 was carried as a con- 
tingency reserve for the difference be- 
tween values carried in assets and the 
values based on December 31, 1960, mar- 
ket quotations. Of the total assets, cash 
and bonds alone were approximately 
109% of all liabilities. 

Net premiums written in 1960 amounted 
to $30,873,960, an increase of $2,968,267, 
or 10.64% The ratio of losses and loss 
expenses incurred to premiums _ earned 
was 59.73% as compared with 57. 55% in 
1959 The ratio of expenses and taxes 
incurred (excluding federal income taxes) 
to net premiums written was 40.57% as 
compared with 40.87% in 1959. 

\fter increasing the reserve for un- 
earned premiums $1,618,463, the under- 
writing loss was $743,565, as compared 
with a gain of $105,365 in 1959. Net in- 
vestment income earned was $2,477,959, 
an increase of $155, 568. Net income from 
operations for the year was $1,725,979 as 
compared with $2,015,810 in 1959. Federal 
income taxes were incurred only on real- 
ized capital gains. 

Westchester Fire 

The 19600 statement ot the Westchester 
Fire shows that the total admitted assets 
were $92,596,780, an increase of $4,921,200, 

(Continned on Page 29) 
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Creative Selling Will Open Wide 
Markets For Insurance, Says Holzer 


Creating competition is the way to 
tackle present and future opportunities 
in the opinion of Norman R. Holzer, 
assistant secretary of the Insurance 
Company of North America. This mar- 
keting philosophy has proven its bene- 
fits to policyholders, agents, company 
and stockholders he told the Third In- 
ternational CPCU-FIIC Seminar held at 
Syracuse, N. Y., where educational lead- 
ers from this area of the United States 
and Eastern Canada met. 

Holding the future will be best for 
those who know change is the law of 
the universe, Mr. Holzer said that agents 
should do what they are best equipped 
to do, namely making direct contacts 
with prospects for selling and servicing, 
and companies should do what they can 
do best, handling the business efficiently. 
Then both will make a profit, he pre- 
dicted 

Part I of Mr. Holzer’s address was 
published in these columns last week. 
Part II follows: 


Growth and Profit Possibilities 


We are planning our markets on the 
basis of dynamic growth and profit possi- 
bilities. We are interested in enterprises 
that are keyed to important elements of 
our expanding economy, new and re- 
vitalized service, commercial and_ in- 
dustrial operations keyed to satisfying 
America’s tastes for living, 1970 style— 
business classes that represent prime 
targets for the mass distribution of 
packaged insurance protection. Motels, 
apartment houses, and funeral directors 
are now being served. Office buildings 
will be next, with churches, schools, fra- 
ternal and social organizations and hos- 
pitals to follow shortly. 

The multiple line, one stop approach 
is the finest weapon against competition. 
The more needs the agent can satisfy, 
the more value his sales service will rep- 
resent. That there will be an attack, we 
can be sure. This business will be 
sought as vigorously by direct writers 
as automobile is today. Only a highly 
competitive product will retain a fair 
share of the market. Convenience, sim- 
plicity, and economy will open the door 
—salesmanship and service will make 
the sale. 

Person to Person Contact 

In discussing the subject of creating 
competition—it is not enough to talk of 
procedures and products, not when the 
key to business success is inseparately a 
matter of customers and their problems. 
It is the person to person factor that is 
the focal point of procedure and prod- 
uct progress. Competition is centered 
in the sale. Person to person contact 
provides salesmen the opportunity to 
give customers the benefit of their tech- 
nic al knowledge. 

The sale of a good package policy can 
certainly meet professional standards set 
by the buyer as to what he expects in 
the way of more value for the money 
trom the insurance salesman. Under the 
circumstances, I think that the title sales- 
man, and/or insurance counselor can 
properly be used synonymously. I think 
it is particularly justified in the area of 
personal insurance—because to me, ad- 
justing the variable scope of standard- 
ized coverages to fill a buyer’s need re- 
quires creative selling—a_ professional 
sales job worthy of the respect of buy- 
ers and the support of the insurance in- 
dustry. 

Service Attitude of Buyer 


The personal lines customer has also 
identified for us his own evaluation of 
What he expects in the way of service 
above and beyond the pre-requisite sim- 
plicity, convenience, and economy. Con- 
sider the service attitude of today’s per- 
sonal i insurance buyer. Even among those 
aware of price differences between com- 
panies—the difference is not attributed 
to any diminution of service, for after 
cost, the most important consideration in 


determining what company he buys from 
is speed and fairness in claims settle- 
ment—and this is a service that is as- 
sumed by both agency customers and di- 
rect writer customers, 

Thus the primary measure of personal 
service is applied at the time of loss, 
where Saleuien of the claims settlement 
is determined by the quality of the car- 
rier. This is confirmed by the previously 
mentioned life survey, which disclosed 
that personal service rated as only the 
third most important consideration as to 
why a buyer selects a particular source 
of insurance. 

This certainly suggests an avenue for 
effective competition—through selling the 
fair claims settlement reputation of in- 
surance carriers—consumer education on 
what good stock insurance companies 
have been doing for years in the hand- 
ling of claims. 

Let the agent do what he is best 
equipped to do—sales and service. Cer- 
tainly that’s an important part of any 
answer to the marketing challenge. 
Question—is there enough sales talent 
to reach the market? That question re- 
quires both quantitative and qualitative 
consideration. On the quantitative side, 
a survey in this state disclosed that the 
average agent spent less than 50% of 
his time outside the office making sales 
calls. Only 32% of the agencies had men 
under 35 soliciting insurance, 62% had 
no producers under 35, These observa- 
tions are representative of the problem. 


Cannot Replace Informed Salesman 


Nothing has ever replaced, or ever will, 
the spoken word of an informed and en- 
thusiastic salesman in face to face meet- 
ing with his prospect. How do we get 
those important face to face meetings? 
For the trained professional agent, his 
time must be freed for maximum selling 
effort and professional counseling. Elec- 
tronics, automation and mechanization 
will make a substantial contribution, 
package policies will economize on sales 
time, but that’s not enough. lf the 
progress and opportunity of the next 15 
years, make the last 15 look like a snail’s 
pace as forecasted—then the salesman is 
really going to come into his own—and 
with bells on. 

It’s time we started talking about the 
advantages of a sales career—the challen- 
ges, the opportunities, the satisfaction, 
that goes with selling security and free- 
dom from care—protection that secures 
venture capital and builds a better Amer- 
ican way of life. 

There are other professions that re- 
quire an internship—why not train a 
corps of insurance salesmen to exploit 
the mass market. Tomorrow’s products 
and procedures will permit full time con- 
centration on selling protection. As the 
salesman’s experience, knowledge and 
ability increases, the opportunities of a 
professional career will materialize. In- 
creased agency manpower alone will 
answer the quantitative problem, For 
agencies and companies with a future, 
plans should be under way now to tackle 
this problem. 


Qualitative Problem 


There is still the qualitative problem 
to be reckoned with in answering the 
sales challenge of the sixties. That this 
period will be one of intensive, tough 
competition bears repeating—competition 
from accelerated new product introduc- 
tions—competition across product lines— 
competition with all the goods and serv- 
ices that will be bidding for the consum- 
er’s discretionary income — competition 
for an increasing share of business’s cap- 
ital spending—competition from foreign 
enterprise. 

Selling something a man can neither 
see, smell, or feel makes it vital for the 
profe ssional i insurance salesman to trans- 
late intangibles into realities the buyer 
can visualize. Quality sales effort will 
be centered in the creative sale—selling 





Fund Companies Report 
Further Gains in 1960 


OPERATING EARNINGS HIGHER 


Nearly 10% Increase in Investment In- 
come; Underwriting Loss Reduced, 
With All Attributable to Hurricane 


Further progress for Fireman’s Fund 
and its subsidiaries was recorded in 1960. 
In a preliminary statement to share- 
holders, President James F. Crafts re- 
ports an increase in operating earnings 
to $3.79 per share, as compared with 
$3.31 for 1959, 

While sales were up in 1960 and net 
premiums written increased to $260,595,- 
844, as compared with $258,/195,495 in the 
previous year, the increase in reserve for 
unearned premiums was not as substan- 
tial as that recorded in 1959. As a re- 
sult, earnings based on 3,750,000 shares 
outst inding and adjusted to include a 
35% equity in the unearned premium re- 
serve, but excluding realized gain or 
loss on sales of investments, amounted 
to $4.12 per share, as compared with 
$4.78 in 1959. Due to a tax loss carry- 
forward, no Federal income taxes were 
incurred during 1960 or 1959. 

Underwriting Loss Cut 

Other highlights of 1960 were the re- 
duction in net underwriting loss to 
$1,140,894, compared with $1,563,283 in 
1959 and a 9.7% increase in net invest- 
ment income to $15,339,014, from $13,- 
987,267 in the previous year, or $4.09 per 
share in 1960 as compared with $3.73 in 
the previous year. In 1960, underwriting 
ratios showed losses and loss expenses 
incurred to premiums earned of 62.6%, 
as compared with 60.0% in the previous 
year. Underwriting expenses and taxes 
incurred to premiums written were re- 
duced from 38.2% in 1959 to 37.3% in 
1960. 

Commenting on his complete report of 
the year’s operations which will soon be 
released to shareholders, President Crafts 
said: 

“Were it not for Hurricane Donna and 
the 11,500 claims it brought to the com- 
pany, an underwriting profit would have 
been recorded for the period. We are 
beginning to receive the benefits of in- 
creased rates on a number of classes of 
business and a leveling off in the infla- 
tionary trend has helped stabilize re- 
placement costs which are a vital part 
of property claims.” 

Mr. Crafts further stated he was confi- 
dent that 1961 would see further progress 
made in the company’s continuing efforts 
to realize improved profit ratios from 
underwriting operas. « 


Experts to View Outlook 
For Insurance Stocks 


The outlook for insurance stocks will 
be discussed before the New York So- 
ciety of Security Analysts on Tuesday 
afternoon, March 7, at its quarters at 15 
William Street by a panel of three speak- 
ers. They are Shelby Cullom Davis, head 
of the New York investment firm of that 
name; William Ridgway, Jr., president 
of Crum & Forster of New York, prop- 
erty insurance underwriting managers, 
and David G. Scott, first vice president 
and actuary of the Continental Assur- 
ance, Chicago. 


HOME F. & M. DIVIDEND 


The Home Fire and Marine Insurance 
of California, one of The Fund Insurance 
Companies, has declared a quarterly 
dividend of 40¢ a share, pee March 
15, to stock of record March 10. 





to meet needs, both known and hidden. 
Product knowledge and organization 
will not be enough. The quality of cre- 
ative selling depends on how much the 
salesman knows about the buyer and his 
problems. The prospect company’s posi- 
tion, profit trend, growth progress—the 
current and future key people in man- 
agement, their background and influence 
on the buying decision—the prospect’s 
product and markets, prices and competi- 
tion, the prospect’s product development. 


TWO HOME ADVANCEMENTS 


Johnson Elected Vice President and 
Secretary in Charge of Operating; 
Lewy Assistant Secretary 


Ralph Johnson, secretary of The Home 
Insurance Company, has been elected 
vice president and secretary in charge 
of the company’s operating division. 
Lester B. Lewy, administrative assistant 
in the executive department, is elected 
an assistant secretary of the company. 

Mr. Johnson, who joined The Home 
in 1933, later served as manager of auto- 
mobile department in Chicago. He was 
transferred to the head office in New 
York in 1952 and was subsequently as- 
signed to the operating division. Mr. 
Johnson was elected assistant secretary 
in 1958 and secretary in 1959, 

Mr. Lewy joined The Home’s eastern 
department in 1937. After finishing mil- 
itary service in 1945 he rejoined The 
Home as assistant examiner in the east- 
ern department where he subsequently 
was made examiner After serving in 
the company’s Albany, N. Y. and Water- 
ville, Me., offices, Mr. Lewy was trans- 
ferred to Portland, Me., where he became 
state agent. In 1959 Mr. Lewy returned 
to the company’s head office as admin- 
istrative assistant. 








8 "WANDA" 


Wohlreich & Anderson 
Ltd. 


55 JOHN STREET 
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UMBRELLA, 
ANYONE? 


Not for rain but for that horri- 
fying phrase, "That is not cov- 
ered." 


You can backstop a client's 
Liability Program with a contract 
which will fill all the gaps. 


CARE, CUSTODY, CONTROL 
OCCURRENCE "P.D." 
CONTRACTUAL 
SLANDER 

LIBEL 


Send me full information on “Um- 
brella Liability.” 
E-| 


Name ___ SP ncphctateanant 
Address anneal 


ae 


 ————e 


Mail to "WANDA" 
55 John Street, N. Y. C. 


“Wanda solves your problems” 
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Elected Vice President 
Of Bookstaver & Co., 


Inc. 





HAROLD E. CLARK 
B n J. Bookstaver, president of 
Bookstaver & Co., Inc., insurance bro- 
kers, 500 Fift] Avenue, New York, has 
announced the election of Harold E 
Clark as vice president 
Mr. Clark has been with the Book- 
stave rganization f several years 
following s 22 vears as a casualty 
ry h The Travelers 
ity, Mr. Clark will 
ilities of personnel 
ition to his control 
firm’s national and local 
SE gph genie ie 


hree chil 





rapid growth 
years has necessitated 
an expansion of facilities and personnel 
Mr. Bookstaver also announced the elec- 
ion of Mrs. Helen Roehr as assistant 

Tr he appointment of James 
unts supervisor 
Clark, Tucker and Mrs 
are all licensed insurance bri 





Tucker as assistant acc 
R ve} ir 
y»kers 


TOLEDO AGENTS ELECT 
t . ybert W. 


mreene as pre es 

ot oo Toledo, Oh 10, Associat i al 
announced. Ot] 

Paul B. Br first vice 

James F. Gilger, second vice 

and Howard W. Adkins, sec- 


retary and treasurer. Members of the 


f Insurance has been 
rs are 
president ; 


president, 





0ks, 





board of trustees are Floyd J. Dragen, 
chairman; Harry Hensen, Robert Fet- 
ters, Mr. Greene, Tom Thonston, Mr 

Mr. Gilger, Dean L. Sutton 








Leslie, Barry, Overman on 


New York Agents’ Program 
1961 annual 
York State As- 


Further details on the 
convention of the New 
sociation of Insurance Agents, to be 
held May 7-10 at the Hotel Svracuse 
in Syracuse are revealed by President 
Robert Douglass. Innovations this year 
include a Monday luncheon session in the 
Persian Terrace with no formal dinner 
Monday evening but instead a cabaret 
stvle dance with entertainment 
‘Monday morning there will be a local 
board forum. Monday afternoon, “Me 
Rating Plan” with William Leslie, Jr., 
general manager, National Bureau of 
Casaalty Underwriters, followed by John 
R. Barry, president of the Corroon & 
Reynolds Group, who will discuss rating 
raminhcations as 





laws and their various 
they pertain to the  tadustry. 

Tuesday morning — with a 
panel discussion on public liability pres- 


CPCU, 
manager 
Weghorn 
place 
system 


ented by the Rebates Chapter 
followed by Richard Weghorn, 
of the life department John C 
Agency, Inc., who will discuss the 
of life insuranec in the agency 
today 

Kenneth O. Smith, general 
New York Fire Insurance Rating 
ganization, will discuss changes and 
problems of the rating org: nization, and 
George Wright of Catsler Corporation 
will irance from the buyers 
viewpoint 

Tuesday afternoon there will be panel 
discussion “Spotlight—Albany” with rep- 
resentatives the Insurance Depart- 





manager, 
Or- 


speak on ins 


from 


ment, Motor Vehicle Bureau and As- 
signed Risk Plan. As a climax, Dr. 
Edwin S. Overman, Assistant Dean, 


American Institute for Property and 
Liability Underwriters, Inc., Philadelphia, 
will summarize current problems and 
future outlook of the agency system 
At the banquet Tue ins evening Pres- 


ident Porter El Dallas, CPCU, of the 
National Auanciation will install _the 
newly elected officers of the New York 


Association and also be 


Honor Marshall on Fifty 
Years Agent for Niagara 


Fred J. Marshall, local agent of East 
Aurora, N. Y., and long an expert on 
farm insurance in the Empire State, has 
been presented with a scroll to mark 
30 years’ representation of the Niagara 
Fire of the America Fore Loyalty Group. 
Presentation was made by Chauncey E. 
Smith, state agent for the company, and 
accompanied by a letter from Chairman 
J. Victor Herd, which said, “It is not 
often that I have the privilege of ex- 
tending congratulations to a Niagara Fire 
agent on the attainment of a half-cen- 
tury of representation of our organiza- 
tion. 

3ecause 


the chief speaker. 


50th anniversaries are com- 





Thorn and Sulier Named 


Excelsior Directors 





CRAIG THORN, JR. 


Two prominent insurance agents, Craig 
Thorn, Jr. of Hudson, N. Y., and C. W. 
Sulier of Lexington, Ky., were elected 
directors of the Excelsior Insurance Co. 
of New York during the annual meeting 
ot stockholders at the home office in 
Syracuse. Both have been serving as 
members of Excelsior’s advisory council, 
consisting of leading agents in many 
States. 

One of the 
country, Mr. 
ot the New 
Insurance 


best-known agents in the 
Thorn served as president 
York State Association of 
Agents in 1957 and 1958, and 
since 1959 has been the state national 
director from New York in the National 
Association of Insurance Agents. 

Mr. Sulier of Lexington is president 


of the Sulier Insurance Agency that 
dates back to 1875. It is one of the oldest 
and largest agencies in central Ken- 
tucky. A leading citizen of his com- 
munity, “C.W.” as he is known to his 
fellow ‘townsmen, is vice president and 
director of the Lexington Federal Sav- 
ings & Loan Association. He also takes 


a leading part in many civic affairs. 


Va. Agents Oppose Auto 
Merit Rate Plan of Cos. 


The automobile insurance committee of 
the Virginia Association of Insurance 
\gents has announced its disappointment 
in the safe driver insurance plan filed 
by the National Bureau of Casualty 





paratively rare 
ure that 
on this 
Guard, 
who 


it is with distinct pleas- 
I extend my best wishes to you 
‘double membership’ in our Old 
that ever-widening circle of those 
have represented companies of 


America Fore Insurance Group for 25, 
35, and in your case, 30 years. 
“Without the loyalty and support of 


through the years, 
thousands of other members of the Old 
Guard, our group would not have at- 
tained the oustanding position it holds 
in the insurance world today.” 

Mr. Marshall, together with his daugh- 


your agency and the 


ter, Mrs. Mildred Neal, and Mr. and 
Mrs. Jay F. Marshall, was entertained 
at a dinner party at Roycroft Inn by 


Mr. and Mrs. Smith. 
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Underwriters and the 
Rating Bureau. The 


Mutual Insurance 
committee met with 
National Bureau of Casualty Under- 
writers’ executives on February 16 and 
re-affirmed that the Virginia Association 
favors a plan that would reward those 
drivers who have accident free and 
conviction free records, but the com- 
mittee said that they are acutely disap- 
pointed in the Bureau Plan for two 
reasons: 

1. The plan provides for only 10% 
discount on rates for those drivers who 
are accident free for a period of three 


years. The committee feels that there 
should be 20% discount for those per- 
sons who have not contributed to the 


increasing loss ratios of the companies. 
The committee also feels that the 
sureau plan is based on unsound ground 
in that it only takes into account ac- 
cidents involving personal injury, or 
property damage in excess of $50. 
This, said the committee, overlooks the 
potential highway killer, the speeder and 


those who commit other moving traftic 
violations. The committee indicated that 
a person who has received numerous 


citations 
cident would be 


traffic without having an ac- 
eligible for the 10% 
discount while the housewife who is so 
unfortunate to have had a minor ac- 
(Continued on Page 29) 











Member of the New York City Insurance Agents Assn., 


DAVID C. WHITE AGENCY, INC. | 
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Royal-Globe Monthly, 
Quarterly Premium Plan 


SUITS CONVENIENCE OF BUYER 


Avoid Financing Arrangements; Includes 
Extra Premium Charge of $2.25 or 1.88 
Per $100 Annual Premium 


Seatth mr jent of Roval-Glob 
ke Smuth, president of NOyal-Giode 





m of a new plan permitting payment 


s on a monthly or 





juarterly basis. The plan will be known 

















as the “Red Shield Premium Payment 
al 
5 s ( yiew isurance 
‘ payments as such being 
g s é nvenience otf 
[ ser and a ls the “loan concep 
erlies mos ‘mium finance 
lans currently in use he Royal-Globe 
plan is logical extension of the exist- 
al installment premium approac] 
t ys endorsement which has 
ette lividing the adjusted annual 
im tallment premium 
2 parts arranging their 
monthly or qu 
ils, according to the election of 





See Appeal to Purchasers, Producers 


Companies beheve 


Ss p ac will have an 
ppe rs of imsurance as 
ell as since it corresponds 




















it filed and approved in other states 
so as to become available for country- 
wide use. The monthly plan includes an 
extra premium charge of $2.25 per $100 
of annual premium or annual installment, 
and on the quarterly plan the charge is 
$1.88 per $100. The producer’s com- 
mission is based on the full adjusted 
premium and becomes due at inception 
late and at each anniversary date there- 


The Royal-Globe plan is so arranged 
as to require the premiums to be paid 
up one month in advance at any pay- 
ment due date. In the normal case this 
allows time for the company to issue 
prior notice of concellation in the event 
of non-payment of any premium install- 
ment, with the result that the coverage 
is not impaired during the notice perio 
and continues to the end of the perioc 

which previous payment has beei 


+ 


made. 
Other Features of Plan 


Other features of the plan include 
the following: 

1. With few exceptions, all new and 
renewal policies written by the Royal 
Globe Insurance Companies, as well as 
future annual installments of ‘m poli 
cies, are eligible under the plan 
2. The producer will handle the mont! 
quarterly notice collection 





ly coupon or 
routines with the insured in the usual 
manner unless the producer requests the 








npany to do 5 j 
3. The mechanics of the plan are 
reared to simple coupon system fo1 
i nts and company-prepared 
‘terly payments, all o 
done in local accounting 





: , oe 
4. At each renewal policies will be 
handled in the same manner as when 


first brought int 





» the plan 





cancellations” which have been recog- 
1 rtcomings of the insurance 








business for some time 
6. An annual or term policy 
he annual premium is $100 or more 
An annual policy premium of less than 
$100 may be endorsed under the plan 
( t other policies wil 


it is indicated 
] all © 
l installmen: an 








, 
ve added at renewal 


hiversary n 





premium to $100 or 




















American Equitable Assurance Company 
of New York 


Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


New York Fire Insurance Company 
Incorporated 1832 


Corroon & Reynolds Group 


92 William Street, New York 38, N. Y. 


Tel.: WHitehall 4-7600 


























Continental Casualty’s 
Home Mortgage Cover 


WHEN OWNER IS UNEMPLOYED 


New Plan, Available in Illinois Only 
On Test Basis, Insures Buyers for 
Amounts of Monthly Payments 


The new plan announced by Con- 
tinental Casualty to insure home buyers 
for the amount of their monthly pay- 
ments in the event of loss of their jobs 
was called by Chicago mortgage bankers 
and home insurance agency specialists a 
stimulant to home selling prospects for 
1961 

“This will practically eliminate the 
delinquency on mortgage payments due 
to unemployment and therefore could 
possibly lower the cost of home loans 
in subdivisions thus insured,” said Robert 
H. Wilson, president of Percy Wilson 
Mortgage and Finance Corporation, one 
of Chicago’s largest residential loan firms. 

“If it is made available, we are certain 
t its success with home buyers and 
builders alike,” Mr. Wilson said. 

To Be Available in Illinois 

The insurance plan, expected to be 
available in Illinois only on a test basis 
about March 1, was developed by Con- 
tinental with the assistance of the Home 
Builders Association of Chicagoland and 
ts parent organization, the National As- 
sociation of Home Builders 

The policy provides that the home- 
mwwner’s monthly payments will be made 
by the insurance company after he is 


out of work through no fault of his 





) 
wn for 60 days. Payments will be made 
tor up to six months unemployment. 
‘miums set at 6% of the monthly 





tgage payment pack: 


age including 
yrinciple, interest, real estate taxes and 
fire insurance will be paid by the builder 
all the eligible buyers in 
division. The builder will elect to offer 
the policies for either one or two yeat 
during the test. The premium on a $100 








his sub 


monthly mortgage package payment 
would be about $72 a year payable at 
the outset. 

The test being conducted through the 
Home Builders Association of Chicago 
land will provide coverage for only 10,- 
000 home owners and is expected to be 
completely subscribed for by sales hungry 
builders within a week or two. 

President Don Dise of the association 
said that even the limited number of 
policies available will add between 3,000 
and 4,000 new home sales in 1961 ove: 
the 1960 production 

Roy Tuchbreiter, chairman of Con 
tinental which is underwriting the pla 
said, “The homemaker will be the one 
who will jump at this opportunity for 
security to be guaranteed in the new 
home. But actually, the plan may have 
more of a tonic effect on the seller 
than on the buyer.” 

An accident and health clause in the 
policy will go into effect after a 15 day 
Waiting period and pay the mortgage 
package for as long as five years of un- 
employment. 


New N. Y. Auto Ins. Bills 

Two bills seeking to amend the New 
York Insurance Law have been in 
roduced by Assemblyman Mark Lane, 
New York County Democrat. One would 
extend to fire and theft the insurance 
provision applying to motor liability in- 
surance, for the Insurance Superintend- 
ent to approve plan for assigned risk 
and for apportionment among insurers, 
such applicants who are unable to procure 
insurance through ordinary methods 

The second bill provides that any ap 
plicant for motor vehicles liability in 
surance under the assigned risk plan, 
hall be entitled to procure such in 
surance in such amounts and up 
limits as he shall specify, subject 
payment at the rates and maximum limits 
evailing in the area where the vehicle 
operated principally. Both bills have 
been referred to the Insurance Com 
mittee. 


to sucl 
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Reliance Groups Hits 
Record Highs in 1960 


LARGEST OPERATING PROFIT 





Underwriting Gain $1,258,452; Net Pre- 
miums Up 1.7%; Assets and Surplus 
At Record Figures 


Reliance Insurance Co. of Philadelphia 
1 its wholly-owned subsidiaries, Gen- 
al Casualty of Wisconsin, Hoosier Cas- 
and Eureka Insur- 
profit of 


lty, Indianapolis, 
nce Co., 
$1,258,452 in 


had an underwriting 
1960 


underwriting profit of 


as compared with an 
in 1959. 


$107,044 





KENNETH B. HATCH 


tment income reached an all-time 
$3,775,274, which represented a 


the previous year. The 
was $5,033,- 


rease over 





1lings pr it for the year 
6) $6.29 per share, which is the larg 
perating _— in the history of the 
any. This compares with an oper- 
x profit of $3,692,237 l, or $4.62 per 
re in 1959 
imbined net pret ni ums written in 1960 
e $72,140,005 highest in the history 
the companies. This represents an 
ase of 17% ver 1959. Loss and loss 
nent expense to earned premiums 
is 58.6% while incurred expense to 


was 39.8%, making a 
compared with last 
99 3% 
during the 


tien premiums 
tal of 984% as 
1 ‘s combined ratio of 
inearned premium reserve 
year decreased by $132,441. 
Hatch, president of Reli- 
stated that during the year the 
underwriting account had 
show the improvement which commenced 

1957 despite the fact that 
Donna adversely affected the underwrit- 
x result in excess of $1,000,000, or over 
$1.25 per share. There was a continuation 


Kenneth B. 


ance, 


ulverse experience in the automobile 
account in many sections of the country 
although on an over-all basis there was 


automobile line 


one 


, > aieetsaariaen: The 
is the most difficult 
xe a pront. 


Consolidated companies’ assets at the 
end of the year were $136,720,031 and the 
policyholders’ surplus was $53,034,511, 


h representing high 
tory of the companies. 





Jaeger Springfield Sec’y 


Deane S. 


ny at Tulsa, Okla. He attended Wichita 
Busieiees College and for 10 years Was 

pecial agent with the Rain and Hail 
Ins surance Bureau. Mr. Jaeger joined 

e Springfield in 1947 as special agent 
in Great Bend, Kan. He has also served 
as state agent, superintendent and man- 
ager of the company’s Wichita service 
Office, 


continued to 


Hurricane 


in which to 


points in the his- 


Jaeger has been elected sec- 
ry of the Springfield Insurance Com- 


Barry Opposes Removal 
Of “Prior Approval” Rule 


Removal of “prior approval” of fire 
and casualty rates would mark the begin- 
ning of the end of effective regulation 
of insurance, according to John R. Barry, 
president of the companies of the Cor- 
roon & Reynolds Group. Mr. Barry made 
this declaration in a prepared statement 
submitted to the National Association 
of Insurance Commissioners subcom- 
mittee to review fire and casualty rating 
laws and regulations at its meeting in 
Chicago, February 9-10. The Barry state- 


ment was presented by Hugh Garland, 
of Corroon and Reynolds. 

Mr. Barry warned the commissioners 
that if they abandon prior approval, 
“then there is no actual regulation of 
rates by affirmative action of the states 
On the contrary, such abandonment 
would represent ‘admission on the part 
of supervisory authorities that they are 
either unable or unwilling to conduct 
actual regulation of rates. 

“Developments in the past,” said Mr. 
Barry, “indicate the necessity for a 
definite set of standards, clearly defined, 
to be followed in rate making. Such 
standards together with requirements 


Page 27 
for prior approval, or disapproval, and 
a written statement for the reasons 


therefor, would very quickly put the in- 
Surance business in a — equally 
favorable to that enjoyed by the utilities, 
and we urge that the subcommittee do 
everything possible to encourage suc! 
a development.” 

NORTHERN DIVIDEND 
_Directors of the Northern Insurance 
Co. of New York, at their annual meet- 
ing February 16 declared a quarterly 
dividend of 37!%4¢ per share on the com- 
mon stock of the company, payable May 
16 to stockholders of record May 1 
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NOW your figures can be processed more efficiently and economically than by 
any other method at the mew R & S COMPUTER CENTER. 
A large scale COMPUTER and punched card facilities have been combined 


in an entirely new concept, utilizing the best of both in producing 


and better information faster. 

Proven by intensive use, this unbeatable combination integrates with your 
present methods, requires no change in internal systems, increase in personnel, 
or investment in additional equipment. MOST IMPORTANT, you get more 
and better information faster. 

This new, combined service is so flexible, any way you choose to use it, it 
works out to YOUR ADVANTAGE. You and your staff are invited to visit 
the CENTER by appointment, to see the actual operation. Or, write Dept. E 


for our folder, 


NATION-WIDE SERVICE 


“Costs vs Benefits.” 





more 


RECORDING & STATISTICAL CORPORATION 


COMPUTER CENTER e 


PUNCHED CARD DIVISION 


100 SIXTH AVENUE ¢ NEW YORK 13, N.Y. ¢ WOrth 6-2700 
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Excelsior Has Gains In 
Underwriting, Earnings 

ASSETS, SURPLUS AT NEW HIGHS 

30% Increase in Net Peahens Written 


In 1960: Chairman Stott, Pres. 
Witmeyer Report 





\ bit ss and expense ratio of 

xactly 90% d 1960 was reported 

stock] rs of Excelsior Insurance 

New York their annual meet- 

Q Syracuse, N. Y. by Chairman of 

e Board John C. Stott of Norwich, 
N “= Yi Preside ‘orrest 

\Witmeye This co ires with combined 

ss 1 expense s G4 5% in 





JOHN C. STOTT 
Chairman 


rage underwriting results 





The ratio of losses and loss expense 
) premiums earned was 48.9%, 
vhile expense incurred to net premiums 


o. These figures compare 





42.7% respectively dur- 
a igs t $286,783 or $1 59 
r ederal income tax were 
so announce nparing with $204,318 
r $1.13 a share 1959 $176,602 
98 cents a share 958 
Othe 1eV ghs eported are an 1 
ase of 4.5% $4.171,456 in net assets 
1.4% $1,861,971 in unearned pre- 
seri 6.3¢ $1,897,429 in 
lers’ s pius, 11.6% to $3, 
57 ) eross premiums written, and 
ease 30% to $1,946,881 in net 
ms W e1 Earn premiums 
C A).O6 $1,756,008 
ations during 1960 duced a 
\ ‘ if $98,660 
vith $60,247 in 1959, net invest 








best. 











| PRITCHARD AND BAIRD 


REINSURANCE 
Consultants and 


Fully prepared through long experience to serve 


intelligently those Underwriters who demand the 


“WE ARE WHAT WE DO" 


123 William Street, New York 38, N. Y. 
WOrth 4-198! 


FORREST H. WITMEYER 


President 


ment return $112,170, and increased 
equity in unearned premium reserve of 
$75,953 versus $17,839 during 1959. Stock- 
holders’ equity increased 74 cents per 
share to $14.76 on 180,115 shares out- 
standing. 

The ratio of losses and loss expense 
incurred to net premiums earned on 
fire coverage was 49.1% on extended 
coverage 50.8% on automobile physical 
damage 54.5%, on inland marine 49.4% 
and on homeowners 44.5%. Most of 
Excelsiors nearly 1,000 agerfts are also 
stockholders of the company, and 16 of 
21 directors are agents from i 


States. 


various 


C. W. Soderstrom Dies 


Charles W. Soderstrom, 76, who was 
manager of the Illinois Inspection Bureau 
for 18 years, died February 14 in Chicago. 
Mr. Soderstrom was born in Sweden on 
November 1, 1884. He served as super- 
visor of rates with both the Minnesota 
and Oklahoma Insurance Departments 
before joining the bureau in 1920. He was 
appointed manager in 1933 and retired 
in 1951. He was president of the Bureau 
Managers Conference in 1944-45. 

Surviving are three sons, two of whom 
are in insurance. Carl is vice president 
of Alexander and Co., Chicago, and 
William holds an executive position with 
the American Insurance Group in Ne- 
wark 


WALCK AETNA SPECIAL IN PA. 
Appointment of James H. Walck as 
special agent for the Harrisburg, Pa., 
territory has been announced by the 
\etna Insurance Co. Mr. Walck is a na- 
tive of central Pennsylvania and a grad- 
iate of Pennsylvania State College. Prior 
to joining the Aetna, he was special 
agent with another stock company 
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Security Reports 1960 
Earnings $5.07 a Share 


Security-Connecticut Insurance Group 
had adjusted operating earnings for 1960 
$5.07 per share it is reported by E 
iyton Gengras, president. This com- 
pares with $4.28 for the previous year. 
Both figures are after-tax earnings. The 
combined loss and expense ratio for 
1960 was 95.6% 

Mr. Gengras stated, “in view of the 
storms which plagued the industry during 
1960, we were gratified in achieving 
these per-share earnings. 

“The Founders Insurance Co., acquired 
in January of last year, is now operating 
at a profit. T Security-Connecticut 
Life Insurance Co. made great strides 
during 1960, as well.” 

The 1960 Security annual report will 
be mailed to stockholders shortly, and 
will contain complete data on under- 
writing and investment income. 
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Great American Forms 
Caribbean Department 


Great American Insurance Co., has 
purchased the managing general agency, 
Compania Carrion, Inc., of Puerto Rico 
Jose B. Carrion, who has been the senio: 
officer of the firm, was elected vice 
president and his son, Jose B. Carrion, 
Jr., secretary of Great American. 

The former general agency becomes 
the Caribbean department of the com 
pany under the direction of Vice Pres- 
ident Carrion. All the existing personnel 
of the organization will be continued as 
Great American employes. The staff w'll 
be expanded as required to provide 
maximum service facilities to agents, 
brokers and the insuring public. 

In commenting on the company’s new 
department, Chairman and President W 
E. Newcomb said “this move reflects our 
confidence in the strength and growt! 
of the Puerto Rican economy. Further, 
it is evidence of our highly satisfactory 
relationship with the Carrion firm ex 
tending for nearly a half century.” 
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America Fore Loyalty 


(Continued from Page 1) 


of two stock dividends and a stock split, 
the December increase in dividend was 
the seventh increase paid to Continental 
shareowners since 1950. Cash dividends 
have been paid by the company every 
year without interruption since 1853. 
Underwriting Results 

In the report to stockholders Mr. Herd 
reviewed underwriting results as follows: 

“Fire losses in the United States last 
year were the highest dollar amount in 
the nation’s history and for the fourth 
consecutive year they exceeded $1 bil- 
lion. However, it is significant that while 
total annual losses are increasing, the 
ratio of such losses to the total insurable 
value of property continues to shrink 
progressively from year to year. 

“Numerous tornadoes and hail storms 
experienced in the midwest and south- 
west in 1960, climaxed by Hurricane 
Donna which swept up the east coast in 
September, produced an unsatisfactory 
extended coverage loss ratio for the year. 
Donna alone resulted in more than 42,- 
000 windstorm claims made upon our 
companies. Several other classes of busi- 
ness were also affected. 

“The problem of providing automobile 
liability insurance, without unduly pen- 
alizing the whole underwriting account, 
continues to receive our close attention. 
Premium rate increases coupled with a 
steady reduction of our exposure, espe- 
cially in the large urban centers, tend 
toward improved 1961 results. While 
New York State automobile premium 
rate levels remained constant in 1960, ap- 
proval of an increase effective March 1, 
1961, has been received from the reg- 
ulatory authorities. During 1960, we had 
a wider acceptance by our producers of 
the new Incentive Automobile Program 
first mentioned in last year’s annual re- 
port. We are encouraged by the results 
produced under this poe which is 
now in use in 29 states and the District 
Columbia. Approvals in nine addi- 
tional states are expected shortly. 

Air Travel Insurance 

“On April 1, 1960, the Fidelity and 
Casualty of New York, a wholly-owned 
subsidiary of the Continental, assumed 
direct responsibility for the writing of 
air travel insurance sold through ma- 
chines and counters at airports and as- 
sociated facilities located in the United 
States, Canada and Puerto Rico. Since 
1938 this operation has been conducted 
by Associated Aviation Underwriters, a 
syndicate of companies through which 
our organization continues to participate 
in general aviation underwriting. 

“During the year we have accumulated 
additional experience with special prop- 
erty insurance rate filings. While we 
have proceeded cautiously in this area 
in the face of mounting price competi- 
tion, the prospects are favorable. 


‘The over-all loss ratio on the total 
volume of business, excluding the catas- 
trophes previously mentioned, continues 
to improve. However, the experience of 
a few classes remains unfavorable and 


stubborn of solution. Of particular con- 
cern has been the continuing deteriora- 
tion of the experience under workmen’s 
compensation. However, 1960 rate in- 
creases, not fully reflected in earned pre- 
miums ‘reported herein, augur improved 
results as to this class during 1961. 
Increase in Crime 

“Dishonesty, forgery, burglary and 
robbery coverages have felt the impact of 
an increasing incidence of crime in the 
United States. Since underwriting rem- 
edies and loss prevention methods have 
not been sufficiently effective to counter- 
act the trend, higher premium rates are 
in prospect. 

“The usually profitable surety opera- 
tions dev veloped a substantial underwrit- 
ing loss in 1960. Severe competition and 
rising costs in the building construction 
industry contributed to an abnormal 
number of failures among contractors 
for whom statutory performance bonds 
were written. The trend in the last six 
months of 1960 suggests underwriting 
betterment in this line during 1961. 

“The Fidelity and Casualty Co. has 





J. VICTOR HERD 


Continental Chairman 


written boiler and machinery insurance 
on a profitable basis for many years. 
The Loyalty companies engaged in this 
class during 1960 for the first time. The 
volume of new business exceeded ex- 
pectations and as facilities for handling 
this — of business are made available 
to the Group agency plant countrywide 
during 1961, underwriting results should 
respond accordingly.” 

Loss ratios on various lines of under- 
writing in 1960, on an earned premium 
basis, were as follows: fire and allied 
lines, 51.5%; multiple peril, 60.2%; ocean 
marine, 52.7%; inland marine, 51.4%; ac- 

55.5 automobile, 


cident and health, 55.5% 
62.2%; other liability, 44.5%; workmen's 


compensation, 74.1%; fidelity and surety, 
53.7%. The overall loss ratio was 56.8% 
against 56.1% in 1959. 

With respect to the Niagara Insur- 
ance Co. (Bermuda) Limited Mr. Herd 
said: “The first year of operation of this 


has demonstrated the 
employing an _ offshore 
facility for worldwide reinsurance. A 
number of foreign accounts have been 
booked with current prospects for addi- 
tional business.” 


new company 
desirability of 


Figures of Companies in Group 
On an individual basis the assets and 
policyholders’ surpluses of companies in 


the America Fore Loyalty Group are 
given respectively, as follows: 
Continental, $1,062,640,634 and $801,- 


Firemen’s of Newark, $249,501,- 
877. and $88,063,241; Fidelity-Phenix, 
$84,345,710 and $27,147,886; Niagara Fire, 
$270,025,215 and $182,956,696 ; Fidelity and 
Casualty, $263,306,079 and $97,511,772 
National Ben Franklin, $20,971,934 and 
$8,821,837: Milwaukee Insurance Co., 
$60,352,608 and $19,833,252; Commercial, 
$54,656,748 and $14,154,467; Yorkshire, 
$20,104,163 and $4,622,918; ey yard Fire 
& M: irine, $8,442,011 and $3,397,299. 


115,332; 


Of Badan F. & M., Dies 


Milton D. Ebner, president of the 
Dubuque Fire & Marine of Dubuque, 
Iowa, since 1952, and a director of the 


Manhattan Casuz alty Co., died February 
10. He joined the Dubuque i in April, 1947, 
as vice preesident and comptroller. He 
advanced to vice president and secretary 
and became executive vice preesident in 
December, 1951. 

Mr. Ebner entered insurance in 1927 
as an examiner for the Illinois Insur- 
ance Department. Eight years later he 
became the manager of the Builders and 
Manufacturers Casualty Co. of Chicago. 
In 1938 he joined the firm of Chase Con- 
over & Co, of Chicago as an insurance 
consultant and served in that capacity 
for nine years, with the exception of two 
years as an officer in the Navy during 
World War II. 

He was born February 24, 1904 at 
Tonica, Ill., and educated at the Uni- 











Page 29 


INA Backs Kefauver Bill in D. of és 


Deficiencies in 


existing state regula- 
tory laws affecting fire and casualty rat- 
ing and filing procedures are stifling 
free competition on the domestic scene 
and placing American insurers at dis- 


advantageous odds with 
competitors, charged W. Perry Epes, as- 
sociate counsel, Insurance Company of 
North America, in a recent statement 
before the Subcommittee to Review Fire 
and Casualty Rating Laws and Regula- 
tions of the National Association of In- 
surance Commissioners. Mr. Epes called 
attention to “many unnecessary and 
cumbersome delays and controls now be- 
setting independent insurance companies 
when introducing new coverages and at- 
tendant rates to policyholders.” 

One such problem, he said, arises from 
what is known as the “prior approval” 
type of law. The prior approval law, said 
the INA spokesman, tends to eliminate 
free competition in that rates become 
subject to strict control, thus stifling 
many cost-reducing opportunities avail- 
able to companies. Under such a system, 
the resultant effect is that the insurance 
buying public is denied the possibilities 
of lower, independent company rates for 
their insurance needs. 

There are a number of possible solu- 
tions, Mr. Epes stated, which would serve 
both the interests of the policyholder 
and of the state as well: 

“1. Adoption of the California 


their foreign 


type 


bill which provides for no filing and no 
prior approval, yet allows review of rates 
at the discretion of the Insurance Com- 
missioner and prohibits companies from 
setting uniform non-competitive rates. 
Under this law, the principal regulating 
force is competition, supplemented by the 
Commissioner’s powers of examination. 
“2. The Kefauver Bill. Introduced by 
Senator Kefauver in the U. S. Senate 
last month, the bill embodies the prin- 
ciple of immediate effectiveness, to- 
gether with the same type of non-ad- 
herence provisions present in the Cali- 
fornia law. Again. competition is the 
regulator of rate levels. And, like the 
California law, it also —— state in- 
surance commissioners with full author- 
ity to review rates which are in use. 
“While we feel that any filing require- 
ment is unnecessary and undesirable,” re- 
vealed the INA official, “the Kefauver 
Bill does remove one of the worse fea- 


tures of most present day filing pro- 
visions—namely, prior approval. Accord- 
ingly, it is our recommendation that the 


Kefauver Bill be adopted as the model to 
be recommended by the NAIC for en- 
actment in the various states,” he added 

An important effect of allowing com- 
panies to set competitive rates and to by- 
_ lengthy waiting periods, would be 
to put Ame rican insurance compani es on 
an equi ul basis with unlicensed foreign 
or “non-admitted” insurers, asserted Mr. 
Epes. 





Inland Marine Head of 
Loyalty Group Companies 


JAMES 


James T. Kelley has been appointed 
to head the inland marine department of 
Loyalty Group companies at Newark 
with the title of assistant secretary. He 
assumes the position heretofore held by 
Vice President P. Thomson, who re- 
cently retired on account of ill health. 

Mr. Kelley started his insurance 
career in 1948 with Appleton & Cox, 
shortly after release from military serv- 
ice. He joined the America Fore com- 
panies in 1952 as an inland marine spe- 
cial agent at Boston and went to the 
home office in New York City the fol- 
lowing year. 

In 1955 he was assigned to America 
Fore’s Western department at Chicago 
as superintendent of the inland marine 
department and returned to the group’s 
home office in 1959. Mr. Kelley is a 
graduate of Dartmouth College. During 
World War II he served in the U. S. 
Navy from 1942 to 1946 and participated 
in the North African invasion. 


KELLEY 





versity of Illinois. Mr. Ebner is_ sur- 
vived by his wife, Aderine Lang Ebner, 
and a daughter, Cassandra. 


J. W. Sargent Now V. P. of 


Transatlantic Reinsurance Co. 
Joseph W. Sargent, well known fire in- 
surance executive with a background of 


36 years in the business, has joined the 
Transatlantic Reinsurance Co. at 70 Pine 
Street, New York, as vice president. This 
company, a multiple line writer, has 


world-wide facilities. 


Crum & Forster 


(Continued from Page 22) 


The net increase in the reserves for un- 
earned premiums, losses, taxes, etc., was 
$3,375,629 Surplus to policyhol lers was 
$50,238,277, an increase of $1,545,577. a 
the surplus to policyholders, $1,344,2 
was carried as a contingency reserve “ 
the difference between values carried in 
assets and the values based on December 
31, 1960, market quotations. Of the total 
assets, cash and bonds alone were ap- 
proximately 102% of all liabilities. 
Net premiums written in 1960 amounted 
to $34,099,173, an increase of $2,703,307, 
or 861%. The ratio of losses and loss 
expenses incurred to premiums earned 
was 59.26% as compared with 57.65% in 
1959. The ratio of expenses and taxes 
incurred (excluding federal income taxes) 
to net premiums written was 40.61% as 
compared with 40.49% in 1959 
After increasing the reserve for 
earned premiums $1,360,667, the under- 
writing loss was $511,197 as compared 
with a gain of $153,855 in 1959. Net in- 
vestment income earned, before Federal 
income taxes, was $2,553,527, an increase 


un- 


of $168,072. After Federal income taxes 
incurred of $205,207, net income from 


operations for the year was $1,868,127 as 
compared with $2,052,009 in 1959. 


Virginia inia Agents 
(Continued from Page 24) 
cident within a 





three year period would 
be subject to a 10% surcharge on her 
auto insurance rates. 

A hearing on the proposed measure 
will be held before the State Corpora- 
tion Commission on February 27 and 2 
and March 1. Members of the VAIA 
auto insurance committee include: Reg- 
inald M. Wood, president, Securities 
ets Corporation, Roanoke, chair- 
man; K. Uhler, Annandale Associates, 
Pek John G. Goodwin, secretary, 
J. V. Arthur, Inc., Winchester 
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Four Promotions by 
Sterling Offices 


WRIGHT AND EYRE ARE V.P.s 


Graseck Assistant Vice President and 
Brownell Assistant Secretary of 
New York Office 


Willemsen, president, an- 
the New 
of Sterling Offices, 
and William H 


vice presi- 


Paul R 
nounces four promotions in 
York executive 
Ltd. William T 


been 


staff 
Wright 
have appointed 
dents, Robert \ 


president and Hollis L. Bre 


Eyre 
Graseck assistant vice 


mwwnell as- 


sistal secretary 

Mr. Evre is a graduate of St. George’s 
Sx 1, Newp R. I, and Williams 
College He attended the Insurance 
So y of New York from 1947 to 1957 

1 served as a memer of the faculty 
for two years. He received the CPCU 
designation in 1954. After joining John- 
son & Higgings in 1947, Mr. Eyre went 
to Sterling Offices in 1954. He was ap- 
pointed assistant secretary in 1956, and 
ssistant vice president in 1959. He is a 
membe the Phi Sigma Kappa Fra- 
ternity, St Nicholas Society of New 
York, Insurance Brokers Association of 








New York, and the John Street Club. 
Mr. Wright, a native of Montreal, 
Canada, started his insurance career with 
the Guarantee Company of North Amer 
ica in Montreal in 1937. During World 
War Il he served with the 17th Duke 
of York Royal Canadian Hussars and 
the Royal Canadian Air Force. After 
lischarge, he served with the U.S.F. & G 
is fidelitv surety superintendent in its 
Eastern Canadian office. In 1947 he re- 
irned to the Guarantee Company, be 
ming assist manager in New York 
its | S nsurance branch, and 
moted to associate manager in 1955 


Mr. Wright 





1957 as i 
Reinsurance manager of the 
Company of No America. He is a 


member of the Casualty and Surety Club 


~ New York and the Lawyers Club 
Graseck and Brownell 
Mr. Grase a graduate of Brooklyn 
Technical High School and received a 
B.B.A.. magna cum laude from Pace 
College. He started his insurance career 
1938 with Chubb & Son, joining 


Sterling Offices in 1954. He was appointed 
istant secretary in 1956. Mr. Graseck 
vice president of Constella- 
tion Insurance Co., branch secretary of 
the Guarantee Company of North Amer- 
ica, and i branch secretary of 
Nordisk Reinsurance Co. He is a member 
r : f Insurance Accountants 
Accounting 





assistant 


the Society of 
he Ir and 





I n rance 
Statistical Association 
srownell was educated at the 
f Virginia and Boston Uni- 
joined a general 
rtown, N. Y. After World 
srownell served with the 
National Grange Group as dis- 
production manager in northern 
New York. and later in southern New 
England. He joined the American Stand- 
ard Insurance Co. in Denver, as vice 
president in fire underwriting 
and claims in 1955. In 1957 he joined 
Sterling Offices as manager of its facul- 
department. He is a member of 


of New York 





Pee rless 


trict pr 


charge ot 


tative 
the Reinsurance Club 


New Bills in Albany 

New York State, Senator Henry A 
Wise, Republican of Jefferson, Lewis and 
Oswego Counties, has sponsored two bills 
in Albany both of which seek to amend 
the Insurance Law. One bill would in- 
crease the maximum amount which an 
insurance corporation, confining its busi- 
ness to re-insurance, may assume on any 
single risk, from the present maximum 
of $21,000 to $35,000 based on accumulated 
loss and expense 


reserve of at least 


$145,000 instead of $75,000. 

The other bill would reduce from $100,- 
000 to $25,000, the minimum special 
contingent surplus which assessment cor- 
poration must have and maintain. 

Senator William F. Condon has in- 
troduced a bill which provides that af- 
filiated and subsidiary corporations shall 
not include conditional vendors or their 
assignees, in the provisions of the Insur- 
ance Law relating to restrictions on real 
estate agents and brokers receiving 
commissions on their own property or 
risks, or rebates from premiums thereon. 

These bills have been referred to the 
Insurance Committee. 


“GREAT DAY!" 





Pictures to be Available 
With Retail Credit Reports 


Pictures with fire and other property 
reports offered by Retail Credit Co. will 
be available throughout the company’s 
full-time organization beginning March 
1. Company officials say this new market- 
ing venture comes after over a year of 
research and study in six selected states 
and will probably add a number of new 
services to those already offered by 
Retail Credit Company. 

Although confined, at this writing, to 


“ONE STOP!” 





property inspection services, L. R. Sams, 
vice president and sales manager, said 
the new dimension of a picture and first- 
hand observation could introduce an 
entire new concept to investigate tech- 
niques. 

The company has branch and _ sub- 
offices in over 1,440 cities of the United 
States and Canada. This new service 
will be available from all of these loca 
tions. Cost of the services will be 65¢ 
per picture in the U. S., plus the cost 
of the report ordered and 75¢ per pic 
ture in Canada. Polaroid 


service, 


Sell Atina’s NEW Paycheck Protection Plan. 


One Stop Selling with AZtna’s brand new Paycheck Protection Plan 
gives you multiple sales of A & H accounts... . like plucking new busi- 
ness off a shelf. You sell the boss. He helps you sell the employees. 
Stop at one place of business and check out with 5, 10, 50, 200 new 
accounts! m Each policy is individualized. Each person selects the 
Accident & Sickness benefits he needs at an especially attractive price 
and the premiums are paid through payroll deductions. = A‘tna gives 
you terrific sales tools covering every step of the way. And you get 
home at night with a briefcase full of new individual accounts. 


ALTNA INSURANCE COMPANY + 55 ELM STREET + HARTFORD, CONN. 


Please send me more information about 
the new Paycheck Protection Plan. 


NAME 





ADDRESS. 











Proven Symbols of 
Professional Service 


cameras are 
being utilized to provide standard time 
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National Cargo Bureau Entering 


Cargo Gear Inspection, Certification 


The National Cargo Bureau in New 
York announces expansion of its activ- 
ities in the field of marine inspection and 
surveys to include cargo gear inspection 
and certification, as currently being con- 
ducted by the International Cargo Gear 
Bureau. 

This development results from studies 
conducted by the boards of directors of 
both the International Cargo Gear Bu- 
reau and the National Cargo Bureau. 
These studies resulted each bureau's 
board of directors concluding that the 
best interests of the industry would be 
served by consolidation of cargo gear 
inspection and certification activities with 
cargo stowage certification activities as 
were currently being carried out by the 
National Cargo Bureau, Inc. 

In July, 1957, the steamship industry 
established the International Cargo Gear 
Bureau as a non-profit organization to 
provide an effective organization qual- 
ified to certificate cargo gear installed 
aboard ocean-going vessels as a means 
of achieving a greater degree of satety 
in dock work and to provide a survey 
and certification service to those ship 
operators requiring such service intended 
to facilitate their compliance with those 
standards for safety in dock work as set 
forth by the International Labor Organ- 
ization Convention No. 32 and the na- 
tional regulations of numerous foreign 
countries at whose ports ships call and, 
therefore, are obliged to meet local re- 
quirements 


Certificates Widely Accepted 


The maritime nations of the world have 
been accepting, without question, certifi- 
cates issued by the International Cargo 
Gear Bureau as prima facie evidence as 
to the safety of the cargo gear on those 
vessels calling at their ports. 

This entry of the National Cargo Bu- 
reau into cargo gear inspection and certi- 
fication activities is being brought about 
with the assistance and cooperation of 
the International Cargo Gear Bureau. 

William J. Burke, Jr., executive vice 
president and director of operations of 
the Internation: il Cargo Gear Bureau, is 
rendering full cooperation to the Na- 
tional Cargo Bureau towards assuring an 
orderly transition. As the National Cargo 
Bureau establishes the routine of its 
activity in the cargo gear inspection and 
certification field it is planned that the 
International Cargo Gear Bureau will 
withdraw and conclude its affairs as its 
purpose will be considered by its di- 
rectors to have been accomplished by 
reason of the National Cargo Bureau's 
assumption of the cargo gear inspec ction 
and certification activity for which the 
International Cargo Gear Bureau was 
formed. 

The International Cargo Gear Bureau 
plans, as rquested by subscribers of its 
services, to turn over to the National 
Cargo Bureau the certification files ap- 
— to the individual shipowner’s 
fleets. 


Larger Organization Needed 


A singular consideration in the Inter- 
national Cargo Gear Bureau’s board of 
directors decision to implement this 
transition of its activity to the National 
; —— Bureau was their appreciation that 

the detailed technical back-up involved 
in safety certification today, and without 
doubt more so in the future, required 





the auspices of a larger, better equipped 
organization. This the National Cargo 
Bureau can provide. 

National Cargo Bureau, Inc., a non- 
profit membership organization, has been 
officially accredited by the U. S. Coast 
Guard and the U. S. Department of 
Labor to certify tests, inspections and 
examinations of ships’ cargo handling 
gear on all vessels including public ves- 
sels as required by current regulations. 
National Cargo Bureau’s cargo gear serv- 
ices will become available to the industry 
on or about March 

National Cargo Bureau was_ incor- 
porated on May 15, 1952, under the laws 
of the State of New York for the pur- 
poses of providing a private agency to 
formulate recommendations to the gov- 
ernment as to regulations to be pro- 
mulgated on the safe stowage of danger- 
ous goods and other cargoes and the 
cargo handling gear used in connection 
therewith; to be the medium in the 
United States to work at industry level 
to achieve national and _ international 
uniformity of safety standards and reg- 
ulations and to remove obstacles that 
result from lack of uniformity for the 
stowage of cargo; to be a central in- 
formation agency to specialize in mobil- 
izing data on commodities offered for 
water transportation; to offer competent 
and efficient cargo loading inspection 
service and an inspection service of cargo 
handling gear used in connection with 
such loading. 


Services Over 100 Years Old 


The National Cargo Bureau is a con- 
tinuation of the “Bureau of Inspection” 
services of The Board of Underwriters 
of New York and the Board of Marine 
Underwriters of San Francisco whose 
functions were absorbed by NCB in 
1952. These services are over 100 years 
old. 

Certifications of ships’ cargo handling 
gear ee be carried out in compliance 
with U. S. Coast Guard Regulations, 46 
CFR Part 31, 46 CFR Part 71 and 46 
CFR Part 91, and International Labor 
Organization Convention No. 32, and in 
accordance with U. S. Department of 
Labor Regulations issued pursuant to 
Public Law 85-742 (Title 29—labor—Part 
9, Sec. 9.12). 

The bureau has issued a schedule of 
fees and an informative Guide to Certifi- 

cation of Tests and Examination of 
Ges Gear which contains examples of 
some of the requirements and diagrams 
showing typical cargo handling arrange- 
ments and loose gear. Copies may be 
had upon request to the bureau at 99 
John Street, New York 38, New York. 

This new "activity which is being un- 
dertaken by National Cargo Bureau will 
be under the hand of Captain H. J. 
Parker, vice president and chief sur- 
veyor of the bureau. National Cargo Bu- 
reau has service facilities at 41 ports in 
the United States. 

The International Cargo Gear Bureau, 
which has been recognized by 
the U. S. Coast Guard and_ the 
U. S. Department of Labor, as well as 
by over 30 nations throughout the world, 
has been conducting cargo handling gear 
inspection for some time. However, the 
International Cargo Gear Bureau has 
agreed to offer to National Cargo Bu- 
reau the benefit of their experience in 
this field, and by mutual consent, the 
services now provided by International 
Cargo Gear Bureau will be performed by 
National Cargo Bureau in the near future 
at the request and for the convenience of 
the industry. 





New Draft for Liability Convention 


On Losses Caused by Nuclear Ships 


Revised proposals for an international 
third-party liability convention govern- 
ing losses caused by nuclear-powered 
ships has been drafted by a panel of ex- 
perts set up by the International Atomic 
Energy Agency. This draft is based upon 
a convention developed two years ago 
by the Comite Maritime Internationale at 
a conference in Rijeka, Yugoslavia. 

The new draft will be considered by 
a full-scale diplomatic conference of all 
major maritime nations, to be held in 
3russels from April 17 through 30, under 
the joint sponsorship of the IAEA and 
the Government of Belgium. It is now 
being studied by a special interdepart- 
mental committee of U. S. Government 
officials. Chairman of the committee is 
Vice Admiral Ralph E. Wilson, Maritime 
Administrator. 

As proposed by the IAEA panel, the 
convention would cover “nuclear damage” 
—death, personal injury or property loss 
—caused by a nuclear-powered ship op- 
erated privately or by a government. The 
panel split over the question of inclusion 
of warships which were included in the 
original Rijeka draft convention. 

The proposed IAEA convention would 
make a_ ship operator “solely and ab- 
solutely liable” for nuclear damage 
caused by his ship. However, his liabil- 
ity would be limited to an amount not 
yet determined. The issue of the amount 


American Names Marsh 


Los Angeles Marine Mgr. 


William L. Marsh has been promoted 
to marine manager at the Los Angeles 
branch of the American Insurance Group, 
it has been announced by Resident Vice 
President Charles H. Thompson. Mr. 
Marsh began his insurance career in 
1947, as a marine underwriter with Swett 
and Crawford in Los Angeles. Six years 
later he joined the staff of the Amer- 
ican in that™city as a marine supervisor, 
the position he has held until his present 
promotion. 

Mr. Marsh was born in Cleveland, and 
attended Alma College in Michigan. He 
is a member of the Marine Underwriters’ 
Association of Southern California. 


Salvage Assn. Booklet 
Cited by Printers Assn. 


A 20-page booklet outlining the serv- 
ices of The United States Salvage Asso- 
ciation, Inc. was recently chosen by the 
New York Employing Printers Associa- 
tion, Inc. from among thousands of 
entries as being “outstanding in its own 
category.” The booklet was hung at the 
Hotel Commodore during Printing Week, 
January 16-19. 

In commenting on the USSA booklet, 
Don H. Taylor, president of the Printers 
Association, said in a letter to J. Paul 
Thompson, president of USSA: “Selec- 
tion of your booklet for hanging means 
that it was chosen by an eminent board 
of judges as outstanding in its own 

category from among the thousands of 
entries submitted for consideration. 
These thousands of entries had been 
nominated by printers throughout the 
New York metropolitan area as repre- 
senting the best of | their production 
during the year 1 

Illustrating the ean winning booklet 
are line drawings of various vessels: from 
a sketch of an atomic ship, the NS Savan- 
nah, to a rendering of an old-time sailing 
ship. The cover of the booklet features 
a dramatic photo of a turbulent sea. 

The booklet details the various ac- 
tivities of United States Salvage Asso- 
ciation, outlining its history, and explain- 
ing some of the association’s related 
services to its worldwide clientele. 


of limitation of liability was left un- 
settled by the drafters in the belief that 
this matter should be worked out at the 
governmental level. 

Nuclear ship operators, under both the 

Rijeka and IAEA draft conventions, 
would be required to maintain insurance 
or other financial security covering their 
liability, under conditions and in amounts 
to be determined by the nation licensing 
the ship. 
_ But the two drafts differ on the ques- 
tion of government excess-coverage in- 
demnity to supplement this basic insur- 
ance protection. The conclusion of the 
Rijeka conference was that, although 
some form of supplemental coverage 
might be required, the means by which 
any necessary governmental indemnifi- 
cation should be effected “is essentially 
a matter for the ok ag a con- 
cerned.” The IAEA panel, on the other 
hand, included in its caewenedl conven- 
tion a mandatory requirement for the 
provision of excess-coverage indemnifi- 
cation by the licensing nation. 

Other principal provisions of the pro- 
posed IAEA convention, which would 
remain in effect for 10 years, cover such 
matters as the conditions for filing, 
adjudication and enforcement of claims, 
and the enactment of implementing leg- 
islation by the contracting nations. 


Bié Bil 


(Continued from Page 21) 





from being put out of business by 
strikes. This is similar to the insurance 
program of the air lines which has been 
approved by the Civil Aeronautics Board. 
_Among the other partners are Stuart 
S. Ball, Howard Neitzert, and William 
H. Avery. Mr. Ball, a graduate of 
Northwestern University Law School in 
1927, practiced law in Des Moines, Lowa, 
for five years and then joined the law 
department ot Montgomery Ward & Co., 
of which he was president from 1949 to 
1953, when he became a partner of the 
law firm. He has done trial work since 
that time, and has just successfully con- 
cluded the defense of the western rail- 
roads in the antitrust suit brought by 
Riss & Co., truckers, in a jury trial 
which lasted ten months in 1960 in_the 
United States District Court in the Dis- 
trict of Columbia. 


Howard Neitzert graduated from the 
University of Michigan Law School in 
1930, and entered the employ of the law 
firm in that year. He is now appearing 
for the railroads of the country in the 
inquiry involving featherbedding rules 
before a joint committee of labor and 
management, of which the retired Secre- 
tary of Labor, James P. Mitchell, is 
chairman. 

William H. Avery is a graduate of 
Princeton University in 1927 and Har- 
vard Law School in 1930, when he be- 
came associated with the firm. He has 
been a lecturer in law at Northwestern 
University and president of the Na- 
tional Legal Aid Association; he is a di- 
rector of the Chicago Title & Trust Co. 
and other business corporations and a 
trustee of various charitable organiza- 
tions, having served as president of the 
United Charities Association of Chicago 
and the Chicago YMCA 

Adlai Stevenson began to have his 
wide range of identification with gov- 
ernment affairs at Washington beginning 
in 1933, at which time he was a member 
of the law firm. He left the law firm 
in 1941 to become Assistant Secretary of 
the Navy. Mr. Stevenson’s first identifi- 
cation with the United Nations was when 
he was adviser to the S. Delegation 
to the Conference on International Or- 
ganization at San Francisco in 1945. He 
resumed his partnership in the firm in 
1946 where he continued until his elec- 
tion as Governor of Illinois in 1949. 
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EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 


Statement of Assets and Liabilities 
December 31, 1960 and 1959 


ASSETS 


1960 











el eek CRN EON cd aula weds Ko a's 0d eased ee es OE $ 4.937,141.97 $ 5,.207.982.97 


Bonds: 
RRO RUNES ACRUENONNEEE Cs vcnccacsceuvevnsevndesanion 22,145,519.87 22,773,170.20 





eRe EE eos oy Knees chebasskanaes dena 1,24.7.877.26 1,249.712.19 
eee, GHEY GR INE os sins cccncasescsoveseecenes 47,880,570.70 40,031,372.14 
eT ee Pe er er re Pe rye 71,273.967.8: 64,054,.254.53 














DEE cc Scud eughS emu he ses hone beL Tor evus Sancho knees 17.245,922.70 14,988.985.94 








Premiums in Course of Collection (not over 90 days) ........ 812,483.13 1,025.023.67 
Securities Deposited Under Reinsurance Treaties ............ 1.550,620.15 1.551.304.52 
Interest Accrued and Other Admitted Assets ................- 933,782.96 730,261.36 

DOTAE CRO MINT ED MOIS © on 3 5a sbn eke vieneoeeetpuse® $96,753.918.74 $87.557.812.99 


LIABILITIES, CAPITAL AND SURPLUS 









Reserve for Claims and Claim Expense .............2..00000: $35.390,285.54. $34,343,900.01 





Reserve for Unearned Premiums ..............c.eeeeeeeeee+ 22,906.498.38 22.475,513.38 
Funds Held Under Reinsurance Treaties ...............0ee00- 4.854,898.21 4.288,666.30 
Reserve for Commissions, Taxes and Other Liabilities ........ 3.100,390.66 2,744,314.72 

BU EMMNRNE. oc cdi a's was hob osu eKee debe debawonee 66,.252.072.79 63.852.394.41 


‘SeStsh ss RG CAdekauhe skGaba asa we 682,898.26 663,555.07 
DE SeedsGeechamadbatedwesdskg es tenearenstbapetennen 3,500,000.00 3,000,000.00 
NE Ribena ntewaderdekeiinesceudeeeseeb an ckincusecuen 26,318.947.69 20,041,863.51 














ERIS TN TAOTACHIIOLIOORS x. oo oiscc os occceevcunwsne 30,501,845.95 23.705,418.58 























E.. wekncenvudensanesecdienccacesyanesesuads ku cee $87,557,812.99 





Securities deposited as required by law are included above as follows: December 31, 
1960, $3,593,941.02; December 31, 1959, $4,155,769.65. Bonds are valued on an amortized 
basis and stocks at prices prescribed by the National Association of Insurance Com- 
missioners. On the basis of actual market quotations for all bonds and stocks, surplus 


to policyholders would be: December 31, 1960, $30,076,612.53; December 31, 1959, 
$20,242,084.86. 


REINSURANCE IN MULTIPLE LINES 


KANSAS CITY, MO. 


Insurance Exchange Building 





NEW YORK CHICAGO SAN FRANCISCO 


107 William Street 175 West Jackson 100 Bush Street 
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J. M. Sweitzer Extols 
Workmen’s Comp. 50 Yrs. 


AT EMPLOYERS MUTUALS LUNCH 





He and Lieut. Gov. Knowles of Wiscon- 
sin Proud of This State as First to 
Enact the Legislation 





J. M. Sweitzer, president of the Em- 
ployers Mutuals of Wausau, Wis., and 
Warren P. Knowles, Lieutenant Gov- 
ernor of the State of Wisconsin, were 
hosts yesterday (Feb. 23) at a _ 
luncheon in Drake Hotel, New York, 
commemorate the forthcoming 50th an- 
niversary of the enactment of the first 
state workmen's compensation law to 
become effective in the nation. 

As Mr. Sweitzer explained it, “just 
about this time of year in 1911, a special 
committee of the Wisconsin legislature 
was putting the finishing touches on 
Bill 12-S which, when signed into law 
by the then Governor Francis E. Me- 
Govern on May 3, 1911, became the first 
compensation law to meet the test of 
constitutionality.” 

Mr. Sweitzer in his luncheon talk 
credited workmen’s compensation laws 
as being the principal factor in bringing 
about substantial reductions in industrial 
accidents during the past half century. 
He estimated that U. S. work accidents 
have been reduced by 47% since 1912. 
despite the fact that the nation’s labor 
force has been swelled by many millions 
and more potentially dangerous mechan- 
ical processes are used than ever be- 
fore. 

Pointing out that the Employers Mu- 
tuals, which is observing its golden 
anniversary this year, was the first 
insurance company to operate under 
Wisconsin’s compensation law, Mr. 
Sweitzer said: “We are proud to be a 
part of the observance of this milestone 
in social legislation.” His purpose in 
bringing the newspaper and trade jour- 
nal men together was to review some 
of the highlights of the legislation and 
to underscore its significance. 

He noted, for example, the industrial 
reform movement brought about by 
workmen’ S compensation laws and said: 
“Despite the great impact on society 
of such reform, only a few of even the 
best informed of our citizens have a 
sound comprehension of workmen’s com- 
pensation. A surprising of the 45 million 
persons covered under these laws today 
throughout the country have no idea 
whether or how they are _ protected, 
through employers, by state statutes.” 


Lieut. Governor Knowles’ Talk 


Lieutenant Governor Knowles in his 
talk declared that the nation’s unusually 
high standard of living probably could 
not have been achieved without the 
social and economic assistance provided 
through industrial accident prevention 
programs resulting from the state com- 
pensation laws the past 50 years. 

He joined with Mr. Sweitzer in de- 
ploring the fact that such important 
legislation is so little understood, say- 
ing that few people outside the insur- 
ance industry clearly understand what 
these laws do for them. He then cited 
the results of a study made several years 
ae on the administration of the New 

York compensation la\y in which the 
state commissioner stated: “Generally 
speaking, New York and Wisconsin 
have been considered in the forefront 
among the states of the Union in fur- 
ni shing adequate workmen’s compensa- 
tion,’ 

Mr. Knowles further said that in 
Wisconsin, where occupational fatalities 
are 58% below the national average, 


WOULD BROADEN AR POLICIES 





Speno Bill in N. Y. Legislature Waduld 
Require $25,000/$50,000 B.I. Limits, 
$1,000 for Med. Payments 

The New York State Assigned Risk 
Plan would be compelled to make avail- 


able to all insureds who are owners of 
private passenger autos, policies as broad 
as those issued when placed directly with 
a company by a broker, under the pro- 
visions of a bill introduced by Senator 
Edward J. Speno, Nassau County Re- 
publican, and Assemblyman Anthony 
Barbiero, Republican of the same county. 

Under the policy presently issued 
through the Assigned Risk Plan, limits 
are held to $10/20,000 for bodily injury 
and $5,000 for property damage. The 
Speno-Barbiero bill would require that 
such limits be increased to $25/50,000 
bodily injury, $5,000 for property damage 
and $1,000 for medical payments, with 
the Family Protection Coverage. 

“It seems inconceivable,” said As- 
semblyman Barbiero, “that those motor- 
ists who are forced into the Assigned 
Risk Plan should be restricted to a min- 
imum coverage while at the same time 
they pay an increased premium. With 
the unrealistically low limits under the 
present plan, such insureds are jeopardiz- 
ing not only themselves, but the public 
at large.’ 

Senator Speno is the sponsor of legis- 
lation aimed at curbing the arbitrary 
cancellation of liability insurance by the 
insurance companies, by restricting the 
reasons for which companies may cancel 
a policy. 

“It is hoped,” said Sen. Speno, “that 
compelling the Assigned Risk Plan to 
make these higher limits available with 
the family automobile policy will go a 
long way toward . solving the present 
automobile insurance problem for the 
driving public.” 

The bill would affect the more than 
350,000 of the state’s drivers who have 
been forced into the state-supervised 
Assigned Risk Plan. 





workmen’s compensation rates have been 
reduced six times in the last seven 
years, saving Wisconsin business and 
industry $50 million. In the 50 years 
of workmen’s compensation in Wiscon- 
sin, the benefit level has increased more 
than 200% while the rate level has 
declined nearly 30%, he emphasized. 

He also remarked that while it was 
Wisconsin that passed the first constitu- 
tionally valid workmen’s compensation 

(Continued on Page 36) 


Employers Re. Boosted 
Net Earnings in 1960 


UNDERWRITING GAIN _ $1,665,579 





Net Investment Earnings $2,394,303; 
Policyholders’ Surplus Soared to 
30,501,846; Assets $96,753,919 





Employers Reinsurance Corp. of Kan- 
sas City enjoyed substantial growth in 
1960 which is reflected in its year-end 
financial statement. Net earnings of the 
company before Federal income taxes 
were $4,079,059 as against $3, 913,470 in 
1959 and after Federal income taxes the 
comparative net earnings were $3,014,- 
338 and $2,780,903. 

Net premiums written last year totaled 
$37,158,988, almost $1,000,000 more than 
in 1959. Net underwriting gain of $1,- 
665,579 was only $119,135 less than in the 
previous year. Net investment earnings 
of $2,394,303 were $375,039 greater than 
in 1959, 


The company made a substantial in- 
crease in policyholders’ surplus which, 
as of last December 31, stood at $30,501,- 
846 compared with $23,705,418 the pre- 
vious year-end. Total assets were $96,- 
753,919, a gain of nearly $10,000,000. Mar- 
ket value of bonds under amortized value 
at December 31 was $362,798 and market 
value of stocks under statement value 
at the year-end was $62,435. A gain of 
$792,318 in market value of stocks and 
Canadian bonds was indicated at the 
year-end. 

A breakdown of asset changes during 
1960 showed a decrease in cash on hand 
and in banks of $270,841; increase in 
bond holdings of $7,219,713 and increase 
in stock holdings of $2,256,937. 

Net change in surplus after dividends 
paid of $1,155,000 was an increase of $6,- 
296,427 compared with a 1959 increase 
of $2,306,512. Surplus at the year-end 
totaled $26,318,948 which with voluntary 
special reserves of $682,898 and capital 
of $3,500,000, produced the aforemen- 
tioned surplus to policyholders of $30,- 
501,846. 


Lemmon pens Tentative 
NAII Workshop Agenda 


Vestal Lemmon, general manager of 
the National Association of Independent 
Insurers, has released the following ten- 
tative agenda for the NAII workshop 
meeting, April 5-7 at the Edgewater 
3each Hotel, Chicago: 

Wednesday—discussion topics include 
claims, assigned risks, personnel ad- 
ministration, statistical (concerning rate 
levels), and casualty underwriting. 

Thursday—joint session on the out- 
look for smaller and medium-sized in- 
dependent fire and casualty companies, 
report on proposed model fire and casu- 
alty rating laws, and why companies 
cancel. Also, methods and procedures, 
claims (continued), and multiple line 
underwriting. 

Friday—an executive session for NAII 
members only. 
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PIONEER of Lawyers Professional Liability Insurance 


Since July |, 1945, thousands of policies protecting many of the country's 
leading lawyers and law firms have been written by this Company. For 
claim and underwriting know-how based on more than a generation of | 
experience, consult your local agent. Professional protection with New 
Amsterdam means a personal, private, confidential relationship. 





























MORLEY Employment 
Agency, Inc. 


150 Broadway, New York 38, N. Y. 


Multiple lines claims man to $20,000 
Pension Actuary hvy exp NYC to $20,000 
Multiple lines underwriter to $15,000 
A & H Travel Accident Man to $12,000 
A & H Executive reloc CHI $ OPEN 
Advertising Manager 

with Insurance Background to $12,000 
Life production man hd dept to $10,000 
Cas. Und. 3-5 yrs. Exp. to $ 8,000 
Acctsman, Dir. Writer Exp. to $ 7,500 


Personal and Confidential Service — 
ARTHUR A. KINSMAN, Ins. Consultant 


Write or Phone—WOrth 4-7000 








General America Corp 
Again Breaks Records 


FOUR COMPANIES SHOW GAINS 
Property-Casualty Peteon: Totaled $159,- 
475,000, an Increase of 4.6%; Invest- 
ments up $20,681,000; Shares at $10.52 





In his annual report to stockholders, 

7. L. Campbell, president of General 
America Corp. of Seattle (General In- 
surance Co. of America, First National 
Insurance Co. of America, SAFECO In- 
surance Co. of America, and LIFECO 
Insurance Co. of America) disclosed a 
record volume of business, with a sub- 
stantial underwriting profit, and an in- 
vestment income “again the highest in 
history.” 

In the property and casualty field, pre- 
miums written totaled $159,475,000, an in- 
crease of 4.6%. Earned premiums totaled 
$153,407,000, an increase of 7.3%. Mr. 
Campbell stated further: 

Assets at $284,923,000, a New High 

“As of December 31, 1960 total assets 
again reached a new high of $284,923,000, 
an increase of $17,723,000 over the pre- 
vious year. Cash balances were $6,208,- 
000 lower, while investments increased 
by $20,681,000. Net receivables were up 
$1,838,000. Equity in premiums in force 
was $1,081,000 more than at the end of 
last year. 

“Holdings of United States Govern- 
ments decreased $832,000, while other 
bonds and mortgage loans increased $19,- 
837,000. Additions to our holdings of tax- 
exempt bonds accounted for the major 
portion of this latter increase although 
corporate bond holdings of the life com- 
pany increased substantially. Investments 
in preferred stocks were increased by 
$1,184,000, while common stock holdings 
showed little change with an increase of 
$238,000. Our investment in real estate 
was higher by $244,000. 

“A return of 4.03% was realized on the 
invested assets of the property and cas- 
ualty companies in 1960, as_ compared 
with 3.88% in 1959. LIFECO earned 
480% on investments as against 4.39% 
in 1959 and 4.21% in 1958. The propor- 
tion of investment income which was tax 
exempt continued to increase during the 
year. Taking into account the 85% tax 
credit on dividend income from stocks 
and total exemption on municipal bonds, 
the effective rate of tax on investment 
income was 13.5% in 1960 as compared 
with 19% in 1959, 

“Earnings for 1960, after all provisions 
for Federal income taxes, were $10.52 a 
share. This compares with $10.10 for 
1959, and $8.38 for 1958. Both of the lat- 
ter figures are adjusted to the basis of 
the presently outstanding stock to re- 
flect the two for one stock split in Febru- 
ary, 1960 and the 10% stock dividend in 
1959, 

LIFECO Business Increased 53% 

“LIFECO continued to show substan- 
tial growth, our total business issued 
and paid for showing an increase of 53%. 

(Continued on Page 36) 
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The Insurance Agency of the Future: 
Problems to be Faced and Solved 


By C. Peyton DanreL 


President, Daniel & Henry Co.., 


The Danicl and Henry Co., founded in 
40th vear with “un 
growth of operations.” What success the 


Peyton Daniel says, “to the hard work, 
associates, and office personnel.” In_ the 
agency of the future, 
VAIA’s “Big I” advertising program 


During the last vear our premium 
vritings increased considerably, attaining 
their highest level. (The potential for 
1961 looks even better.) While the in- 


comes of the individual producers re- 
flected this increase, the agency itself 
+ sme" only a slight profit due to the 
squeeze between the rising overhead 


costs (particularly in the aint cate- 
gory) and the reduction in commissions 
However, agency profits should increase 
with the recent escalator-type contin- 
gent commission contracts offered by 
companies 

Our volume is over 75% commercial 
and we see the tre nd increasing each 
year. Even with the stepped-up activity 
of direct writer solicitation of our pres- 
ent imsureds, we expect to continue to 
hold our own in this ever present battle 
of survival that all of us are experienc- 
ing. Competition on personal lines is de- 
advent of the merit 


some of our 


1 








creasing with the 

automobile rating plan and competitive 
omeowner policies 

Over 95% of our personal accounts 
have been converted to the homeowners 


policy since this package contract first 
| ivailable Missouri only 15 
months ago. From our own observations 


recat 








it seems that in the St. Louis area the 
rgest percentage of this business is go- 
ing to those companies with independent 


filings 
Life Department, a Success 


An important addition to our agency 
as been the establishment of a life 
department. It has been a tremendous 
success, both as added income to the 
producer and the agency. We have writ- 
ten a great deal of group accidental 
death and payroll deduction for business 
firms together with individual life, major 
medical, and accident and sickness i insur- 
ance. Our life department is now an im- 
portant agency function in providing a 
truly complete insurance program for 
our clients as well as an added incentive 
to our individual efforts in producing 
new business 

Our following thoughts for future 
trends are those of one agency among 
thousands and are only from one section 
of the country. However, we do see the 
trends for the future developing as fore- 
casted by insurance leaders and journal- 
ists. From an agency level, we see the 
one and two man agencies being a thing 
of the past. Present economic facts of 
rising agency expense, lower commis- 
sions, and with little chance of “getting 
well” with a fat contingent commission 
due to small volume dictate this change 
Actually, the small agent will be better- 
ing himself immeasurably by going with 
a larger, well-established agency in sav- 
ing money, time, and having access to 
more and better markets. Today, mar- 
kets are more important than prospects 

We also agree that the trend is for 
two types of agencies, one strictly for 
personal lines and the other specializing 
in commercial business. Of course, the 
personal lines agency will have some 
commercial business and vice versa 

Agencies of the future will (1) have 
only four or five multiple line companies, 
where before they might have had three 
and four times that many. (These insur- 





ance companies will have escalator-type 
contingent commission agreements, offer 
a complete line of life, accident and 


sickness, and hospitalization, and have 
one or more types of policies with inde- 





hounded enthusiasm and optimism for the 
agency has already enjoyed ts due, 
guidance, 
following article, Mr. 
problems it will face and have to solve, 


St. Louis 


1921 by the late Carl Daniel, begins its 
future with continued 
Mr. C. 
and full cooperation of all officers, 
Daniel describes the 
and urges support of 


pendent filings); (2) these agencies will 
have full scale life departments; (3) an 
increased use of electronic data process- 
ing; and (4) direct billing and continuous 
policies for personal lines. 


Bugs In Companies’ System 


Direct billing for the small agencies 
presents no problems, but the insurance 
companies still have a way to go to get 
‘the bugs out of their present systems” 
in order to help the larger agencies 
wherein there are four or more pro- 
ducers. Most plans we have seen ac- 
tually create more work for the agency 
personnel and offer less checks on re- 
newals. We think this is only a tem- 
porary status of direct billing, as it is 
a must if we are to compete with the 
direct writers on personal business as 
well as reducing office paper work. Since 
no two agencies are alike, company 
systems men should visit and consult 
with agencies of all sizes over the 
country and then devise a system or 

hoice of systems that best fits into the 
gency operations. 


One of the biggest problems facing 
iwencies in the very near future and one 
which company officials probably realize 


more than most of the agents is the one 
of how to attract young qualified men 
from college into the production ranks of 
our agencies Certainly there are now 
and ings be in the future, present pro- 
ducers changing from one agency to 
mathe. However, new men must be 
tained to insure agency’s perpetuity 
There are many problems to be solved 
of how this can best be aecomplished, 
oth from the agent and company point 
of view. The financial help and training 
can only come from the company level, 
and perhaps the money on a subsidiza- 
tion basis instead of a loan basis to the 
agency would be the best approach 

The trend in merchandising will see 
such things as more fire deductibles and 
packages policies for special risks, such 
as motels, etc. Company fire capacity 
should at least double within the next 
ten years. On the casualty side, we see 
an immediate and much greater use of 
retrospective rating plans as well as the 
availability of our own American markets 
to handle lines formerly only written 
by Lloyd's or other foreign underwriters 
Surety ciatene’ bonds should increase 
not only with inflations and_ higher 
building costs but also the trend of more 
private construction requiring Perform- 
ance and Payment Bonds. 


Where Direct Writers Are Ahead 


Companies will continue to stress the 
importance of safety engineering to in- 
sure profitable underwriting results. Even 
more, the companies will realize the ab- 
solute necessity of bringing the benefits 
of their safety engineering to the at- 
tention of the public. Better communi- 
cation, advertising, and public relations 
are needed immediately in this area, as 
the direct writers are way ahead of us on 
this 

The excellent nationwide NAIA “Big 
I” advertising stands out as the best 
program for educating the public as to 
the value of the independent agents or 
brokers. This program should he en- 
larged and supported by everyone, in- 
cluding companies. Some companies are 
so busy creating their own images and 
are so afraid of other companies getting 





Edwyn Portrait 


C. PEYTON DANIEL 


ahead, that they seem to be unaware 
of the favorable impact the “Big I’ pro- 
gram is having upon the public. The in- 
surance companies should get together 
and pool their advertising budgets, or 
part of them, for a united neon ap con- 
centrated effort to supplement the fine 
start of the NAIA program. Just think 
of the amount of money available if each 
company puts only 25% of its present 
advertising budget into one common 
campaign. Perhaps some of our prog 
sive thinking and acting companies will 
Start on this soon 





With agencies and 
closely 


companies working 
together to solve the problems 
we have now and the problems of tomor- 
row, we have the key to the reason why 
the American Agency System, coupled 
with stock insurance companies, will 
continue to be the public’s best source 
of insurance Protection. 


MACKALL TO OFFER COURSE 


Surety Bond rae ‘Slated For 8 Cities 
March Through May; Details 


Given 


\ “popular surety bond lecture course” 
given over a period of years to over 
2,000 students of suretyship by Luther 
E. Mackall, retired vice president of the 
National Surety Corp., will be offered 
again this spring in the following cities: 
Los Angeles, March 20-24; Fresno, Calif., 
March 27-31; San Francisco, April 3-7: 
Sacramento, Calif., April 10-14; Port- 
land, Ore., April 17-21; Seattle, Wash 
April 24-28, Minneapolis, Minn. May 1-5, 
and Chicago, May 8-12. The course is 
designed to enable anyone who wishes 
to acquire a working knowledge of the 
surety lines to do so without losing any 
time from his business. 

The course covers the general prin- 
ciples and practices usually followed in 
surety underwriting as well as the special 
underwriting features of bonds of the 
several classes: Contract, fiduciary, judi- 
cial, public official, and license and 
miscellaneous. The course is given within 
the space of one week each evening 
from 4:30-6:30 and from 7:30-9:30. 

Registration may be made by letter 
to Mr. Mackall at 111 E. 80th St., New 
York 21, N. Y. The charge for the 
course is $25 which includes a copy of 
the text book, “Surety Underwriting 
Mutual” by Mr. Mackall. The course is 
given under the auspices of the Surety 
30nd Institute, headed by Mr. Mackall, 
and a certificate will be awarded to those 
who pass the final test 


MARKS 30TH ANNIVERSARY 


John M. Little, CLU, manager of The 
Prudential, Tenafly, N. J., district office, 
will observe his 30th anniversary with 
the company on February 9. Mr. Little 
joined the company as a clerk in St. 
Johnsbury, Vt. He has been manager 
of the Tenafly office since 1950 


New Premium High Set 
By Employers Mutuals 


TOTAL WAS $138,116,497 IN 1960 
All Lines Written Showed Gains Dur- 


ing Anniversary Year; Employers 
Mutual Fire Results 


Employers Mutuals of Wausau pre 
mium income reached an all-time high in 
1960 and underw riting results were “very 
satisfactory,” J. M. Sweitzer, president, 
reported at the company’s recent 5Oth 
annual meeting. 

The company will celebrate its 50th 
anniversary Sept. 1. Organized as_ the 
first insurance company to operate under 
Wisconsin’s pioneering workmen’s com- 
pensation law in 1911, the firm wrote 
its first policy the day it opened for 
business. The policy—written for the 
Wausau Sulphite Fibre Co., now known 
as the Mosinee Paper Mills Co.,—is still 
in effect and is believed to be the oldest 
workmen’s compensation policy continu- 
ously in force in the nation. 

Premium income for the liability com- 
pany totalled $138,116,497, an increase 
of 11.39% over the previous year, Mr 
Sweitzer announced. Gains were shown 
in all lines written. 


Net Underwriting Gain $11,474,330 


The company’s net underwriting gain 

earned premium less claim losses, 
Federal income taxes and all expenses 
was $11,474.330 and earned investment 
income was $6,972,311. 

From total earnings of $18,446,641, the 
directors declared dividends to policy- 
holders of $14,762,459, Mr. Sweitzer said 
Although appreciation in market value 
of stocks held by the company declined 
in 1960, the policvholders’ surplus was 
increased by $2,194,707, bringing the 
total surplus account at year-end to 
$51,824,386. 


For the first time in the company’s 


50-year history, assets passed the 
quarter-billion dollar mark, rising to 
$265,199,315. 


Taxes paid for the year, including 
Federal, state and local assessments, 
amounted to $4,818,497. This represents 
3.55% of premium income and 13.19% of 
total operating costs. 

Total 1960 operating costs were $36,- 
536,156: included in this total was a re- 
serve of $1,068,000 for future investiga- 
tion and adjustment of claims not yet 
settled. 

Employers Mutual Fire 


Employers Mutual Fire premium in- 
come in 1960 was $7,794,756, a decline 
of 3.75% from 1959, Mr. Sweitzer re- 
ported. The decline in premium reflected 
a new reinsurance arrangement with the 
liability company affecting motor vehicle 
business. Fire and allied lines premiums, 
oe increased substantially. 

The fire company achieved an under- 
writing gain, after Federal income taxes 
and other deductions, of $974,180. Invest- 
ment income totalled $414,133, while ap- 
rine wings in the market value of common 
stocks held by the company declined 
$100,148. 

From total earnings of $1,288,165, the 
directors declared policvholder dividends 
of $1,277,992, Mr. Sweitzer announced. 
The remaining $10,173 was added to 
surplus which at year-end totalled $7,- 
038,073. Total company assets were $16.- 
862,857, a new record high. All officers 
and directors were re-elected at the 
meeting. 


WESTERN C. & S. DIVIDEND 

Western Casualty & Surety directors 
have declared the regular quarterly div- 
idend of 35¢ per share, payable March 
31 to stockholders of record March 14 

Directors of the parent company, The 
Western Insurance Securities, declared 


the regular quarterly dividend of $1.50 
per share on the preferred stock, pay- 
able April 1 to stockholders of record 
March 14; and the regular quarterly div- 
idend of 621%'¢ per share on the class A 
stock, payable May 1 to stockholders of 
record April 
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F. & D.’s Prem. Writings 

Broke Past Records 
MERCER TELLS STOCKHOLDERS 
Net Operating Suesines for 1960 Were 


$2,768,455; Gross Prems. at $28,724,- 
196 were 14.7% Higher 





Premium writings of Fidelity & De- 
posit Co. of Maryland in 1960 broke 
all previous records and the company’s 
investment income for the year also 
reached a new high level, according to 
the annual report of B. H. Mercer, pres- 
ident. 

Net operating earnings for the year 
were $2,768,455, or $3.08 a share, as 
against $3,293,157, or $3.66 a share in 
1959, 

\djusted earnings, reflecting changes 
in the equity in the unearned premium 
reserve, less taxes, were $3.46 a share 
in 1960 compared with $3.48 in 1959 on 
the same _ basis. 

Gross premiums were 14.7% _ higher 
than in 1959 and amounted to $28,724,196. 
Net premiums were $20,689,914, or 10.6% 
more than in the previous year. Earned 
premiums remained at about the same 


Believes Loss Ratio Lower than 
Industry’s 


Losses and loss expenses incurred 
during the year were 33.2% of earned 
premiums, against a comparable ratio 
of 25.8% in 1959. In commenting upon 
this phase of F. & D.’s operations, Mr. 
Mercer expressed the belief that F. & 
)’s loss ratios on the bonding and 
insurance coverages it writes were below 
the industrywide averages. Underwriting 
profit for the year was $1,450,946. 

Income from investments, after provi- 
sion for Federal income taxes, amounted 
to $1,962,507, or 7.5% greater than in 
1959. This gain, Mr. Mercer explained, 
was due principally to the company’s 
continued purchases of tax-exempt bonds 
and common stocks and to increased 
dividends on the latter. Dividend pay- 
ments in 1960 amounted to $2 a share 
or 50 cents quarterly. 

The balance sheet at the close of 
business December 31, 1960 showed the 
company’s assets to be $81,954,307 and 
the policyholders’ surplus $52,056,193. 

Bonds and stocks owned by the com- 
pany at the end of the year, valued as 
prescribed by the National Association 
of Insurance Commissioners, totaled 
$69,618,851, or $237,799 more than in 1959, 


N. Y. echoes to Discuss New 


Safe Driver Insurance Plan 

The new safe driver insurance plan, 
which will take effect March 1 in New 
York State, will be the subject of dis- 
cussion at the February Educational 
forum of the Greater New York Insur- 
ance Broker’s Association, Inc. The 
forum is scheduled for 7:30 P.M. Tues- 
day, Feb. 28, at the Sheraton-Atlantic 
Hotel, Broadway and 34th Street, Man- 
hattan. 

William Brewster, director of insur- 
ance broker relations for the National 
Bureau of Casualty Underwriters and 
“one of the country’s foremost casualty 
insurance authorities,” will be the prin- 
cipal speaker. 

In addition to explaining the working 
of the new plan, which gives a 10% rate 
discount to accident free drivers, Mr. 
Brewster will discuss: The new rule, 
under which bureau companies will 
voluntarily restrict their rights to cancel 
liability policies on private passenger 
cars; the average statewide increase 
of 9.3% in basic auto liability rates; 
the 10% reduction in premiums for 
liability insurance on small and compact 
cars. 

Members and guests are invited to 
bring their questions arising out of 
these sweeping changes to Mr. Brewster 
for the right answers. Marshall A. 
Rubenstein, chairman of the education 
and forum committee of the brokers’ 
association, will be moderator. 


ADVANCE DEMUTH IN MEMPHIS 

Marvin L. Demuth, CPCU, special 
agent in the Memphis office of Fidelity 
& Deposit Co. has been appointed an 
assistant branch manager. A 1952 gradu- 
ate of University of Arkansas, Mr. De- 
muth has been associated with F. & D. 
in Memphis 1955. He has served as 
treasurer of the Memphis of the Society 
of Chartered Property and Casualty 
Underwriters and is a past president of 
the local Casualty and Surety Associa- 
tion. 


Farm Bureau Ins. Services 
Promotes Hayward in Minn. 


John Hayward, formerly associate 


sales director for Farm Bureau Insur- 


ance Services, has been named Minnesota 


Director for the 
Bureau President 
Myers has announced. 

Mr. Hayward joined Farm Bureau In- 
surance Services in 1945 as claims ad- 
justor in Southern Iowa, and became 


\gency 
Farm 


companies, 
Clarence W. 


IT CAN HAPPEN HERE 


You can speak up for freedom right now 


Your dollars are needed to help build the American 
Freedom Center at Valley Forge. You can speak up for 
freedom by contributing Freedom Bricks. 

The Freedom Center will provide research and library 
facilities for all individuals, groups and organizations 
seeking to defend and interpret the free American system. 
It will house the award-winning materials of over one 
million entries in Freedoms Foundation’s eleven annual 


National Awards Programs. 


Freedoms Foundation was founded in 1949 to help 
maintain the American Way and pass it on intact to each 
generation. You can strike an effective blow against 
communism by joining Freedoms Foundation’s FOR 
AMERICANISM program. The Foundation is nonprofit, 





“My dear son 





claims supervisor in 1947. In 1953, he 
became general manager of the newly 
formed Minnesota Farm Bureau Mutual 
Insurance Co. With the merger of this 
company, and Farm Bureau Mutual in 
1958, Mr. Hayward served as associate 
sales director of Farm Bureau Insurance 
Services until his present appointment 
as Minnesota Agency Director. 

Mr. Hayward is a graduate of Iowa 
Wesleyan College. 

The Haywards live at 2215 Stinson 
Boulevard in Minneapolis, Minnesota. 


I am so sorry you are going to 





Here is $ 


FREEDOMS FOUNDATION 
VALLEY FORGE, PA. 


have to live under Communism. 
It seemed to come so quickly. 


I didn’t think their lies could win. 


I guess we were so busy 
with other things. 


Not enough of us spoke up for 
freedom when we had the chance.” 


nonpartisan, nonsectarian. Membership is open to all 
patriots. Dwight D. Eisenhower is Honorary Chairman. 


> 





Yes, I want to help build The American Freedom Center. 


for. Freedom Bricks at $1 per 





brick. 


Name 


I am enclosing $ 
to make me a member of Freedoms Foundation. 


as an additional contribution 





Address 





Zone. State 





City 


This advertisement published for FREEDOMS FOUNDATION as a public service by 








GENERAL FIRE AND CASUALTY COMPANY 


Home Office: 1790 Broadway, New York 19, N. Y. 
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Blanket Catastrophe Liability Ins. 
Is Here to Stay, Declares Gillespie 


Recent years have seen an _ extra- 


ordinary growth of interest in excess 


and high-deductible insurance to cover 
the property and casualty exposures of 
modern industry, R. S. Gillespie, vice 
president, Insurance Company of North 
recently told members of the 


Pitts- 


America, 


Insurance Buyers Association of 
barct 


gn. 





INA official 
year ago the blanket catastrophe liability 
Top p licy by IN A, 


1e umbrella policy by 





“Up until a 
{ til 


policy, called the Big 
and tl other insurers, 


broad 





was marketed on such dangerously 









and unsound terms that a great deal 
of money was lost by some under 
writers.” But, he observed, during 1960, 
the blanket excess policy settled down to 
a more less orderly existence, and to 
a coverage pattern which will enable 
t become a standard line of insurance. 

This package casualty policy has been 
un extraordinary development, he stated, 
and its ind rating pr 
cedures } challenge, calling 
rT great degree of professional ex- 
pe € rd t LOW 

A Note of Caution 

In nmenting o1 e domestic excess 
narkets great¢ apacity and increase: 
number ui vriters ie speaker 
noted that, “a greater number of carriers 
is good for the business, provided each 
contributes to the stability of the market.” 


tat j 


aution might 
1. A single excess liability 
will offer to write 
inconsistent with 
| field and 
arrangements 
of the under 


note of c 


1 


] inued, has the 
sarance of a desirable arrangement, 
ly accepted as an un 

*thod of putting 





wether 








t 
an excess in rogram, as op 
posed to the of layering the 
coverage throug! use of several 








markets 

“This is by no means considered to be 
a prudent practice by all insureds and 
producers, and INA has for many years 
advocated the layering system as a means 
of fostering the lon stability of 
the market,” he sai 
In other w yrds, sserted Mr Gillespie, 
he more serious the ex- 
posure iny more conservative 
should be f liability entrusted 











range 





catastr¢ phe 


ly ed, the 








to the ind insurer 

Turning to foreign operations, Mr 
Gillespie remarked: “During the 50's, 
American industry went abroad with 
enthusiasm. In 1950 our so called direct 


foreign investments in petroleum, manu- 
facturing, mining, utilities, and other in 
al enterprises amounted in_ the 


gate to about $12 billion. But, by 





will reach $32 billi 1960 has 


y when 





finally been tabulated, an increase of 
-} sit 175% 7 the ten r ari 1 
about 175% in the ten year perioc 
“Economists,” noted the speaker, “can 
give you as many differing opinions as 





1 1 


insurance men as to the effect of this 
exodus of U. S. capital, but one thing 
on which all underwriters of international 
risks agree is that this amazing upsurge 
in United States’ foreign investments has 
called for interesting and challenging 
insurance ventures 








D 





Local Practices Dictated Insurance 


“While the American firm was busily 





engaged in the development and exten- 

sior f its foreign entanglements,” he 

declared, “the procurement of neces- 

sary insurance more often than not 
5 


escaped the spotlight and was entrusted 
to management at the sites of operations. 
Under these circumstances, insurance 
was arranged according to local practices 
and the inspiration of individual judg- 
ment. Where the capably-managed in- 
surance department in the United States 


was not granted jurisdiction as the in- 
dustry went abroad, it has been my 


observation that the foreign and domestic 
programs lack consistency and do not 
share a common objective. 

“A fresh start,” he continued, “is being 
made in a growing number of instances 
by touching base with the American in- 
surance program and extending it to the 
maximum extent possible throughout the 
world. Of course, qualifying policies are 
needed in many areas, but it is comforting 


indeed to senior management to know 

that coverage concepts and patterns to 

which it has become accostumed at home, 
} 


can be depended upon to be presented 
in the event qualifying policies, or other 
carried locally for business 
reasons, turn out to be inadequate. While 
the rate of increase in American invest- 


policies 


ment abroad shows signs of moderating, 
I believe the trend toward centralized 
management of world-wide insurance 


programs will accelerate during the next 
few years.’ 
Mr. Gillespie stated that the American 
throwing off a num- 
self-imposed restraints, and is 
coming to a realization of its unlimited 
potential as a world market. “I think 
there are exciting and rewarding years 
ahead for those willing to and ready to 
accept the challenge of a freer and more 
competitive marketplace,” he concluded 


insurance industry is 


ber of 





Established 1923 
Confer 
with us 


A. W. MARSHALL & CO. 


One of New Jersey's Leading General Agencies 
744 BROAD STREET, NEWARK 2, N. J. 














General Fire & Casualty Gives Support 
To Freedoms Foundation’s Goals 


Reflecting its faith in and 
And Cas- 


York is cooperating 


America 
free enterprise, General Fire 
ualty Co. of New 
Freedoms 


with the 


15-28 


Foundation during 
Roll-Call” period Feb 


by reprinting one of the 


“Freedoms 
adver- 
tisements of the Foundation—“It Can 
Happen Here”—in The Eastern Under- 
writer and other insurance trade publica- 
tions. 

“We at GF&C,” said Edward C. 
Lechner, president, “agree with 
Foundation that only an alert, agg: 
dedicated and continuing effort t 
Americanism and freedom at 


official 





and 
abroad will suffice to preserve the Amer- 
ican way of life from communism.” 


home 


Mr. Lechner said Freedoms Foundation 
reminds Americans that the world-wide 
communist block now controls 900,000,000 
people inhabiting one-third of the earth, 
with communist party membership of 
33,000,000; that the Soviet Union today 











HEAD ‘EM 
OFF 

AT THE 
PASS 








Invariably, the Western hero is faster on the draw, trigger and horse than the outlaws. 
How else could he “bring em in?” Insurance-wise, corralling a case is invariably more 
certain when the company you deal with is fast on the service, and generous with it. 
Why don’t YOU draw on the experience and service upon which PUBLIC SERVICE 


MUTUAL has built its reputation 


and steady growth—for 37 years. 


Our deviation arrangement and liberal commission make Public Service insurance easier to sell. 


20% DEVIATION: 

General Liability in all forms. 
15% DEVIATION: 

Fire and allied lines. 


SPECIAL DIVIDEND PAYING: 
Workmen’s compensation. 





10% DEVIATION: 

Automobile bodily injury and 
property damage liability: al! 
classes. 














MUTUAL INSURANCE CO. 
HOME OFFICE: 10 Columbus Circle, 


New York 19, N. Y. 


37 years of public service 


WILLIAM E. DANDRIDGE, Agency Supt. * Hempstead: 138 Front St., ROBERT ZMOOS, 


Mgr. * New Rochelle: 245 Hugenot St., W. E. BYRNE, Mgr. * Rochester: 10 Gibbs St., 
W. C. VAN VECHTEN, Mgr. * Buffalo: 907 Morgan Blidg., 


JOSEPH MURPHY, Rep. « 


Syracuse: 813 State Tower Bidg., JAMES E. MacCOLLUM, Rep. * Miami: 1103 So. 


Miami Ave., THOMAS H. RIGGINS, Mgr. + E. Orange: 61 Lincoin St., IRVING GROVES, 


Mor. 


Deviations and Dividends shown for New York State; . . . for other states, write New York office. 





spends more than $3 billion annually in 
propaganda, more than ten times the 
amount spent to propagate freedom, and 
that Mr. Khrushchev told us in 1960 “the 
children of present day America will live 
in a communist society.” 

“We support wholeheartedly Free- 
doms Foundation goals,” Mr. Lech- 
ner said, “that urge all Americans to ap 
preciate the American credo and speak 
up for America at every opportunity, to 
fight the communist conspiracy at every 
turn and to join Freedoms Foundation to 
help insure our legacy of freedom for 
future generations.” 

The 1961 “Freedom Roll-Call” is 
headed by Admiral Arthur W. Radford, 
U.S.N. (Ret.), former chairman of the 
Joint Chiefs of Staff. Former U. S. Presi- 
dents Dwight D. Eisenhower and Her- 
bert Hoover are honorary chairman and 
honorary president respectively. Mr 
Lechner is a member of the national 
corporations committee. 


Jack Stern Special Agent 
Of Public Service Mutual 


Jack Stern. who for the past nine years 
has been advertising manager for the 
“Insurance Advocate,” has been ap- 


pointed special agent in the downtown 
New York area to represent the Public 
Service Mutual of New York 

\ Stern will take over the servicing 


of the producers of Public Service, for- 
merly handled by Irving Groves. The 
latter was appointed manager of the 


company’s newly opened East Orange, 
N. J. office on January 1 

Before his “Insurance Advocate” con- 
nection, Mr. was assistant sales 
manager and Pennsylvania sales repre- 
sentative for 14 years of Botany Worsted 
Mills. Prior to that he had worked for 
the late Charles S. Rosensweig, former 
editor and publisher of the “Insurance 
Advocate.” as an insurance broker. 

A graduate of New York University, 
Mr. Stern resides in Locust, N. J. with 
his wife and two children. 


Stern 


— 7 
Sweitzer Extols 
(Continued from Page 33) 
law, “this might not have been possible 
without the advantage of studving a 
law enacted in New York in 1910 that 

was later declared unconstitutional.” 


Nine other states passed compensa- 
tion acts in 1911—California, Illinois, 


Kansas, Massachusetts, Nevada, New 
Hampshire, New Jersey, Ohio and Wash- 
ington. However, four of them postponed 
effective dates until 1912. 


(ien'l America Results 
(Continued from Page 33) 


Our total business in force at the end 
of 1960 was 54% more than at the end 
of 1959. During 1960, we spent consider- 
able time organizing our Group depart- 
ment, the results of which should be re- 
flected in our 1961 operations. 

“Total life business applied for was 
$69,413.521. Total issued and paid for 
was $54,690.189. Total life business in 
force as of December 31, 1960 was $126,- 
499,994,” 
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Cos. Losing at “Court 
Room Numbers Game” 


SAYS MORRIS OF ILLINOIS NAT'L 


Casualty Company President Scores 
Exaggerated Claim Cases, Applauds 
Recent N. J. Supreme Court Ruling 
The Illinois casualty industry warns 

that a “court room numbers game” is 
taking money out of the pockets of every 

motorist who buys automobile insurance 
ir his own protection. 


C. L. Morris, President of Illinois 
National Insurance Co. of Springfield, 
stated that: use of box car figures in 
routine injury cases by plaintiff lawyers 


is creating an exaggerated “million dol- 
lar court room stratosphere” in which 
demands have no relation to reality. 

Mr. Morris is also president of the 
Illinois Insurance Information Service, 

e public service arm of the 19 principal 
illin is casualty insurance companies 
which insure about 75% of Illinois auto- 
mobiles. 

He described demands of hundreds of 
thousands of dollars for relatively minor 
injuries as a “kind of a court room num- 
bers game.” Since insurance companies 
deal only with funds entrusted to them 
by purchasers of insurance, the man who 

iltimately pays the bill in the “numbers 

ame” is the prudent man who has to 


pay the insurance premiums, said Mr. 
M 

The Illinois casualty executive ex- 
plained he was referring to a sequence 


which now has become commonplace in 
injury The public, he says, is now 

‘ustomed to newspaper headlines and 
radio and TV reports proclaiming that 
“Smith Sues Jones For $200,000” but 
seldom notes the sequel, weeks later, 
when Smith collects $100 or has his claim 
-ted and collects nothing at all 


cases 


rejyec 
Cites Cook County Figures 
Mr. Morris 


~ the Cook 


pointed out 
County Jury 
porter show that, of cases tried to 
verdict in all Cook County courts from 
September 1 through December 31, 1960, 
a little better than 53% ended in not 
guilty decisions by the ag or jury. 
Downstate courts found for the defend- 
ant in 52% of all verdicts in the same 
h said. 


that figures 


Verdict Re- 





period, 
Net effect of exaggerated dollar figures 
is to drive over-all cost of claims through 


the roof, he said, and the cost of claims 
is what fixes the cost the average man 
has to pay to insure himself. 

Mr. Morris cited figures from down- 
state and Cook County to show that 
ler mands in simple injury cases run any- 
where from eight to ten times what 
may be realistically anticipated. 

“The man or woman who someday 
will sit on a jury reads these box car 
figures and subconsciously gets the im- 


pression that a hundred thousand or so 
lollars seems just compensation for a 
sprained back,” Mr. Morris said. 
‘Then, when a plaintiff lawyer sie ims 
up a demand for $1,500,000 when he files 
suit, the juror learns of the figures and 
lebates how he can award less than 
$100,000 even though the actual damages 


seem to add up to about $875. 
“When this type of thinking becomes 
predominant, the man who gets hit is 


the average driver who has to pay the 
higher premiums that result from higher 
awards. Our companies are trying to keep 
the price of automobile insurance within 
the price reach of all who own and 
lrive cars. But the court room numbers 
rame of kicking around millions of dol- 
lars is making it difficult.” 

Mr. Morris pointed out that, in the 
current terms of downstate courts up to 
the first of this year, amounts demanded 
in personal injury suits reached the oo 
f $2,187,950. From those demands, 52% 
of all verdicts went for the delondaat 
and the box car figures in these cases 
dropped to zero, he continued. 

In the 48% of cases tried to verdict 
for the plaintiff downstate, actual awards 
totaled $271,215, compared with the $2,- 
187,950 sought when suit was filed. 

“Take the last week before the Christ- 


mas recess in Cook County,” he s 


suits tried to verdict 
in all Cook County 


said. “In 


in that one week 
courts, 
lawyers were demanding $350,000. 


the plaintiff 
They 


collected a total of $33,000.” 


Mr. 


of box car figures 


Morris pointed out that the use 
grew so exaggerated 


in New Jersey that the New Jersey State 


Supreme Court, by 
September 7, 


rule 
curbed 


amendment last 


the practice by 


prohibiting specifying of dollar amounts 


demanded beyond $5,000. 


That leaves to 


the good judgment of a jury the deter- 
mination of a just and impartial verdict 
“without the hocus pocus of exaggerated 


box car figures,” he 


concluded. 


Ins. Federation of N. Y. Backs 
State W. C. Fund Probe 


The Insurance Federation of New 
York, Inc. announced recently that it 
would lend all-out support to a resolution 
passed recently by the New York State 
Association of Insurance Agents request- 
ing that a full-scale investigation of the 
activities and operations of the State 
Workmen’s Compensation Fund be made. 

This decision was made at a meeting 
of the Federation’s legislative committee 
and approved by the operating commit- 
tee. 

It is that the 


felt by the Federation 


privileges enjoyed by the State Fund, and 


the--active solicitation of compensation 
risks is contrary to the best interests 
of the public and a serious threat to 
the private enterprise system. 

“The unfair advantages enjoyed by 
the State Fund is costing the general 
public considerable tax losses and an 
investigation of the Fund would un- 
doubtedly point out these facts to the 


public, which it is felt, is entitled to 


know the truth,” 

The Insurance Federation will urge 
favorable action by the Legislature on 
this attempt by the agents group to 


correct these evident injustices. 
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Current S. C. Auto Ins. 
Rates Are Justified 


MERTZ TELLS INSURANCE FORUM 





NAIL General Counsel Cites Statistics 
Revealing Assigned Risk Drivers 
As More Accident-prone 


There is sound justification behind the 
automobile insurance rates charged to- 
day in South Carolina, Arthur Mertz, 
general counsel of the National Associ- 
ation of Independent Insurers, said re- 
cently before some 700 persons attend- 
ing the South Carolina Insurance Forum 
in Columbia. 

Answering charges that it is unfair for 
motorists in the Assigned Risk Plan to 
have to pay higher rates than motorists 
who obtain their insurance through or- 
dinary channels, Mr. Mertz cited sta- 
tistics showing that motorists in the plan 
become involved in far more accidents 
and cause many more losses than the 
ordinary motorist of normal driving 
habits 

Mr. ‘Mertz said figures of the major 
automobile insurance rating organization 
serving South Carolina show that for the 
policy year 1959 
for which statistics are available, com- 
panies paid out about $1.40 in losses and 
expenses for every $1.00 in private pas- 
senger automobile bodily injury insur- 
ance premiums collected from Assigned 
Risks in South Carolina. On property 
damage insurance, they paid out about 
$1.25 for every $1 collected, he said 

AR Drivers Cause More Accidents 

Surveys in other areas disclose that 
assigned risks cause four times as many 
accidents resulting in bodily injury claims 
as do ordinary motorists, Mr. Mertz 
pointed out, This is true both of drivers 
who enter the plan because of past acci- 
dent or trafic records and those who 
enter for other reas« ms, he added 

a: | nder-25 drivers have the worst loss 
experience of any age group,” Mr. Mertz 
said 

“In charging the assigned risk higher 
rates than the ordinary risk the insur- 
ance companies are really protecting the 
pocketbooks of the great majority of 


the most recent period 








South Carolina car owners,” he asserted 

“If companies were not allowed to 
weed out the accident-prone drivers and 
surcharge them for insurance, rates for 
the responsible majority of South Caro- 
lina motorists would have to be increased 
substantially 

“We think it would be unfair to make 
the good risks shoulder the extra finan- 
cial losses created by the bad risks,” he 
ad led, 

Mr. Mertz called for more stringent 
laws and res gulations to remove danger- 
ous drivers from the highways wa hen 
asked for examples of such driver - he 
cited the case of a Charleston, S. & 
motorist who was still permitted to drive 
in 1960 ; r at least ten convictions for 
drunken a riving, reckless driving, speed- 
ing, impr per passi ng and other offenses 





General F. & C. ve Its 
Newark Offices; Holds Lunch 


A buffet luncheon to mark the move 
to larger quarters of General Fire And 
Casualty’s Newark (N. J.) office 
held recently in the new offices 

Malcolm deVesty, manager, and_ his 
staff of 30 were host to about 200 per- 
sons, including more than 100 agents, 
insurance trade press representatives, 
and company officials from New York 
and Philadelphia. 

“he size of the offices, located in the 
Raymond-Commerce Building, 1180 Ray- 
mond Blvd. has been almost doubled. 
Among the company officials present 
were Edward C. Lechner, president; 
Clarence A. Cole, vice president; Rob- 
ert Wilson, treasurer; Joseph S. Cata- 
lano, secretary, and Donald Sheldon, as- 

Stant secretary. 


Was 
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CAT'S HERE! 


Just as a successful agent avoids developing a ‘‘fat cat”’ 
philosophy* so must an insurance company ! 





You'll find, as a representative of a Kemper Insurance company, 
that we have a progressive attitude towards sales that will 
reflect itself in helping you build your sales volume. 


A steady flow of new ideas coupled with new ways to promote 
them is one important reason why Kemper Insurance has 
grown into one of the world’s great insurance organizations. 


Here 


are a few of the benefits our agents enjoy: 


A premium budget plan that is easy to understand 


Profitable sales incentive programs 

Skilled selling help and national advertising support 
Complete multiple line underwriting facilities 
Dividend-paying policies 

Outstanding engineering and claim service 


For full information about the many advantages of a 
multiple-line Kemper company franchise, write: Agency Pro- 
duction Department, 4750 N. Sheridan Road, Chicago 40. 


*A ‘fat cat’ basks in the sunlight of past achievements instead 


of looking to the future. 


LUMBERMENS MUTUAL CASUALTY COMPANY 
AMERICAN MOTORISTS INSURANCE COMPANY 


AMERICAN MANUFACTURERS MUTUAL INSURANCE COMPANY 


FEDERAL MUTUAL INSURANCE COMPANY 


divisions of 
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Louisiana Chapter of AGCA 
Reprints Madigan Article 


Impressed by the timeliness and 
worthwhileness of the article by John 
P. Madigan, vice president, General Re- 
insurance Corp., which was published in 
our December 16, 1960 edition, the 
Louisiana chapter of the Associated Gen- 
eral Contractors of America, Inc. re- 
produced excerpts from it in its January 
10 News Letter. 

In its foreword to these excerpts the 
Louisiana chapter’s editor said: “We 
know of no criterion which better re- 
flects the health and happiness of the con- 
struction industry than the health and hap- 
piness of the bonding companies. . . . In 
writing his article for The Eastern Under- 
writer Mr. Madigan forcefully speaks the 
bonding industry’s piece regarding present 
day chaos in our industry.” 

In quoting from the article the 
Louisiana chapter told its member con- 
tractors: 

“Let’s hope Mr. Madigan’s article will 
be some help to each of you with the 
first “R”—the reflection of your 1960 
hurts, miscalculations and _ disappoint- 
ments. As a result of this you will ap- 
proach the second “R” of the all-im- 
portant three with a desire to revise your 
organization and operation with more 
attention to accurate cost accounting 
Then as you gird yourself to meet 1961, 
you et resolve: 

(1) To be a better business man in a 
better pb nated by placing a legitimate 
profit in your bidding, followed by ef- 
ficient operation. 


(2) To strive for higher ethics in the 
conduct of your own business regardless 
of go competition may do. 

(3) To endeavor to live up to the high 
ideals and ethical procedures which your 
AGCA fellows have promulgated. 


Award $100,000 to Victim 
Of Head-on Auto Accident 


A Missouri Federal court jury has 
awarded a verdict of $100,000 damages 
in favor of A. Thurman Buchholz of 
Bloomington, IIl., for injuries to himself 
and the death of his wife in a head-on 
automobile crash about 70 miles north of 
Haines, Alaska, in British Columbia on 
July 30, 1959. A car driven by Buchholz 
collided with one driven by Robert M 
Langenberg, 17, of St. Louis. 

Mr. Buchholz brought suit for $150,000 
damages for his injuries and $100,000 
for the death of his wife against John F. 
Langenberg as administrator of the 
estate of his son who also was killed in 
the crash, and the Langenberg Hat Co., 
owner of the car driven by young Lang- 
enberg. 

It was brought out that under the laws 
of British Columbia the owner of a car 
is responsible for driving violations when 
the car is driven by another person with 
the permission of the owner. Attorneys 
for Mr. Buchholz contended that Lang- 
enberg, who was alone in the car, was 
speeding on the wrong side of the road 
at the time of the crash. In its verdict 
the jury awarded $85,000 for injuries to 
Buchholz and $15,000 for the death of 
his wife. 





Canadian Surety Elects 
Henty, Lewis to New Posts 


Sterndale Henty and David A. Lewis 
have been elected assistant general man- 
agers of Canadian Surety Co., wholly 
owned subsidiary of the American Sur- 
ety Co. 

Mr. Henty has been with Canadian 
Surety for over 30 years and was ap- 
pointed treasurer in 1948 and secretary- 
treasurer in 1957. He will retain the 
latter post in addition to his new duties 
as assistant general manager. 

Mr. Lewis has been in insurance since 
1938 when he joined American Surety in 
New York. He was manager of that 
company’s Portland branch office for 
nine years before joining the Canadian 
Surety’s head office in Toronto. 
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Mass. Protective and 
Paul Revere Set Marks 


PREM. INCOME OVER $62,000,000 

Non-cancellable Health Policies Set 
Record $34,500,000; Admitted Assets, 
Investment Income Top 1959 Totals 


Record highs in premium income, 
assets, investment income and life in- 
surance in force for 1960 are reported 
by The Massachusetts Protective As- 
sociation, Inc., and The Paul Revere 
Life. 

1960 noncancellable accident and sick- 
ness sales were 2% less than the previous 
year’s record results. Life sales exceeded 
$109,000,000, second best year in Paul 
Revere history. Group sales were 7.4% 
greater than in 1959. 

Total premium income of the com- 
panies for 1960 exceeded $62,000,000, a 
record amount. Premium income on 
non-cancellable health insurance policies 
also rose to a record $34,500,000. 

Admitted assets were also at record 
levels. Those of the association totaled 
$100,606,023 at year-end while Paul 
Revere assets rose to $201,325,780. These 
figures represent a 6.9% gain in assets 
for the association and a 10.7% gain for 
Paul Revere. Consolidated investment 
income of the companies for 1960 was 
$10,115,000, a gain of 12.6% over com- 
parable 1959 income. 

Life-in-force $896,000,000 

The life insurance-in-force account of 
Paul Revere at year-end was at $896,- 
000,000, up from $811,000,000 at the end 
of 1959, Group life insurance in force 
totaled more than $280,000,000, a gain of 
13.5% for the year. Group annual pre- 
miums in force, exclusive of group pen- 
sions, rose 14.5% in 1960 to $10,900,000. 

Results of 1960 Paul Revere operations 
in Canada were favorable. Canadian 
premium income increased 24.6% while 
new business premium figures showed an 
8.6% gain. 


H. R. HUNKE PROMOTED 


Named V. P. and a Agency Director of 
Republic Nat’l Life; Joined Co. in 1958; 
14-Year Background Highspotted 

In a general reorganization of the 
agency division of Republic National Life 
of Dallas, H. R. (Russ) Hunke has been 
named vice president and agency direc- 
tor. 

Mr. Hunke will have full responsibility 
for the over-all agency development, in- 
cluding branch office, general agency, 
brokerage, accident and sickness and 
agency development, including branch 
office, general agency, brokerage, ac- 
cident and sickness and agency training 
operations, at a time when the company 
is expanding into additional states and 
placing special emphasis on the develop- 
ment of Ordinary business. 

Mr. Hunke joined the company on 
January 1, 1958, as superintendent of 
agencies in the general agency division, 
winning promotion to assistant vice pres- 
ident and director of general agencies in 
1959, His background includes 14 years of 
field sales experience, legal training and 
administrative experience. He is a gradu- 
ate of Tennessee Military Institute and 
was admitted to the Tennessee Bar As- 
sociation after receiving his law degree 
from Cumberland University. 


Heads Cleveland Office 


General Accident Group has announced 
that its Cleveland service office has now 
been placed on a full branch office basis. 
Thomas J. McGill, Jr., who has served 
as the service office manager since early 
in 1960, has been appointed branch man- 
ager. 





WASHINGTON NATIONAL GAINS 


Life-in-force Climbed _ to $1,908,306,523; 
A. & S. Premiums Totaled $48,959,966; 
Surplus Increased by $3,969,367 

New life insurance issued by Washing- 
ton National during 1960 totaled $452,- 
390,662 according to a recent announce- 
ment made by Chairman Raymond J. 
Wetterlund. Life insurance in force 
climbed to $1,908,306,523. 

The company closed the year with as- 
sets of $302,713,587 representing an in- 
crease of $17,564,407 over 1959. Reserves 
and other liabilities amounted to $234,- 
226,706 and excess security to policy- 
owners is $68,486,881. For each $100 of 
liabilities, the company now has $129 
of assets. 

Total premium income for the year 
amounted to $87,505,037. Of this, $48,- 
959,966 represents accident and sickness 
premiums and $38,546,071, life insurance 
premiums. These results were accom- 
panied by continued expansion and in- 
creased yields from the company’s in- 
vested assets. Surplus increased by $3,- 
969,307. 

Agency field operations — industrial, 
group, and ordinary—continued to in- 
crease in scope throughout the year 
showing sizeable gains over the previous 
year. 


Future of A. & H. Selling 
Discussed by W. B. Cornett 


William B. Cornett, director of sick- 
ness and accident insurance, The Pru- 
dential, was the guest speaker at a re- 
cent meeting of the Southern Connecti- 
cut Association of Health and Accident 
Underwriters. 

Mr. Cornett addressed the members on 
the topic of “Selling Health Insurance in 
1961 and Beyond.” He pointed out that 
“our greatest market is that of the 
worker who is covered by group insur- 
ance, followed closely by another newly 
tapped market of major medical expense 
coverage. 

Because of a constant and increasing 
growth in the population of the United 
States—Mr. Cornett gave figures on what 
the 1975 estimate of population will be 
the industry has a big job ahead of it in 
supplying the necessary volunteer pro- 
tection for the present population, plus 
the increasing number of workers. 








Bent to Head Los Angeles 
Health Underwriters Assn. 


HENRY W. BENT 

Henry W. Bent has been elected presi- 
dent of the Los Angeles Association 
of Health Underwriters. Also taking of- 
fice were Al Davina of Washington 
National Insurance Co., president-elect, 
Harry Anderson of Association Group 
Insurance Administrators Inc., vice pres- 
ident, and Victor Holbrook of Cass and 
Johansing, insurance agents, secretary- 
treasurer. 

Mr. Bent is also the president of the 
firm which bears his name Henry W. 
Bent and Associates, Inc., and its divi- 
sion, Bent-Stahl and any se insur- 
ance administrators, who have been en- 
gaged since 1949 in the development of 
Group Insurance and Employe Benefit 
Programs for associations and employers 
as managers, general agents, and brokers. 

While engaged in the insurance busi- 
ness since 1939, Mr. Bent commenced 
his work in the Group Insurance field 
in 1949, and since has headed the devel- 
opment of his firm into one of the 
leading concerns in Southern California 
involved in this type of work. 

Mr. Bent attended the Pasadena City 
Schools and Stanford University. He is 
a past director of Life Underwriters As- 
sociation of Los Angeles, a member of 
the National Association oy Life Under- 
writers, and is a past president of the 
Los Angeles Quarter Million Round 
Table Club. 





and in claim payments. 


hospital and surgical benefits. 
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INSURANCE BROKERS ALWAYS WELCOME! 


Over the years we have built up a following among metro- 
politan insurance brokers who want “the best” in A. & S. and 
hospitalization coverage for their clients. We aim to please 
them always with prompt service, both in the policy selection 


Why not take a look at our most popular policy, the 
INCOME SECURITY? It will give your clients (1) full 
monthly accident benefits (even for life) for total disability; 
(2) six months’ benefits for partial disability; (3) full sickness 
benefits up to two years with no house confinement, as well as 
sickness benefits, even for life, by rider; and (4) supplemental 


Glad to send you sample policy and rates. 


R. GARRETT, 


Manager, Eastern A. & H. Department 
NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 


REctor 2-4567 


INC. 


NEW YORK 38, N. Y. 





“Can’t Separate Life 
And A. & H.,” Says Osler 


POINTS TO LOSS OF 





INCOME 





Underwriters National Assurance Presi- 
dent Urges Poh’s Institute Students to 
“Sell Complete Income Protection” 


It is impossible to separate life and 
health insurance and still say you have 
rendered the client true service, R. 
Osler, president, Underwriters National 
Assurance, Indianapolis, recently told 
those enrolled in the life and health 
brokerage course at Poh’s Institute of 
Insurance, New York City. Mr. Osler, 
author of several insurance texts, spoke 
as a guest lecturer in the course in which 
William Harmelin, Harmelin Agency, 
Inc., serves as regular instructor. 

“The problem a man faces is not death 
or disability or old age. These things 
in themselves are not economic prob- 
lems,” Mr. Osler declared. “The problem 
is loss of income. What causes that loss 
—death, disability, or old age— makes 
absolutely no difference in the economic 
result. To ignore that fact, to concentrate 
on death alone or disability alone, is 
failure to do a conscientious job of 
financial planning for the client.” 

Every one of the basic needs of a 
family for death protection is equally a 
need for disabili ty protection, the speaker 
pointed out. “Go right down the line, 
from clean up through blackout period, 
excepting only retirement, and you have 
a need, not for just life insurance and 
not for just disability insurance, but for 
the two together,” Mr. Osler stated. 


Clean-Up Fund Has Dual Need 


“As one example, take the clean-up 
fund itself. Actually, the need is dual: 
First, there needs to be cash to meet 


known expenses such as funeral, lot and 
marker, bills due at the stores, accrued 
taxes. The solution here is a life in- 
surance policy to provide the cash when 
it is needed—at death. But there is 
another part to the clean-up need; that 
is the need for insurance against the 
expenses of final illness. 

“The amount needed for this purpose 
is unknown. The only way you can 
handled a future expense when the 
amount is unknown is to insure it,” the 
speaker explained. “You cannot handle 
it with a fixed fund—yet the over- 
whelming majority of clean up funds in 
existence try to handle it that way—by 
leaving an extra amount of life insur- 
ance proceeds it is hoped will be enough. 
This is neither true programming nor 
true service to clients,” he charged. 

Needed in the clean-up fund in addi- 
tion to life insurance proceeds to meet 
known final expenses is insurance to 
meet those unknown—the cost of final 
illness. “This means,” Mr. Osler pointed 
out, “that in every clean-up fund, there 
should be a medical expense policy of 
depth, such as major medical. Any clean- 
up fund without it is a violation of the 
basic economic principle that unknown 
fut ure expenses can only be insured. 

“If it were possible to handle an un- 
known future expense with a fixed fund, 
then there would be no place for any 
kind of insurance, income or property,” 
he asserted. 

Taking up other basic needs one by 
one, Mr. Osler showed how each is a 
need for life and health insurance to- 
gether, not one or the other alone. 
“If a family says it must have, say, $300 
a month over and above social security 
in case of death of the father, then it 
also needs that same amount in case of 
his inability to earn because of disalliny. 
If there is any need for a widow to 
have income after the children are 
grown, the need is there for the economic 
widow a disabled man. 

“You cannot separate life and health 
insurance,” the speaker concluded. “They 
are one and the same thing: Income in- 
surance as contrasted to property insur- 
ance. Don’t sell life insurance alone, 
don’t sell health insurance alone, and 
don’t sell them as two separate things. 
Sell income protection all the way, not 
part way. You'll sleep better night if 
you do.” 
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Private Health Care Insurers Must 
Reach “New Frontier” First: Brower 


valifornia President 
aes: last week in New 
Health Insurance Association 
»§ America’s Group Insurance Forum, 
characterized “urgency” as being one 
of the chief stocks in trade of the new 
Administration, and said: “It seems to 
me that we'd better borrow from the same 


book. 


Occidental Life of (¢ 
Horace \W 


York at the 


Calling for a vigorous and united effort 
by all of us” to defeat President Ken- 
nedy’s aid-to-the-aged plan through 
social security, Mr. Brower re-stated tl he 
following truths he deemed “self-evi- 
dent” 








“hat in the political system we have 
built to serve the kind of society we 
believe in, the proper function of govern- 
ment is to serve only those needs that 
cannot be met by private endeavor. 

“That the proposed measure violates 
this principle by m<¢ ving a government 
program into an area where private effort 
has already done a remarkable job, and 
more importantly is still enlarging its 





accordingly, this proposal is 
premature because invades the field 
of medical care before it is clearly 
evident that such services are needed by 












a substantial segment of the group it 
proposes to benefit 

“That the concept itself is faulty be- 

cause it.assumes that alone is a test 
of need j fins ancia 

wat hat elig bility for social security 

i elie faulty test, and 





some cynical about 
ing promoted on the as- 
1 people need it when 

today would be ex- 


not n-qualified under social 








needs of many whom this 
program proposes to benefit include not 
only medical care, but also housing 


facilities which are scarcely a subject 





cost assumption on which 
S proposed is without sub- 
ation in realism and that 
the assumed rate of taxing to support 
t i re questionable.” 

Supports Aid-to-Indigent Plan 


In further articul: 
rower 






ting the industry’s 
nowledged accept- 
t that there are 
aged whose needs can 
by a government program. 
‘omnutted to support of such 
” he stated, “as long as it 
those people and just 








ance oO! the conce 


those 
ted further “weaknesses” 
y plan. “We have a duty,” 
“to question a program that 
by telling the younger 
rs of our society it will 
ial burden of their own 
backs when it is really only 








len from the shoulder of 
“ haa ; 

o the shoulder of long- 

at rates it does not now 





“We are equally requir 


about a program that is 


ed to be vigilant 
promoted, in its 
spreading ‘the cost of 

aitn ices in old age over the work- 
ing years.’ We need to ask ‘whose work- 
1 ars?’ since under social security 
rker’s tax really supports those 
who have gone ahead and his own future 
nefits must come from those he hopes are 





1 words, as 





| e w 


along later—his 


coming lis own children.” 
Mr. Brower called the HIAA, “a 
1 ideally suited to carry our belief 





1e lawmakers and administrators in 
W asl ington, He added that to accom- 

I us, “we must be sure that the 
sion has tools and the muscle to 


)] 





this is the 
temporary success 
- long run unless the 
ustry goes mu farther and speeds 
up long range plans that will stop recur- 


r contended while 
c ees ge, 
futile. in 





ring crises. “We must act,” he said, 


“not react.” 
Public Indifferent to Socialized Medicine 
Threat 


Outlining ways in which the industry 
can act, Mr. Brower urged soft- pedaling 
of the idea that “we can sell private 
insured health plans just by pointing out 
the dangers of socialized medicine | and 
unwarranted government programs.” He 
continued : 

“Let’s by all means keep on telling the 
facts of life about these things, but let 
us not expect too much from this alone. 
Important and dangerous as they are, 
these are issues only vaguely understood 
by most of the people on whom our 
future depends. 

“No matter how basic and true an idea 
is, it stands on this acid test—how does 
it prove out in the personal experience 
of the individual? We will be able to 
convince the American people that our 
insured plans are the best way to do 
the job only if those plans prove their 
worth to those same people—in their 
homes and in the offices, stores and 
plants where they work 

“Let’s also rid our minds of any idea 
that all our critics are fuzzy-minded 
folks with a socialist turn of mind who 
are bent on destroying the free enter- 
prise system. There are a few such, but 
most of the people who are making our 


problem more difficult are earnest, 
honest, well-meaning individuals whom 
we have yet to serve adequately. Mostly 


what we want—better pre- 
for medical care. I don’t think 
them with our case if we 
motives 


they want 
paid plans 
we can reach 
approach them as though their 
were sinister.’ 

Mr. Brower reminded his audience 
hat a man who feels his insurance plans 
are providing what he wants will not 
demand or support a government in- 
surance plan. 





“The best way to remove 
‘tre of government program and 
socialized medicine is for our plans to 
good that no one feels the need 
of something else.” He said further: 
‘There will always be some people 
we can’t insure and these people are 
the proper subject for government care 
programs. Let’s continue our efforts to 
cut this g roup to an irreducible minimum 
and then push hard for a realistic gov- 
ernment program to aid these indigents 


May Have to Work With Government 


Mr. Brower through a series of ques- 
tions urged self-examination to ascertain 
“if we have been doing an all-around job 
of selling and servicing.” After under- 
standing what can and cannot be done, 
he pointed out: 

“One of our earliest goals should be to 
poaenceergel the point beyond which we 
cannot go. This is also the point where 
government can properly start. This 
may well mean collaborating with gov- 
ernment agencies in an all-out campaign 
to find the facts that we have consistently 
said must be known before a_ valid 
government aid program can be tailored. 
We ought to be working with govern- 
ment on such research. 

“When we have the facts, we 
in a position to get solidly—and 


the spec 


be so 


will be 
publicly 


behind a good government program 
covering that segment of the public 
which can not be served by private 


enterprise. Isn’t one of our problems 
today that our public image seems to 
much to be one of opposing instead of 
supporting ? Don’t we need more of an 
image that publicly displays the private 
devotion we share toward adequate care 
programs? 

“Does the Kerr-Mills bill passed by the 
last Congress provide the right instru- 
ment for us to rally ’round? Then isn’t 
it time to rally and show that we aim 
to make it work? What steps have we 
taken to encourage state governments to 
implement this measure? ? If this measure 
is the right answer to care for the aged, 





HORACE W 


BROWER 


“Unhappily there are some people and 
organizations who are saying that be- 
cause we haven’t solved all the problems 
yet, the voluntary way through insured 
health plans is outmoded and no good. 
They think: ‘Big Brother can do it 
better—never mind about the cost.’ Cost 
is always well camouflaged in a govern- 
ment plan.” 


it will not solve our 
it lying on the shelf, 
unused.” 

In conclusion, Mr 


problems to have 
unsupported and 


Brower said what 


he proposes will accomplish the follow- 
ing two objectives: 1) “Establish our 
ibility to do the job we clamor to do, 


and 2) 
done 

“Tsn’t this the public image we want?” 
he asked. “And isn’t the third past of 
our program to tell about it? We should 
start right now to tell folks what we 
are already doing 


prove our will to do and see it 


PLACES BLAME ON DOCTORS 
eneral Life 


E. E. Brill, General American 
Senior V. P. Cites Abuses of 
Insurance Protection 
Emil E. Brill, senior vice president, 
General American Life, said recently 
that physicians have contributed to the 
high medical insurance rates companies 
are compelled to charge their policy- 
holders by basing their fees on the maxi- 
mum amount that an insurance policy 
calls for. 

“Insurance for benefits should never be 
the basis for an incre; asing cost of medi- 
cal and hospital care,” he remarked dur- 
ing a panel discussion on health care for 
elderly persons at a meeting of the St. 
Louis County Medical Society 

Mr. Brill supported his views by tell- 
ing of the experience of an insurance 
company which decided to increase the 
maximum benefits to workers under a 
group plan. No sooner than the increased 
Inaximum benefits went into effect than 


“many doctors, who seemingly were sat- 
isfied with the previous maximums 
raised their fees to these employes to 


get the new maximums.” 

He added that a recent survey showed 
that more than half of the doctors cov- 
ered were asking their patients whether 
they had insurance. The survey also 
showed that physicians who asked the 
question about insurance most frequent- 
ly were those who had the most patients 
in hospitals. 

Other abuses of insurance protection 
by physicians and surgeons mentioned 
by Mr. Brill included the admittance of 
surgical patients to a hospital earlier 
than necessary and providing accessory 
services that were not medically indi- 
cated. He recommended that doctors 
make greater use of less expensive forms 
of care than hospitals and the estab- 
lishment of more reasonable fee sched- 
ules for particular services. 


1960 A Year of Growth 
For Interstate L. & A. 

INTERSTATE FIRE ALSO GAINS 

President Johnson Cites $5,941,600 Total 


Surplus and $63,685,158 Assets; H. & A, 
Prems. were $8,745,606 





“The year 1960 \ was one of economic 
growth and_ territorial expansion for 
Interstate Life & Accident and its wl holly 
owned subsidiary, Interstate Fire,” re- 
ported President H. Clay Evans Johnson 
at the company’s 5lst annual stock- 
holder’s meeting in Chattanooga. 

$1,211,102 was added to surplus—the 
largest addition in company history— 
bringing the total surplus account to 
$5,941,600 and the total capital, surplus 
and non-mandatory reserve to $10,441,- 
600° which includes the company’s 
contingency reserve of $1,500,000 and 
capital of $3,000,000. This figure, Mr. 
Johnson stated, does not reflect any 1960 
gains made by Interstate Fire which 
has made “remarkable progress each 
year since it was incorporated in 1951.” 
Fire income for 1960 
$4,026,244 for a gain of 
$465,448 over 1959. Assets now stand 
at $1,723,319 with capital and surplus 
funds at $1,258,018, and in 1960 payments 
in the amount of $1,225,974 were made 
to policyowners, 


Admitted Assets Up 9.8% 


One of the major indices of economic 
growth for an insurance company is 
gain in admitted President John- 
son declared. Interstate Life’s increased 
IBN during 1960—a rate almost double 
that of the a More important, he 
emphasized, he rat io of assets to legal 
liability has a more favorable rat 
($119.61 in assets for every $100 of lead 
liability) than any of the nation’s 25 
largest insurance companies.” $5,687,057 
was added to assets in 1960 to bring 
total admitted assets at the 
year to $63,685,158. 

Both life insurance in force and 
and accident income reached new highs 
in 1960. Interstate Life closed the year 
with $554,819,669 of life insurance in 
force—over 74% of which is on per- 
manent types of insurance. Health and 
accident premiums amounted to $8,745,- 
606 and life policy reserves increased 
$3,479,015 to a total of $47,461,738 as of 
December 31, 1960, 

Total income for the year, including 
investment income of $2,967,361 less re- 
insurance premiums of $81,789, rose to 
$26,507,829; total investments in mortgage 
loans increased to $29,366,453; and stocks 
and bonds reflected an increase of 4- 
602,625 in admitted value for a new total 
stocks and bonds portfolio strength of 
$23,952,303. Interstate Life’s investment 
fluctuation reserve—an amount not in- 
cluded in contingency or surplus figures 

now totals $738,026 for an increase of 
$193,598 over 1959. 

During 1960 payments to policyowners 
and beneficiaries amounted to $8,093,320, 
more than one half million dollars above 
the amount paid in 1959, and $1,180,211 in 
taxes to governmental agencies was in- 
curred. In addition, Mr. Johnson stated, 
both Interstate Life and Interstate Fire 
contributed $489,315 to employe retire- 
ment and group insurance programs, and 
approximately $450,000 in stockholder 
dividends was paid. 

To illustrate the company’ s operational 
expansion program in 1960, President 
Johnson told stockholders the entire 
home office second floor, formerly oc- 
cupied by tenants, has been taken overt 
to allow for greater departmental growth 
and efficiency; six company owned and 
designed district office buildings were 
completed; and four new district offices 
were opened. 


also 


Interstate 
amounted to 


assets, 


close of the 


health 


COMBINED’S PREM. VOLUME UP 


Premium volume of Combined Insur- 
ance Co. of America and its three sub- 
sidiaries increased to $42,934,327 in 196 
compared to $36,341,305 the previous 
year, W. Clement Stone, president, an 
nounced, 
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GEN. DOOLITTLE A DIRECTOR 





Leader of 1942 Tokyo Raid Named to 
Mutual of Omaha Board; to 
Develop Health Plans 
James H. Doolittle, chairman of the 
hoard of the Space Technology Labora- 
tories, Inc., and a director of the Shell 
Oil Co., has been elected to the board 

of directors of Mutual of Omaha. 

Board Chairman V, J. Skutt announced 
that retired Air Force General Doolittle 
would be appointed to a special com- 
mittee for developing health insurance 
plans for Mutual’s overseas installations 
and on travel insurance for possible space 
travel. Also named to the committee 
were Dr. Charles W. Mayo, Mayo Clinic, 
and Mr. Skutt. 

Congressional medal winner Doolittle, 
who gained international recognition for 
his leadership of the Tokyo air raid of 
1942, said that he felt a realistic ap- 
proach toward space travel was needed 
and that Mutual’s research on such in- 
surance was an example of American 
business planning for the future. 

Gen. Doolittle remarked that Mutual 

f Omaha had many connections with 
his favorite field of aviation. He pointed 
out that Mutual was “a leading insurer 
of air travelers and that its air travel 
insurance was available in over 50 coun- 
tries.” He said that the company of- 


All American L. & C. Makes 
Top Florida Agency Awards 


Winners of All American Life & Casu- 
alty’s top awards were recently an- 
nounced. At a regional meeting held for 
the Florida group, at Sarasota, Fla., E. E. 
Ballard, company president, made presen- 
tations to Harold A. Lanigan, winner of 
the Senior Agency Builder Award, and 
Stuart H. Peckham, winner of the 
Agency Manager Award. Florida quali- 
fiers in the President’s Club and All 
American Club also received plaques. 

Mr. Ballard named the other award 
winners throughout the country and paid 
tribute to these leaders: John N. Metro- 


pulos, Illinois, winner of the Special 
Agency Builder Award; Edward L. 
Goehring, Iowa, Junior Agency Builder 


Award; Fred S. Bortney. California, All 
American of the Year, 29 qualifiers for 
the President's Club and the 46 mem- 
bers of the All American Club. 


fered its air travel coverages to passen- 
gers on flights of the Strategic Air Com- 
mand and the Military Air Transport 
Service. In addition, KLM Royal Dutch 
Airlines offer Mutual's travel coverages 
through their worldwide network of 
offices. 























driving would be much too hazardous. 


details. No obligation, of course. 
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Protection! 


Highway warning signs have but one purpose—PROTECTION! Without them, 


Another danger that claims more than its share of victims is loss of income 
because of disability by accident or sickness. More and more it appears that 
modern man cannot survive financially for more than a few weeks without his 
paycheck. Without that paycheck, acquiring even the bare necessities of life 
becomes a problem. That's why it is so essential to include Disability Income 
Insurance in your client's program of protection. 

The American Casualty portfolio of Disability Income policies contains a plan 
for every need and every budget. Included are Overage plans, Guaranteed 
Renewable, Impaired Risk... plus excellent Salary Continuance programs for 
groups. Rates are competitive, commissions are attractive and the agent's 
continued ownership of the business is assured. Mail the coupon now for complete 





61 Branch and Service Offices Coast to Coast 
Home Office—Reading, Pennsylvania ¢ Since 1902 
CASUALTY « SURETY « PROPERTY ¢ HEALTH 





AMERICAN CASUALTY CO., READING, PA. 


Send details of your Disability Income Portfolio. 





























Mutual of Omaha Names Schneider, Montmorency 


ARTHUR F. MONTMORENCY 


\ year-end report and the election of 
two new officers were part of the subject 
matter at the recent meeting of Mutual 
ot Omaha’s board of directors in Omaha 

Elected to officer status were Paul F 
Schneider, who was named assistant 
vice president and coordinator of indus- 
try relations; and Arthur F. Montmor- 


ency, elected assistant vice president, 
sales. Both are native Omahans 
Mutual Board Chairman V. J. Skutt, 


told the meeting that the organization 
had paid out to policyowners over 139 
million dollars during the year 1960. He 
said that this brought the total for the 
last eleven years alone, to over one bil- 





PAUL F. 


SCHNEIDER 


lion dollars paid in benefits to 
owners, 

Mr. Skutt also reported that assets 
had risen to an all-tme [ 
one-quarter billion dollars 


policy - 


high of over 


MERTZ NAMED VICE PRESIDENT 

All American Life & Casualty board 
of directors have elected James |. Mertz, 
vice president, with the responsibility 
of assisting in home office operations 
Mr. Mertz joined All American approxi- 
mately a year ago. Previously, he was 
vice president and comptroller of Con 
tinental Casualty and Continental As- 
surance. 
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NON CANCELLABLE 


liability Shoome ST potection 


GUARANTEED RENEWABLE TO AGE 65 


PROVIDES 


* Complete clientele security 


* Maximum vested renewals 


MASSACHUSETTS CASUALTY 
INSURANCE COMPANY 
BOSTON 9, MASS. 


YOUR AGENCY IN METROPOLITAN NEW YORK 


R. J. KEANE, INC. 
110 East 42nd Street 


New York 17, New York 


Phone YUkon 6-0230 
WRITE TODAY FOR AGENCY INFORMATION 
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“Medi-Care” Introduced 
By Standard Security 


NEW MAJOR MEDICAL POLICY 


“50% Reduction After Age 65 Called 
180% Turnabout” by President Levy; 
Reducing Deductible Included 


“A unique major medical expense pol- 
icy” that is guaranteed renewable for 
life and believed to have the 
limit of any major medical policy has 
Standard 


highest 


been announced by Security 
Life of New York. 

Called Medi-Care Insurance, the new 
policy covers all normal, customary and 
usual charges for medical care and treat- 
ment of covered persons up to $25,000 
for each illness or injury, and is high- 
lighted by many “unusual features.” A 
modified premium plan permits the pur- 
chase of the policy at a going-in rate 
which is 25% lower than the standard 
policy premium. This modified premium 
continues for three years at which time 
the standard premium commences. The 
standard premium continues until age 65 
and then the final premium “after age 
65” goes into effect with a 50% reduction 
in the standard premium 

“This reductic m is a 180 degree turn- 
about from the industry’s usual practice 
of increasing rates at age 65 by 100% or 
stated Michael H. Levy, company 
president. “We are providing this rate 
cut at age 65 rather than a rate increase 
hecause the income of most people goes 
down at retirement and we want to make 
it easy for the senior citizens to continue 
the protection afforded by this policy.” 
All rates are based on “age last birth- 
day.” in accordance with Standard Se- 
curity’s usual practice. 


Deductible Reduced $100 Each Year 


Another “departure from the custom- 
ary deductible of other major medical 
policies” is the new Reducing Deductible 
developed by Standard Security. The in- 
itial deductible amount is $1,000, but for 
each year that the policy is in force, the 
re wh tible is reduced by $100 to the final 
and permanent deductible amount, after 
five vears, of $500 

The policy pays 85% of covered ex- 
penses in excess of the deductible amount 
up to a maximum benefit of $25,000 for 
each sickness or injury with a maximum 
benefit of $10,000 in one year. The policy, 
issued to age 65, pays a miximum bene- 
fit of $15,000 for each covered person 
over age 65. No medical examination is 
required to age 56. 

The Medi-Care Insurance Policy takes 
into consideration the high incidence of 
heavy medical expenses incurred by chil- 
dren. The family plan provides coverage 
and protection for husband, wife and all 
dependent, unmarried children under age 
25 living at home and automatically cov- 
ers any newborn child until the next pre- 
mium date. Disability waiver of pre- 
mium is also included in this policy. If 
the policyholder is a male and if, prior 
to his 65th birthday, he becomes totally 
disabled from sickness or accidental in- 
juries, the company will waive any pre- 
mium which becomes due during the 
continuation of that disability provided 
that he has been totally disabled for at 
least four consecutive months 


more,” 


Bankers L. & C. to Cover 
Convention at N. Y. Coliseum 


Bankers Life & Casualty of Chicago 
will underwrite $10,000 accidental death 
and dismemberment coverage to visitors 
to the American Society of Tool and 
Manufacturing Engineers’ 1961 Conven- 
tion and Tool “xposition at the New 
York Coliseum, May 22-26. 

The policies will provide 24-hour pro- 
tection to members and guests who make 
advance registration for the convention 
It will cover them from the time they 
leave their homes until they return. The 
“unique plan” will cover only those 
whose registration forms have been re- 
ceived by ASTME Headquarters in 
Detroit prior to May 1. 


A. & S. PROGRAM EXPANDED 


West Coast Life Adds Guaranteed Re- 
newable Disability Income Policies; 
New Surgical Benefits 

New guaranteed renewable disability 
income policies and new high limit surg- 
ical expense schedules have been added 
to the A. & S. program of West Coast 
Life of San Francisco, President Harry 
J. Stewart has announced. 

Features of the new 
include: 


disability plans 
Sickness benefits payable up to 
age 65 or ten years; lifetime accident 
premium after 90 
days disability; wide range of elimina- 
tion periods for both accident and sick- 
ness coverage—from seven days up to 
180 days or optional lst day accident— 
permitting A. & S. programming. 

House confinement is not required, 
even on long term sickness benefits; 
benefits are payable during mental or 
psychotic disorders while claimant is 
hospitalized or under guardianship. One 
feature provides automatic worldwide 
coverage for full policy benefits during 
a three month trip each calendar year. 
A 10% premium reduction applies to one 
plan issued only in conjunction with life 
insurance on a total income needs pres- 
entation. 


benefits; waiver of 


These modern new plans and the at- 
tractive visual-proposals to help sell 
them, concentrate on the need for in- 


come during disability when earning 
power is destroyed. The program has 
been designed to permit issuance to the 
greatest possible range of prospects and 
occupation classes at reasonable pre- 
miums permitting purchase of an ade- 
quate amount of insurance. 

The new surgical benefit introduced, 
according to President Stewart, employs 
the latest 1960 California Medical As- 
sociation relative value study with bene- 
fit maximums of $300 up to $750, and 
permits closer relation between fees ac- 
tually charged and amount of benefit 
relabursed 


Mass. Indemnity Leaders Honored At 
Leading Producers Round Table Meet 


The Seventh Annual Leading Pro- 
ducers Round Table of the Massachu- 
setts Indemnity & Life of Boston held 
its annual meeting recently at the Royal 
Orleans Hotel, New Orleans, with about 
30 agents attending. The gathering, held 
of good fellowship, 
was marked by enthusiasm for 1961 pro- 
duction. The company 
time high in new paid premiums last 
year—$1,196,000—a_ gain of about 14% 
over 1959, and this year’s objective is to 
exceed the 1990 production. 

Edward R. Noyes, 
associate 
the home 


in an atmosphere 


scored an all- 


vice president and 
director, represented 
office at this gathering and 
presented certificates of 


agency 


achievement to 


the 1960 leading producers. The top three 


were Herbert Hirshfield, Jerry Fogel 
and Bert Scoll, all of the Joseph S. 
Lebby Agency of Los Angeles. This 


agency qualified 12 of 
Round Table 


its producers for 
attendance. 
General Agents Lebby and Morgan 
Win Trophy 
This agency for the third consecutive 
year has won the Roger Billings award 
trophy, 
duction, 


based on its 1960 score in pro- 
quota achievement and man- 
ability. Presentation of the 
trophy, annually awarded, was made at 
the Key Biscayne, Miami gathering last 
December of Massachusetts Indemnity 
general agents. Roger Billings, Jr., vice 


agerial 


president and agency director, and Mr. 
Noyes coneratmmates General Agents 
Joseph S. Lebby and Harold P. Morgan 


and gave them permanent possession of 





FOR 


bile, etc. 








PRODUCTION TIP No. 4 


Spring Is Just Around the Corner! 


Now is the time to approach all summer camp 
operators — both organizational and private — 


1. Accident & Sickness Medical Reimburse- 
ment for Campers. 


2. Tuition Refund. 
3. Full casualty lines — general liability, 


fire, workmen's compensation, automo- 


We can provide COMPLETE CAMP COVERAGES. 
Call: 


AL NASSAU, Vice President 


R. J. KEANE, Ine. 
General Agents 


110 E. 42nd Street, New York 17, N. Y. 
PHONE: YUkon 6-0230 














the trophy based on their 1958-1960 per- 
formance, 

Other 1960 leaders of the company 
who received honorable mention were 
ees A. Moore, Boston, and the 

MacLeans of Philadelphia (Don, Dan 
and Bob). Five additional general agents 
as follows received certificates of merit 
for exceeding their production quotas; 
Carl Roberts, Pittsburgh; Byron Clark, 
Chicago; Robert Buck, Miami; David 
Schultz, Syracuse, and David Temple, 
Cincinnati. 

Tribute was paid at the Key Biscayne 
gathering to William S. Leighton, CLU, 
Milwaukee general agent, who retired 
last December 31, and Arthur D. Dozois, 
Albany general agent, who will retire 
next June 30. Each was presented with 
a gift in appreciation of their many 
years of productive service. 





NEW “61” SERIES INTRODUCED 


General American Life’s Comprehensive 
Major Medical Plans “Keyed 
To Flexibility” 

A new “61 Series” of Comprehensive 
Major Medical plans has been introduced 
by General American Life of St. Louis. 
Group officials of the company said the 
new program had been so keyed to flex- 
ibility that a purchaser can, in effect, 
“engineer” a program completely suited 
to almost any health insurance needs. 

The “61 Series” makes available on an 
optional basis two relative value sched- 
ules. One schedule applies to surgical 
procedures, anesthesia, doctors’ visits, 
allergy testing, radiology, and laboratory 
procedures. The other is a surgical rela- 
tive value schedule which also includes 
anesthesia. 

In addition to the new relative value 
schedules, General American will con- 
tinue to offer choices of deductibles and 
of coinsurance features. Both deductibles 
and coinsurance may be applied to some 
or to all benefits of a Comprehensive 
Major Medical plan. 

General American Life’s new major 
medical design is built on 16 standard 
plans, each offering a wide variety of spe- 
cial features which makes the possible 
combination of benefits and cost control 
elements almost limitless. Several new 
features not previously available include 
provision for automatic annual reinstate- 
ment, psychiatric treatment out of the 
hospital, and family deductibles. 

Preparation of General American Life’s 
new plans entailed substantial revision 
of premium rates. The overall general 
rate level, however, remains relatively 
unchanged for most areas. 

Maximum benefit available under the 
“61 Series” is $10,000. Dependent cov- 
erage up to $10,000 is also available for 
each covered member of the family. 

_ “An unusual feature” of General Amer- 
ican Life’s plan is one which calls for 
automatic reinstatement of $1,000 of the 
maximum each year, despite the amount 
of past benefits paid or the physical 
condition of the person covered. The 
full maximum benefit may be reinstated 
with satisfactory evidence of insurability. 


OKs BLUE CROSS RATE 

New York State Superintendent of In- 
surance Thomas Thacher has approved 
an application by Rochester Hospital 
Service Corporation (Rochester Blue 
Cross) for subscriber rate increases on 
its community-rated direct- -payment and 
group-remittance contracts effective 
April 





Makes Group Changes 


Life Insurance Co, of North America 
has enlarged the territory under Region- 
al Group Manager A. Patrick Boles with 
headquarters at Atlanta. Also the com- 
pany has appointed Richard A. Hoyle 
Group manager at Charlotte, N. C. 
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Presented regularly in this space for the inspiration 
and enlightenment of life underwriters 
everywhere by the Life Insurance Members 
of the American General Group. 


THE SALES INSISTENCE OF THE NEED 


ATELY I HAVE BEEN reflecting with pleasure upon the 
happy fact that the sales resistance which all men must en- 
counter in all walks of selling is, in our own business, out- 
weighed by the sales insistence of the many and pressing needs 
for life insurance. 


Sales resistance, of course, is only natural. Every salesman 
of every commodity must meet it . . . even the man who sells 
those “durable consumer goods” we all drool for and desire in 
endless quantity and infinite variety. The consumer has schooled 
himself to present a protective armor of sales resistance to every 
salesman every day. He has learned that his desires are limitless 
and his dollars limited, and of necessity he has cultivated the 
habit of buying carefully and deliberately. He has learned to 
hesitate even when he ardently desires that which is offered him. 


Sales resistance is natural, therefore. But it is also natural 
that sales resistance diminishes as the urgency of the need 
increases. If I were on hand to offer you a fire extinguisher 
just as you saw a tiny fire in your kitchen threatening to spread 
into blazing disaster, your sales resistance would be nil, If I 
could drive along the highway and offer you a new tire while 
you were looking at a flat rear wheel ten miles from town and 
ruefully remembering that you left your spare at the service 
station yesterday, you wouldn’t make much point of the fact 
that you have a brother-in-law in the tire business . . . 


Thus, urgent and pressing needs create sales insistence 
which overbalances sales resistance. This is a happy and fortu- 
nate fact for all of us in the life insurance business. It tells 
us that once we persuade a man to take thirty minutes out of 
his busy life to look seriously at his needs for life insurance, 
their urgency will outweigh his natural sales resistance, and 
press him toward decision and action. 


FOr EXAMPLE— 


—Two or three young partners have decided to set up a buy- 
and-sell agreement so that the heirs of the first to die may sell 
their interest quickly and surely and profitably, and so that 
the survivor or survivors may own the business in its entirety. 
But when the buy-and-sell problem has been solved, a new 
problem arises, and now the partners are forced to think about 
the survivors’ problem of finding the needed funds. When that 
happens, the need for life insurance is suddenly found to be 
so pressing and so urgent that sales insistence takes over, and 
the sale is ready for completion. 


—A young man of family, with no assets of consequence save 
his earning power, comes face to face for the first time with the 
certainty that his needs for income—either his family’s needs in 
event of his untimely death, or his own needs in retirement— 
will outlive his earning power. Then he begins to realize that 
when earning power is gone there will be no income save income 
from property or investments. And then he must inevitably 
recognize that life insurance is the only property he can buy in 
sufficient amounts to do the job, and on terms that he can meet. 
When he thus sees through his needs, sales insistence will out- 
weigh sales resistance, and his decision will be all but automatic. 


—A man of substantial means suddenly becomes aware of 
the extent to which federal and state taxes will bite into his 
estate. Then he realizes that his executor may be forced to 
sacrifice business interests for a fraction of what they are worth 
now during the owner’s lifetime, or to sell securities or property 
on an unfavorable market—or both. Next, he learns that by 
means of single-premium life insurance he can prepay his taxes 
at a significant discount, and also gain the advantage of deciding 
for himself what assets shall be sold for the purpose, rather 
than leaving that decision to his executor. Then he learns that 
by means of annual-premium life insurance he can do the job 


rican General Life Insurance Company Knights Life Insurance C 


Houston, Texas / Pittsburgh, Pa 


on easy terms .. . and perhaps sell mo assets! And at that point 
the sales insistence of his urgent need drives all sales resistance 
out of his consciousness, and a purchase follows naturally. 


—Here we see a rising young businessman, who feels no 
need for life insurance because he has an option to buy into 
the firm for which he works and is completely confident that he 
will be worth half a million dollars in another ten years. 
Suddenly he sees for the first time that he can deliver that 
amount to his family only if be lives—but that if his time is 
cut short his family would lose a husband, a father, and the 
unrealized portion of that half a million dollars. Suddenly he 
realizes that the more he expects to make in the years ahead, the 
more life insurance he must have now. Suddenly his eyes are 
opened, and his sales resistance is overcome by the sales insistence 
of his need. 


—Consider now the tremendous, inexorable sales insistence 
inherent in the situation of a young man of heavy family 
responsibilities and modest income. He has only now decided 
that his family could not possibly live on less than $300 a 
month in event of his death, and has only now discovered that 
he has provided them with only $200. Now he faces the 
difficult decision of whether to cut his family’s very modest 
prospective income by 33%, or his own present and much larger 
income by 3%. The decision may prove painful, and he may be 
so distressed about his situation as to be momentarily unhappy 
with the underwriter who brought it to his attention. Yet be 
will in due course make the right and wise decision because no 
other course will satisfy, and because the sales insistence of his 
need is all but irresistible. 


—Here we see the pressure of the need for a program of 
thrift. We see it arouse the young man who has just come face 
to face with the realization that he has earned $50,000 in the 
decade since he started to work, and has amassed a thousand or 
two of net worth out of all the money which has passed through 
his hands. He is suddenly confronted by the bitter realization 
that if he does as well in the next three decades as he has in 
the one just ended, he may come to the end of his working 
life with five or ten or, at most, twenty thousand dollars to 
show for the quarter-million-dollar fortune which he will have 
earned and spent and spun through his checking account. With 
this awareness comes the sales insistence of his need for the 
gentle compulsion of life insurance thrift, and, with it, all sales 
resistance is extinguished. 


* * * 


Yy® IT IS INDEED our good fortune that the sales insistence 
of the several needs for life insurance is so great, so urgent, 
so irresistible. It is our good luck—it is our compensation for the 
difficulties and problems of selling a so-called intangible—that 
when we have uncovered the need and made it sufficiently clear, 
its urgency will create a want sufficiently powerful to brush 
aside all sales resistance. 


Praise the Lord for the sales insistence which lies inherent 
in the simple fact of modern life: that there must be dollars for 
tomorrow as well as dollars for today. 


And praise Him, too, for that sales resistance which is 
natural to almost every man. For without it, the average man 
might so unbalance his budget with the purchase of things he 
can eat or drink, wear or drive, sit and look at or show to his 
neighbors, that he would be left with no single penny of today’s 
income for the purchase of dollars for tomorrow! 


Best wishes, 


The Home State Life Insurance Company Hawaiian Life Insurance Co. Ltd 


Oklahoma City, Oklahoma | Hono! Hawaii 


Insurance In Force February 1, 1967... $1,787,000,000 
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Advertising that Helps Agents Sell 


“One of the most constructive advertisements 
ever undertaken by independent insurance 
agents,” says Porter Ellis, president of the Na- 
tional Association of Insurance Agents, about the 
largest agency-listing ad ever run for the insur- 
ance industry. 


The 3-page N.A.1.A. ad, in the September 27, 1960, 
issue of LOOK, listed 19,150 agents, each of whom 
made a voluntary contribution to the N.A.IA. for 
the right to have his name appear. 

“This ad,” states Mr. Ellis, “was the greatest sin- 
gle factor in helping the N.A.IA. raise funds for 
its 1960 program. We are planning to make it the 
spearhead of our new Regional Agents Committee 
program in 1961.” 


Each Agent a Sponsor 

Each of the 19,150 independent agents who vol- 
untarily contributed for this ad had his name and 
address listed in the appropriate geographic region 
in which his office was located. Each became, in ef- 
fect, the sponsor of the advertisement and received 
valuable local identification in a national magazine. 

The 3-page advertisement actually amounted to a 
total of 39 pages. The first page, remaining constant 
in all 19 versions, carried the headline: “The Wrong 
Insurance on Your Car, Home or Business Can Cost 
You Thousands of Dollars!” Following this came 
hard-hitting editorial copy which told readers the 
advantages of buying fire and casualty insurance 
through an independent agent. The second and third 
page of the ad carried the names and addresses of 
insurance agents according to the regional location. 


Impact of the Advertisement 


As a powerful local selling force, this ad has been 
applauded by agents across the country. A few spot 
reports from various states cite such results as these: 
* in Florida, an agent revealed that one of his cus- 
tomers, a woman for whom he wrote only auto in- 
surance, wa ced into his office and said she would 
like to buy fire insurance from him too, because 
she’d read the LOOK ad. 


- in Ohio, a substantial business prospect of one 
agent called to say he was impresoed to see the 
agent’s name listed in LOOK as a professional in- 
surance man. 

* in Rhode Island, one N.A.I.A. member agent, who 
did not participate in the advertisement, said he 
was embarrassed when his largest customer asked 
why his name didn’t appear in the ad. 

State and local associations seized the fine oppor- 
tunity for local tie-in promotions and made capital 
of the ad, for example: 

* the Des Moines, Iowa Association jumped the gun 
on the LOOK ad in the spring by using a highly ef- 
fective newspaper version of its own, with local 
member listing. 

* in Jackson, Mississippi, the local N.A.I.A. board 
used a whole section in their local newspaper to 
feature an adaptation of the LOOK ad, with mem- 
ber agents’ photos on the cover of the section. 

The N.A.LA., as coordinator of the advertising 
program, promoted the ad to its 35,000 member 
agencies, comprising some 100,000 insurance agents. 
190,000 reprints were ordered by N.A.I.A. for use by 
individual agents in each of the 19 regions. 


Objectives of N.A.1.A. 


This LOOK ad is just one part of the whole 
N.A.LA. advertising program—but it played a most 
important part in fulfilling all the following objec- 
tives which the N.A.I.A. has set: 

1. establish the Big “I” seal as the mark of quality 
insurance and professional insurance service. 

2. pre-sell potential customers on buying insurance 
from agents who display seal. 

3. point out difference between professional service 
of independent insurance agents and the services 
of direct writers. 

4. enhance agent’s prestige by association with qual- 
ity media. 

5. present a united appeal to the general public. 


“The Big Difference” 


For its 1961 national advertising campaign, 
N.A.LA. is using “The Big Difference” as the um- 





brella theme for all its advertising and promotion. 
Advertising will appear in Life, Saturday Evening 
Post, Newsweek and Business Week. And, again 
LOOK will be the magazine which will carry a sim- 
ilar geographic split-run, three-page ad listing all 
participating N.A.I.A. members by regions. 

LOOK had made the “big difference” in N.A.LA.’s 
advertising program. For it was through LOOK, in 
1960, that a new way was opened up to channel rec- 
ognition and sales to independent agents through- 
out the country. 

As Jim Mathews, Ad Director of N.A.LA., puts it: 

“The more we thought about it... the better choice 
LOOK seemed to be. 

“The idea of the advertisement was to inform 
readers of the names and addresses of independent 
insurance agents in their own home towns. This re- 
quirec a magazine with great flexibility—a magazine 
which could give us virtually any number of zones 
of distribution. 

“LOOK’s audience was large... And the cost was 
right for the 3 pages, even including the 38 changes 
for the 19 different regions. 

“Finally, we knew that an advertisement whose 
production was as complicated as this one... would 
require a lot of cooperation from the magazine’s 
staff. We knew we’d get that necessary cooperation 
from LOOK. And we did.” 





The exciting story of people .. . what they do, what 
they feel, what they want, what they think . . . an 
ever-changing story told with warmth, understand- 
ing and wonder. 


Reaching into 16,850,000 
households with a single issue 





